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sorts of new schemes of taxation. Mark our 

word for it, that a 1 per cent tax on all sales is 
not impossible in addition to all the present forms of 
taxation for revenue to liquidate the war. 

There were hopeful signs that a gradual lowering 
in prices would come about logically and sanely, but if 
ever there was an indication of increase in the high 
cost of living it comes in the addition of $92.00 a year 
per person by the action of the Interstate Commerce 
Commission in granting an increase of railroad rates. 

No business man of whatever sort can sit down 
with a restful notion that current law-making does 
not concern him deeply. 

The retail shoe merchants of this country have had 
some good lively skirmish practice in the matter of 
fighting unjust business laws. They may well keep 
their arms in order and ready for use in a broader field 
than that limited by the shoe business. They may 
well make common cause with other business men in 
resisting anti-business Jaws of the kind which both 
parties, or, rather, all parties, now seem inclined to 
make. 

More than a year ago the “Recorder” published a 
remarkable set of articles on “Modern Taxation,” 
resounding the warning, ““The Power to Tax Is the 
Power to Destroy.” Taxation is not limited to the 
direct charges on “Business” and on “Income,” but 
can come through the appalling and ‘tremendous 
wastes that come about through the liquidation of a 
big mess of “‘war-extravagance”’ inheritances. 

Here we have the spectacle of the Interstate Com- 
merce Commission exerting its enormous power to 
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increase the costs of merchandise for years in advance. 
If that commission had manifested capability and 
efficiency in proportion to the great interests involved, 
we would not have had the tremendous additional 
costs suddenly thrust upon business. We are paying 
today for the lack of foresight of that commission in 
developing adequate revenue to have put the rail- 
roads on their feet with safety in 1914 instead of in 
1920, but the mischief is done and the extra levy is 
made on commodities as well as commercial and per- 
sonal travel, and industry must make the “best of it.”’ 
If out of the billions of additional expense (that must 
come from the ultimate consumer) we get a new brand 
of efficiency in transportation, the money will be well 
spent. One of the prime reasons for the terrific can- 
cellation epidemic and stringency of capital was the 
fact that railroads held in transit from two to four 
months merchandise that should have been moved in 
as many weeks. So much capital in suspension was 
a dangerous strain on industry, especially as at the 
opening of the season it did not promise well as to 
weather and also public temper on prices. 

We remember some ten years ago when the “Re- 
corder’’ employed a transportation expert to ascertain 
routes and rates that would give a little advantage to 
the merchant in his transportation charges. We wish 
it were possible under the new scheme to do as much. 
But competition between points means nothing be- 
cause the charges are the same. 


Some good old fashioned competition between rail- 


roads on rates because of differences in speed of de- 
livery might make for economy, but it appears that 
such competition is gone forever. 
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If you want a good idea as to what the added cost 
of transportation will be, read what J. E. Weatherly, 
economic expert of the Department of Justice, says on 
the subject: 


The people of the United States will be called upon to 
bear additional costs for the year commencing next 
September amounting to about $9,600,000,000, J. E. 
Weatherly, economic expert of the Department of 
Justice, predicted in a statement issued under date of 
July 7: 

Increased freight rates are reflected in living costs, 
not in straight proportion but magnified about 4.8. 

This is because the public pays a freight rate increase 
several times instead of just once. 

One increased rate is paid when the cattle go from the 
plains where they grazed to the slaughter house. 

The second increase is paid when the raw hides are 
shipped from slaughter house to tannery, a third from 
tannery to shoe manufacturing house, and a fourth 
when the finished shoe goes from the manufacturer to 
dealer. 

Shoes thus show a magnification of the rate increase 
four times. In some commodities, however, the increase 
is magnified only three times. 

There is another factor. The increased freight rate 
paid by each dealer or manufacturer is added to his cost 
of operation, on which he figures his profits on a per- 
centage basis. 

There seems no getting around the fact that a freight 
rate increase means a tremendous boost in prices of 
every commodity produced in the United States. Every 
person in the United States is bound to feel the increase. 
It means a tax of about $92 a year for each of the 
105,000,000 persons in the United States. 


Contrast, if you will, the statement by W. Jett 
Lauck, economist for the Railroad Labor Organiza- 
tion, who says: 


The great industries of the country could amply af- 
ford to deduct the increased freight rate from the price 
of their products, thus allowing the commodity to reach 
the retailer at the same price as formerly. 

By no possible computation can the increased freight 
rates be made to justify an increase of lc per pound in 
the price of meat or 5c per pair in the price of shoes. 


What an ignoramus in economics! The fanatical 
and fantastical logic of his mind is in sharp contrast 
to the nine million dollar charge outlined by J. E. 
Weatherly. 

That merchant was fortunate who had placed his 
order early and who started delivery in August prior 
to the increase in rates. 

To state that the railroad rate increase had no effect 
upon the general lowering of prices is to betray igno- 
rance indeed— just figure it on your own transportation 
expenses and multiply it by the many travels of the 
raw materials to the place of assembly—in the factory. 

The hopeful sign in the decision on rates is the 
speed and efficiency to be hoped for—advantageous 
to industry in greater proportion than the extra costs. 
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Increase Per Capita of Shoes 


HE United States has not been exhausted in its 

market for shoes by any manner of means. 
Each year the public buys more. Not so ver: 
long ago, two pairs a year was the general average 
Today many a woman has not less than a dozen pairs. 
There is a great possibility of increasing the pe: 
capita consumption of shoes in this country and th: 
new styles made on old lasts almost justify what on 
able sales manager figured out that “if every China- 
man added an inch to the tail of his tunic our cotton 
mills would be kept running day and night.” Th: 
shoe manufacturing branch of the industry is ii 
excellent working order and would welcome th: 
stimulation of buying on such a basis of increase«! 
consumption. 

The retailing of merchandise has in the past fev 
years been undergoing a distinct betterment for th 
merchant, his employes, and his supply sources. 
This has meant much to the industry as a whole, for 
as one merchant puts it, ““There is really more mone. 
actually invested in the retail branch of the trad: 
than in either the manufacturing of leather, or the 
manufacturing of shoes and the wholesale distribu- 
tion of the same.” 

Shoe merchandising has become a profession in 
that a knowledge of the technique of it assures success, 
whereas a haphazard business of peddling shoes leads 
but to failure. 

With a hundred and five million pairs of feet to fit 
there is a distinct duty on the part of each shoe 
merchant and each retail shoe salesman to see to it 
that they are fitted right, and that a profit is made 
commensurate with the service rendered. 


What “the Shoes Will Bring” 


HE man who thinks “a shoe is a shoe” thinks 
loosely. Who will undertake to say with pre- 
cision just what any shoe is worth? Shoes are not 
like gold dollars, ascertainable in value to precise 
figures. This uncertainty is illustrated by the different 
prices set by even the most expert buyers. We knew 
of such a trial, in which a number of shoes were placed 
before a half dozen high class buyers, each to mark 
down in a list his valuation; they varied as much as 
one dollar and seventy-five cents a pair on shoes that 
ran only about $6 average price. 

Another illustration is afforded by the recent bids 
for some 200,000 pairs of shoes for the government. 
The bidders were handed the same specifications, 
covering every detail of manufacture, down to tlie 
very thread used; but the prices varied almost a dollar. 

If there is such variation in shoes built upon pr-- 
cisely the same style, leather and all other specific:- 
tions, then consider the range of possibility in vari.- 
tion in an ordinary stock, for general public use, 
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in which the great element of FASHION enters and 
forms a large proportion of merchantable if not 
intrinsic value. 

This difference stands in the way of anything in 
the shape of “flat rates” of gross profit, in retail selling, 
as a complete system. Classification would be needed 
i) many particulars—the real value should be “‘what 
the shoe can fairly bring, considering style, last, 
pxttern, leather, the season and the popularity of the 
ni del. 





Take a “Value” Inventory 


“\)./ HERE do we stand?” That is to say, where 

does a business stand with reference to its 
aiiual turn-over, its expenses, its rate of profit, and 
it: net total of profit? It is not too much to say that 
in a general way most mercantile business has been 
coiducted with more faith and hope than mathe- 
matics, except for an annual or possible semi-annual 
inventory; but even in that it has taken generations 
of argument to make merchants stop cheating them- 
selves by listing old goods at first price in their inven- 
tories. 

Style is more of a cash asset in goods than it used to 
be. This fact makes additionally fatal the habit of 
building up a flattering inventory by figuring in 
out-of-date goods at full price. 

The modern merchant wants a great deal more than 
this annual inventory, even though it be properly 
conducted. Furthermore, he wants the details 
worked out into percentages and otherwise, so that he 
can see at a glance just how he stands in every parti- 
cular. 


When We Say “Shoe Merchant” 


HE “Recorder” has always liked that term, “shoe 
merchant,” for it means much. It stands for more 
than any other combination of words descriptive of 
the man who sells shoes at a profit. It carries with it 
the feeling that the man has judgment and ability 
keenly to discern values, and that he buys well to sell 
better. He stands for the courage to spend his own 
money to make more money. We have pictured many 
of “him” and they stand leaders in their field of “‘get- 
ting more shoes sold right.”’ 








Difference Between “Style”’ 
and “Staple” 


HAT is a “‘staple” shoe or a “style” shoe? The 
meaning attached to these trade terms may be 
explained thus, a staple shoe is one in which the last. 
the pattern and all details of making are of a conserva- 
tive sort, and have been so established by use as to 
become what might be called “standardized.” As an 
extreme example, what is known in the trade as ‘“‘Old 
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Ladies’ Comfort’ shoes might be instanced. These 
shoes are made of soft kidskin, with low heels, broad 
and comfortable. Neither the last nor the pattern 
changes, from year to year. 

They therefore can be produced economically, and 
the retail merchant can stock them with the assurance 
that there will be no change in style from year to 
year, and that consequently he will not have to sell 
them at a loss, because of a change of style. 

The “‘style shoe” is the shoe that is made to meet 
the latest development of public demand in fashion. 

The “comfort” shoe is an extreme example of the 
“staple” shoe, but there are many shoes made for 
men, women and children which partake to some 
degree of the same characteristics. The ‘“‘style shoe” 
entails greater cost in manufacturing, because lasts 
and patterns have to be kept up to date, and these 
are expensive items of factory equipment that involve 
what might be called an expense in experimentation. 
That is to say, a new style may be provided for with 
considerable expense for new lasts and patterns, and 
that style may fall flat and not receive public favor. 

It is a common saying in many lines of merchandise 
that “Style sells the goods.”” Distinction in apparel is 
something people are willing to pay for, the world 
over. The desire for change is constant. Articles 
that are of style conforming with new fashions are 
sought for, to the disadvantage of articles which are 
“out of fashion” —older designs which may be fully 
as good, as far as intrinsic usefulness is concerned, but 
which in color, shape, adornment or other details of 
appearance are of styles to which the public has 
grown accustomed to the point of more or less 
weariness. It is hardly necessary to dwell on this 
commonly observed custom, which applied with full 
force to shoes especially this year. 





There Is a Heap of Honesty 


in Business 


UT what a tremendous lot of business men there 

are who would not cheat if they could! What an 

enormous majority plain honesty commands! Every- 
thing is not “profiteering” by a long shot. 

There is disease in the world; but what a lot of 
vigorous, full-breathed, bounding health. There is 
selfishness but what volumes of charity and sacrifice 
and helpfulness also. It is not well to keep the mind 
too well fixed upon any evil; it may warp us toward the 
false notion that evil predominated. That the race 
exists at all is proof enough that good outweighs evil. 

As to “business men,” there is no class that averages 
higher in honesty or dealing. They could not be 
business men at all if they were not of high quality, 
morally considered. Tell the story about—it is high 
time that the damnable destruction of confidence 
and goodwill in business is stopped. 
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“Salesmanship in Seven League Boots” 


One Definition of Advertising Given by Harry S. Carroll in Constructive 
Talk Before San Diego Convention of California Merchants 





OME say advertis- 
~ ing is salesmanship 
in seven league 
boots. Again it has 
been referred to as the 
voice of commerce. As- 
suredly it is the great 
tangible, living force in 
modern life. 
Advertising creates 
markets, stimulates 
trade, expands com- 
merce, builds cities, pop- 
ulates new worlds, her- 
alds to the people of the 
world the needs of a 
nation to finance its war 
loans, builds hospitals 
and churches, raises 
funds for charity, edu- 
cates and elevates the 
public in its needs, car- 
ries to the hearthstones 
of the nation the writ- 
ten message of a busy 
world, promotes pros- 
perity and increases ef- 
ficiency by the saving 
of time and effort. 


broad square heels. 


Value of Window 
Display 


The spoken word is 
as forcible and more far- 





Vici Kid Oxfords 
Specially Priced 


STYLE 306—Built on @ generous broad-toed, comfortable, 
easy-fitting business man’s last, of plump black vici- 
kid, blucher cut, and with good serviceable soles and 


$65 


(A splendid run of sizes from which to select) 


COES*“STODDER 


160 TO 14 - SCHIOCL STREET 


Regularly priced at 
$11.25. Selected from our 
Mark Down Sale now in 
progress and marked down 
WE ciseadeucbebaveseos 


made indirectly. Thit 
is, 30 per cent of the'r 
goods are sold as acce:;- 
sory to the direct wi.- 
dow display sales. 


The Value of Sigi.s 
If it were not for your 
window displays the 
prominence that you s ‘e 
in choosing your loc :- 
tion, you could ve-y 
well afford to have your 
business place off tie 
beaten track. So after 
all is said and done— it 
is really window loca- 
tion that you buy when 
you choose a_ location 
for your business. 
Electric signs and 
lights serve to attract 
attention to your win- 
dows. Is it not impor- 
tant, therefore, that you 
give every possible at- 
tention to your windows 
as a medium of adver- 
tising? Frequent 
changes and real effort 
put into the dressing of 
your windows will be 
returned to you _ in 
increased profits. 

















reaching ofttimes than 
the written word. Then 
there is the visualized 
advertising. Under this 
I would class your windows and the picture of your 
merchandise; and I would emphasize, particularly, 
the value of your window-advertising space. 

The basis of advertising costs is determined by the 
circulation of the given medium. Upon this basis, 
first in importance is your windows. 

Your store is located in a prominent place on a 
busy thoroughfare. If you were to check the number 
of persons who pass this point in a day, you will learn 
to appreciate more the value of your windows. 

Five and ten cent stores all agree that 40 per cent 
of their total sales are made directly from their 
window displays, and 30 per cent of the sales are 
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A Good Example of Small Space Retail Advertising 


A 





Advertising Not a 
Cure-All 

You cannot necessa- 
rily make a business by 
advertising unless the business itself is worthy of 
being given prominence. For we must first set our 
house in order before we invite the public in. A busi- 
ness that is worthy of being advertised will prosper 
because of advertising. If it is unworthy, advertising 
will kill it the quicker. 

I would emphasize the importance of reliability in ad- 
vertising. By this Imeanspokenas well as the written 
word. A misleading advertisement, clever thoug!i it 
be, is sure to create a certain amount of doubt. To 
be successful an advertisement must attract atten- 
tion; must be read; must be understood; must be be- 
lieved, and must create confidence. 
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A Typewriter In a Shoe Window! 
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Certainly. 








These Shoes Are Being Advertised for 


Business Wear. Therefore, Why Not Help Get Your Idea Across by Associating 


Them With Business Implements of One Kind or Another. 





What Your Salesmen Say 


What is true of the written advertisement is also 
true of the remarks of the salespersons. 

Do you know whether they are creating confidence 
in your business or driving it away? Make a test 
some time. Put someone in the customer’s place; let 
him make some purchases from your salesforce and 
see what kind of treatment they receive. Courtesy 
is cheap, but it is surprising how rare it is in business. 

Just one word more. If we must have sales—and 
it looks as though sales will ever be with us—let’s 
make them reliable—dependable. Let us put them 
four-squared to the world. Let us call a spade a 
spade. Let us be fair with the public. Then adver- 
tising will play its true part. It will become even a 
greater force than it has in the past. 

Let us avoid the tricky practices. Let us make it 
unnecessary for the Better Business Bureaus of the 
Advertising Clubs to check back on any one. Let us 
do our own checking. Let us have eternal vigilance 
in the spoken and written word; let us make our 
windows reflect the true spirit of the business. Let 
us give advertising its due. 


Boston Leather Associates 


Boston, Aug. 3—Members and guests numbering 
165 attended the thirty-fourth annual outing of the 








Boston Leather Associates, Thursday, July 29, at 
Wardhurst, Lynnfield, Mass. It was one of the 
jolliest events of its kind ever held by this prominent 
organization, which includes many of our best known 
feather merchants and salesmen. A finer day could 
not have been picked, and as the cars were furnished 
by members, the motor trip to and from Lynnfield 
added to the enjoyment of all. 

The feature of the forenoon was an exciting ball 
game between Hatch’s “Tigers” and Rothschild’s 
““Bears,”’ which resulted in a victory for the former by 
a score of 18 to 11. Horace Skilton gave unqualified 
satisfaction as umpire. 

An excellent dinner was served at 2 o’clock. This 
was followed by various amusements. The com- 
mittee in charge was Bertram C. Gould, president; 
G. A. Lapham, W. F. Mullins, F. J. Haley, H. F. 
Allen, E. P. Douglas, E. B. Marsh, C. A. Donovan, 
W. J. Ahern, J. F. Murphy and Sigmund Rothschild, 
former president. 


Emerson to Make Navy Shoes 


Washington, Aug. 4—The Emerson Shoe Company 
has been awarded contract by Navy Department for 
furnishing 100,000 pairs of black high blucher style 
shoes on alternate bid, with soles of scoured oak, at 
$5.7949. Bids for these shoes were opened on July 20. 
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Industry Has Healthier Tone, Says ‘ 


Federal Reserve Board Statement | 
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Labor Increasing in Efficiency and 
Better Spirit Prevails 










Washington, D. C., Aug. 2—The New England. Manufacturers, how- 
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Federal Reserve Board has the follow- ever, on the whole anticipate a brisk | 
My ing to say about conditions in the Autumn business due to belated 
~ leather and shoe markets in July: orders, and they also look for a greater 
ul “Some districts report that the price- demand for shoes of grades other than 
cutting movement begun in May ‘and the finest. 
continued through June is slowing down, “In the 3rd District (Philadelphia) 
while in other districts reduction of curtailment which exists in the Massa- 
prices is reported still in progress. chusetts region likewise prevails. There 
nl Industrial activity in many lines has is conflicting opinion throughout the 
V\ been shortened in consequence of lowered trade as to the outlook, some believing 
. demand, cancellation of orders and that a sudden Autumn demand will 
Inu general readjustment. In some districts, spring up, others that retailers are 
& however, production continues upon old sufficiently well stocked to “carry on” 
My! orders which are still on the books, for a good while to come. Manufacturing 
A despite the fact that new business has conditions in the shoe industry are 
w fallen off. fairly satisfactory. 









“There is a general feeling that ex- 
travagant buying is at least less extreme 


ss 
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Middle West Conditions Better 

















and dangerous than it was some time “In the Middle West, shoe manu- 
ago, while labor in many parts of the facturers have been marking time, and 
 } country is reported as increasing in output is only 30 per cent to 40 per cent 






of that of a year ago, but conditions are 
considered better than in the East. 
Retailers’ stocks are depleted. 

“In the Virginia shoe producing | 
Brisk Fall Business Anticipated district manufacturers are not getting 
“The past month has seen but little their usual orders. Cancellations are 
still an important factor. 






efficiency and a better spirit of co- 
operation exists between employer 
and employe. 




















improvement in the depressed situation rig A . 

existing in leather and shoes a month “In d weet No. 5 (St. oe the 
earlier. Shoe manufacturers are not shee Racamgp fe Meet - neve 
placing many orders with leather dealers. mera Pate and distributers ie 
July is usually a dull period.in any case, showing increase in volume and 
but the dullness began earlier and is value of business. Cancellations 
lasting longer this year. A curtailment have decreased, raw materials are 
of operations both in the manufacture of more abundant and labor is ample. 






leather and in that of shoes is noted in Collections vary a good deal.” | 
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View of Welting Department 


A School Where 
One May 


Learn the 
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View of Lasting Department 


High Art 
of 
Shoemaking 


Welt Bottoming and Heeling Department 


The City of Lynn, Massachusetts, the ““Mother of 
the Shoe Industry,” recognizing that the art of shoe- 
making has developed to large extent under slow, 
haphazard, and inefficient methods, has established 
“The Independent Industrial Shoe Making School 
of the City of Lynn”—the only institution of its kind 
in the country. 

The purpose of the Industrial Shoemaking School 
is to train young men and young women in scientific 
shoemaking. A four year course provides fundament- 
al as well as detailed instruction in pattern-making and 
drafting, last-making, sole and upper inspection, 
accompanied by a working knowledge of the machines 


used in the trade. The course is rounded out by com- 
mercial tuition on sales and pricing. For young 
women, the curriculum covers two years’ training in 
the fitting, packing and office departments. 

The shoe school handles orders as in a regular 
factory. In addition to office routine, involving the 
making out of tags, payrolls, account checking, etc., 
the student, through class-room and practical ma- 
chine instructions, thoroughly learns the fine points of 
shoemaking, starting with the physiological study of 
the hides themselves through the various processes 
of cutting, stitching, lasting, making, finishing, 
treeing, dressing and packing. 
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On What Basis Do I Pay Salary? 


From Address of R. M. Atterbury Before 


N dealing with the subject ‘On What Basis Do I 
Pay Salary and Who Runs the Store?” I want to 
present these two separate subjects in the re- 

verse order. 

Treating this one phase in a very moderate way, 
inasmuch as there can be but one answer to the ques- 
tion, ““‘Who Runs the Store?” I ask a number of 
questions: 

Whose money pays the salespeople, the office force, 
the rent, taxes, or any of the 


Chicago Convention of the I.S.R. A. 





The office force is given the same percentage bonus 
based on salary paid. 

Pair volume is recognized as necessary to keep sales- 
people from neglecting children’s business which is 
more tedious and dollar volume that better grades 
may not be neglected. Keep this big idea in mind: 

“Every store has its own individual problem which 
must be solved within itself and a doctor from without 
is unable to write a prescription adaptable to all retail 
shoe stores. Ideas that I 





other expenses of conducting 
the business? 

The customer, of course. 

Who determines the policy 
of merchandising the styles 
selected, the sizes bought or 
the grades carried? 

Again, it is the wearer of 
the shoes you sell. 

Your customers run your 
store. 


Salary Plus Bonus 





Passing then to the ques- 


A Safe Rule to Follow 


“No system of compensation,” says the 
author, “‘can be successful unless it is fair to 
the store’s customers, to the store’s sales 
force and to the store itself."”" Mr. Atterbury 
pays his sales force a regular weekly salary 
based on individual work and a bonus of one 
per cent on gross sales divided into two parts. 
The first half of the bonus is based on pair 
sales—the last half on sales in dollars and 
cents. Read why he does this and you will 
see the logic of his position in the matter. 


present deal with predomi- 
nating problems of a small 
individual business in a small 
town doing a volume per 
year of $4 for each man, 
woman and child and may 
have no bearing on the prob- 
lems of city stores. 


Knowing Your Customers 


Permit me to generalize a 
little farther by telling you 
the determining factors that 
were considered. Our store 








tion of the remuneration of 

salespeople, there must be three determining factors 
which enter into the plan. It must be equitable and 
fair to the customer, to the salespeople and to the 
business, which must prosper if the salespeople are to 
prosper. It then is a proposition among the three 
parties—all of whom must be benefitted. There are 
many plans in use—all of which have objectionable 
features, but I shall speak only of the one I have put 
into practice. 

First: Payment of regular weekly salary based on 
individual work. 

Second: Payment of bonus July Ist and January 
lst of 1 per cent of gross sales. Every one of the store 
organization to share in the distribution. Divide the 
fund equally for distribution first on pair basis and, 
second, on dollar basis. 


Method of Figuring Bonus 


Suppose the store’s gross business for six months is 
$50,000; then a fund of $500 is taken, $250 of which is 
distributed on dollar basis. The share for a salesman 
selling $10,000 would be one-fifth or $50. Suppose 
the store sells 5000 pairs and this salesman sells one- 
third of the distribution. He then gets $83 1-3 ona 
pair basis and $50 on a dollar basis, giving him a 
total bonus of $133 1-3. 


caters to the better class of 
trade—people who are in the habit of buying the good 
grades of footwear. That means the store must have 
a good appearance to correspond. The salespeople 
must be of the better trained class and their poise or 
appearance must not be crude. Their standard of 
living must be such that they are looked up to and 
thought well of. Their mental and moral standards 
must be right. Correspondingly they must have 
the nécessary returns to maintain themselves and 
their families on such a basis, besides being ambi- 
tious to improve themselves, the store service, and to 
get results from their efforts. 

An investigation of more than eighty stores which 
have tried various kinds of co-operative plans in an 
endeavor to get more conscientious service out of their 
salespeople, proves that a co-operative plan based on 
the entire sales of the store as a whole, is the one.that 
produces the best results. It has been demonstrated 
that any co-operative plan, based solely upon each 
salesman’s personal sales does not work out for the 
good of the store, but under the plan we mention, 
everybody in the store works for the success of the 
store as a whole. They don’t care who makes the 
sales but they do care about seeing that the store 
makes them. Therefore each one will do his part to 
please every customer so far as possible and every- 
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A Study In Shoe Store Arrangement. 
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Here’s How They Do It In Japan. 








one works for the success of the store because by so 
doing they increase their own income. 


A Financial Incentive 


Remember that they get tangible evidence of the 
results of their efforts in increasing the store’s business. 
The more business the store does, the more pay they get. 

Of course the regular salaries are based upon the 
individual work of each person and in determining 
this salary, you take into. consideration to a certain 
extent, the amount of their personal sales. For this 
reason, each salesperson is anxious to make his indi- 
vidual sales as large as possible, because not only does 
his salary depend upon it to a certain extent, but he 
knows that the greater salary he gets, the greater per- 
centage of the store’s co-operative profits he will get, 
in addition to his regular salary. 

When you introduce any plan, if you fully explain 
its advantages to each of your salespeople, you will 
find that those salespeople whose services are most 
valuable will welcome it, knowing that the harder 
they work, the more friends they make for the store 
and the more goods they sell the more money they 
will make for themselves. Any good man or woman 
likes to be put on his or her own mettle so he can earn 
more than a fellow who is worth less and this plan 
enables him to demonstrate conclusively what he can 
do. In fact, this plan makes every salesperson 

anxious to make certain that each and every customer 
will come back to him because he has given them 
complete satisfaction. 





Walk To Work Campaign 


With Arguments Therefor by an Albany Man 


Fitting right into the fashion of walking boots for 
Fall is the ‘““Walk to Work’’ campaign which M. J. 
Geary of W. M. Whitney & Co., Albany, N. Y., 
merchants, urges in ‘““Whitney’s” the house organ of 
his firm. 

“Walking to work” says Mr, Geary; “Helps the 
health, puts pep into the start of the day and saves 
seven cents a day, $2.10 a month and $25 a year. It 
helps to make a man strong and self-dependent, 
gets the back of your neck sunburned, as if you had 
been on a vacation; and there are 12 other reasons why 
you should walk to work.” 

Incidentally, Mr. Geary recommends that shoes 
be kept well repaired, especially that the heels be 
kept true and flat. 





Joins J. W. Carter Sales Force 


Fred D. Platts, son of Howard Platts, both of whom 
are well known traveling shoe salesmen, has recently 
joined the sales force of the J. W. Carter Company of 
Chicago. He will sell their line of men’s shoes 
in Alabama, Mississippi and Louisiana. Mr. Platts 
is already in his territory and writesto the “Recorder” 
from Athens, Alabama, that he is very happy with his 
line and is anticipating a good business. 
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Fall Fashion Pageant Being Held in St. Louis 


Garments, Millinery and Shoes Occupy 
Centers of Attraction 


St. Louis, August 5— 
The Fall Fashion Pageant 
under the auspices of the 
St. Louis Style Show Com- 
mittee opened August 3 
in the Municipal Theater 
in Forest Park and was 
repeated August 4. It will 
be repeated again August 
10, 11, 17 and 18. 

The entire market is co- 
operating, and garments, 
millinery and shoes occupy 
the center of attraction in 
the parade of models which 
comes between episodes of 
a pageant designed to por- 
tray the four principal 
materials used in the con- 
struction of garments and 
other wearing apparel. 

The book of the pageant 
is written around the Fall 
fashion display, in other 
words. The four main 
episodes of this season’s 
event symbolize the four 
main elements of the attire 
displayed, namely, wool, 
cotton, silk, leather and 
pelts. 

The cotton scene intro- 
duces plantation melodies 
and dancing. A group of 
colored children from one 
of the playgrounds, under 
the direction of one of the 
colored supervisors, appear 
in this episode. 

Right here it might be 
mentioned that a good deal 
of humor and laughter abides in the various epi- 
sodes. Not only do they portray the main elements, 
thus being somewhat educational, but they enter- 
tain. 

The scene devoted to leather and pelts is a jungle 
scene in which appear a group of acrobats. 

The scene portraying silks utilizes a group of 
dancers symbolizing the butterfly, the moth and 

he flame. 


Model Representing the Wool Episode at the 
St. Louis Fashion Pageant 


Local talent. is used. 
This makes the entire 
event decidedly a St. Louis 
offering. In fact, it is 
through the hearty co- 
operation of the artistic 
element of the city that 
the pageant has attained 
such a height of perfection. 

Major Levy of the Ma- 
jor Mfg. Company handled 
the assembly of garments 
for the manufacturers this 
year. Various committees 
represent the garment 
manufacturers, the mil- 
linery and the shoe houses. 

The officers of the Style 
Show Committee, under 
whose auspices the Fashion 
Pageant is given, are: 
Chairman, Flint Garrison, 
the Drygoodsman; vice- 
chairman, Paul J. Wie- 
landy, Black weil-Wie- 
landy Stationery Company ; 
chairman of the finance 
committee, Aaron S. 
Raugh of Rice-Stix; treas- 
urer, Sigmund Hasgall, 
Rosenthal-Sloan Millinery 
Company, and secretary, 
Miss Anita Moore. 

St. Louis shows its fash- 
ions as last year, the 
models walking across the 
stage and out into the 
audience over a runway 
specially constructed. 

The list of contributors. 
this year is representative, 
as usual, of the entire market. Clothing, hats, shoes, 
neck wear, shirts, men’s wear, trunks, dry goods, car- 
pets, millinery, hotels, garments, and general —these 
are the divisions under which the names appear. 





Washington, Aug. 4—The Department of Commerce 
has received a cablegram stating that the embargo on 
the exportation of hides and leather from Australia 
has been removed. 
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Kreider Bill Discussed 


Committee Meets to Consider Method of Taking Census 


Boston, Mass., Aug. 5—The special committee 
representing the allied trades recently appointed by 
President Harry I. Thayer of the New England Shoe 
and Leather Association at the request of the Bureau 
of the Census, for the purpose of preparing a suitable 


PEA TRAE ee ay 


Model Representing the Lea her Episode at the 
St. Louis Fashion Pageant 


schedule for the taking of the monthly census of 
stocks, of hides and leather on hand (the Kreider 
Law), was held at the office of the New England Shoe 
and Leather Association, Wednesday, August 4th. 
The committee is composed of Mr. Thayer; J. 
Franklin McElwain, president National Boot and 
Shoe Manufacturers’ Association, W. H. McElwain 
Company, Boston; Fred A. Vogel, president the 
Tanners’ Council, Pfister & Vogel Co., Milwaukee, 
Wis.; Max J. H. Rossbach, president National 
Association of Importers of Hides and Skins, J. H. 
Rossbach & Bros., New York City, N. Y.; Arthur 
W. Wellington, United States Leather Company, 
Boston, Mass.; Harry A. Hess, Adolph Hess Sons, 


Philadelphia, Pa.; J. N. Friel, Swift & Co., Chicago, 
Ill.; L. H. Weiller, Chas. Friend Company, Chicago, 
Ill. 

E. F. Hartley, Chief Statistician for Manufactures, 
Bureau of the Census, and Arthur B. Butman, in 
charge of the shoe and leather division of the Bureau, 
and Raymond M. New, statistician of the Tanners’ 
Council, were present, as were also Owen C. Howe of 
Sands & Leckie, Boston, and S. R. Rossiter, in charge 
of the statistical department of the W. H. McElwain 
Company. 

The tentative schedule of questions as prepared by 
the Census Bureau with the assistance of the Tan- 


Model Representing the Cotton Episode at the 
St. Louis Fashion Pageant 


ners’ Council was carefully discussed, and after agree- 
ing upon fundamentals it was voted to have the 
schedule worked out in detail by the combined action 
of the Census Bureau officials and the Statistical 
Department of the Tanners’ Council. 
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ITH a revival of retail trade under conditions 

WW more nearly normal than those prevailing 

at present, all indications point to a marked 

increase in the demand for buckles and ornaments— 

a class of retail store findings which are sold with little 

effort and at a margin of profit which cannot fail 
to be satisfactory to the retail merchant. 

The movement toward buckles and ornaments is 
believed to have been stimulated to some extent by 
the admission of the public to the various style 
shows and convention exhibits held in many parts 
of the country this Summer. Intense interest has 
been manifested by women in the dainty creations in 
ornamented footwear. 


Many New Effects 


There were rhinestone effects for evening wear, 
genuine cut steel and imitation cut steel effects, 
beaded motifs for trimming the fancy colored suede 
and kid Egyptian sandals and French sabots, fringes 
in silver and gold beads and little slides of gold, 
silver, nickel plate and gun metal. 

Neither were the enamels neglected. Those in 


The Merchandising Possibilities of Buckles 


Style Shows Have Stimulated Interest—Successful 
Merchants Predict Demand 








white and black were displayed on white canvas 


pumps. 

Successful merchants agree that the merchandising 
possibilities of buckles and ornaments are good. 
Said one: 


Buckles Sell Shoes 


“Do I feature buckles? Well, rather! They sell a 
lot of shoes for me. Take an undressed pump, which 
is always wearable—put a beautifully designed 
buckle on it—and presto—the merchandising value 
of the shoe is increased at least 100 per cent. These 
new strap pumps (one, two, three), each with a 
beaded buckle design, are going big. No doubt of it! 
Steel and rhinestone buckles priced from $5 to $110 
sold well last year, and are going bigger this year. 
They tone up the shoes as nothing else can. And the 
women like them. That means they buy ’em! Gold, 
silver, and precious stones are used for custom 
buckles, but for ordinary use, steel, enamel, and bead 
work, priced from $1 to $50, are very popular. I 
feature buckles in a prominent place, and it pays. 
Especially do I play them up in my windows. The 
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glitter of the steel and jewels catches the eye of the 
passer-by.” 


A Clean Stock Easily Handled 


Said another clever merchandiser: 

“Buckle stock is the cleanest and easiest stock to 
handle. It insures quick turnovers and good profits. 
Small rhinestone slides on these new straps are brand 
new features and will be adopted by the woman who 
wants something exclusive. Silver and patent leather 
slippers are going strong this Fall and Winter. Cut 
steel and rhinestone buckles are going to sell in like 
proportion. The buckle and ornament game looks 
good to me. I am an optimist on the buckle business 
for Fall.” 

Another merchant visited expressed himself in this 
wise: 

“The retail merchant must keep up with the 
style game. The manufacturers are showing us the 
speed and we must not retard the good business 
which is surely ours on buckles and ornaments. 
Customers are always open to suggestions. While a 
salesperson should never force a sale, yet the clever 
merchant will instruct his salesman on the style 
situation, so that he will tactfully make the proper 
suggestion. 

“The young woman of today is ever on the alert for 
something new—she wants class, even if the style 
lasts only a few weeks. 

“And really, there are no old women now. You 
would be surprised at the number of elderly women, 
who years ago would not dream of wearing a baby 
Louis heel, who today are adopting a style formerly 
worn only by young girls. This shows the universal 
demand for snappy creations. It is not for the 
merchant to decide what he personally likes. He 
must feel the pulse of his customers’ style tendencies.” 


Expert Decorative Counsel 


The fourth merchandising expert visited advanced 
the following reason for the expected Fall and Winter 
boom on buckles: 

“For the past three or four months the public’s 
state of mind has been against high prices and has 
run in only one direction—low prices. Women of 
great wealth have been among the strong adherents 
of this policy, but this attitude will soon disappear 
with the style stimulus which has been given to 
business through the recent expositions, and the 
one great consideration will be the latest in stylish 
effects. 

“Our customers are educated through our store 
booklet and invariably come to our buckle depart- 

ment for suggestions as to shoe ornamentation. The 
young woman in charge is on the alert for every 
style move and plans shoe decorations with the 
customer, who in nine cases out of ten accepts her 
decision as the last word. 
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As a Gift Proposition 


“A good selling argument for buckles is that the 
good ones never go out of style. If not always adapted 
to slippers, they can be used as a brooch or for some 
other article of personal adornment. They make 
excellent gifts for birthdays and weddings and our 
Christmas business last year was phenomenal. While 
a great many of our buckles are imported, yet the 
American manufacturers are fast coming into the 
field and through their ingenuity we expect to do 
less importing in the near future. The buckle busi- 
ness with us is a steady business. Much depends 
on the proper display and education of your clientele.” 

















Progress--- 


and Public Support 


the beginning of the summer, 
when we announced our policy of 
closing our store the entire day 
Saturdays during July and August, it 
was with the utmost confidence that the 
public would give us its full support in 
this needed reform and betterment of 
working conditions. 


The public was quick to respond to 
our plea that it arrange its shopping 
the first five days of the week during 
July and August, thys leaving two 
whole days——Saturday and Sunday— 
free to our employees that they might 
taste in full measure what every hu- 
man being yearns for, and is entitled to 
—the enjoyment of the delights of 
summer time and the exhilarating 
pleasures of the great outdoors. 


For this splendid co-operation on the 
part of the public, and its eagerness to 
do its share in bettering the conditions 
of its fellow men, we wish to express 
our most sincere thanks. 


And need we even mention the bound- 
less gratitude of our hundreds of em- 
ployees, who realize that to a large de- 
gree they owe their week-end holidays 
to the generosity and co-operation of 
the public? 


GheSmilhKassonCa 









































Retail Advertising De Luxe and yet so simple that it can 
be duplicated for you in any well equipped newspaper plant. 
The Smith-Kasson Co’s store is in St. Louis. 
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Assembly Room of the State Capitol at Medison, Wisconsin, Where Shoe Merchants Will Meet 





Merchants in All Lines to Get Together 


Attempt Will Be Made to Form Federation in State of Wisconsin 


Milwaukee, Wis., Aug. 4. 
NITIAL steps will be taken in the direction of 
forming a strong federation of retail merchants’ 
associations for defensive purposes, at Madison, 
Wisconsin, on Thursday, August 12. The movement 
originated with the dry goods men at their recent 
annual convention at Elkhart Lake. Their executive 
secretary, Oscar H. Morris of Milwaukee, has invited 
each of the various merchants’ bodies in the state to 
send representatives to a conference to be held on the 
closing day of the shoe dealers’ convention. 
(The complete program of the shoe merchants’ 
convention referred to here will be found on another 
page in this issue.—Ed. Note.) 


To Fight Adverse Legislation 


“The purpose of the organization is to combine our 
strength in an effort to handle unfair legislation and 
look after the passage of measures which are favorable 
to our various trades,”’ said Mr. Morris. “It is the 
belief that by co-ordinating, the expense could be held 
to a minimum and that such lobby work as is neces- 
sary could not only be done more effectively but at a 
minimum cost with one man in direct charge.” 

Mr. Morris points to the coming biennial session of 
the State Legislature next January as the time when 


the full effect of effort to regulate retail trade of all 
kinds will become noticeable. He believes that the 
session will develop some of the most unfavorable bills 
that have ever been offered for enactment, due to the 
unusual conditions now prevailing. His movement 
is getting cordial support in all quarters. The state 
associations of the retail furniture, jewelry, hardware, 
musical instrument, dry goods, clothing, boot and shoe 
and numerous other trades will be represented at the 
Madison meeting next week. 





Uses Models to Make Sales 


Lynn Style Show Proves Business Getter 


Lynn, Mass., Aug. 2—Louis Rocheleau staged a 
Lynn style show in the windows of Burrows & Sanborn 
store, Lynn, last Saturday. Shoppers crowded the 
streets so that the electric cars were blocked. The 
models wore the shoes they displayed at the big style 
show in Boston. The shoes were sold right off their 
feet at $5 a pair. Every pair was sold. Women 
watched keenly to see a pair of shoes they liked. 
Then they went into the store and bought them. 
Total sales made up one of the best Saturday records 
for the year. Mr. Rocheleau is manager of the store. 
He will put on another style show in October. 
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Getting Back to a Normal Basis 


From Address Made by Henry W. Cook, Vice-President of the A. E. Nettleton 
Company, Before Convention of New York State Merchants 


E have been passing through a period of ris- 
ing prices, which, while the conditions have 


been new and difficult, and have _ re- 
quired a large degree of adaptation, still have brought 
us great opportunities and opened for us possibilities 
previously undreamed of. You have been alert to 
take advantage of these new conditions and have 
profited by them, showing conclusively your business 
ability and readiness to make such changes in plan 
or method as would best fit this 


where we can all look ahead four or five months, and 
make our plans with confidence that they can be 
carried out to completion, and above all, a normal 
condition where mutual confidence exists, and proper 
respect is entertained for the other fellow in our 
dealings. 


What Seems to Be Required 


If such conditions prevail, prices will soon adjust 
themselves gradually, and with- 





emergency; but these high 
prices and the prosperity which 
accompanies them, represent a 
temporary condition only. 

We all knew that some time, 
we did not know exactly when, 
the pendulum would swing back 
again; the hectic rush would be 
over, and business would once 
more return to something like 
its former volume and possibili- 
ties, and as this change will 
again present difficulties which 
must be met and overcome, I 
have chosen as my _ subject: 
“Back to Normal,” believing it 
to be the one theme that is 
uppermost in all our minds. 


The Value of Experience 


We have all, beyond question, 
grown in business stature and 
strength during these recent 





HENRY W. COOK 
Vice-President of the A. E. Nettleton 
Co., Syracuse 


out serious loss to any one 
branch, and the difficulties 
which we are now facing will be 
quickly ironed out. 

To bring that about is no easy 
task, I will admit, but I do be- 
lieve the solution is entirely in 
our own hands. 

First and foremost, we must 
remember at all times that the 
various branches of our industry 
are very closely dependent one 
upon the other. What seriously 
affects one is sure to have its 
reaction on the others. 

Today at this point of the 
season, when our factories and 
tanneries should be humming 
along at top speed, getting ready 
our Fall and Winter shoes, 
we find them instead almost 
stagnated. You cannot slow 
up the whole industry clear 








years, and are thus better pre- 
pared to meet any difficulties that may arise than 
we were in the first instance. We have learned the 
value of poise and the desirability of sitting “steady 
in the boat’’ and we are thus less liable to be swept 
away from our moormgs. We have learned much 
about merchandising and profits and turnover, and 
markup, and by this experience our equipment— 
both moral and material—is going to be a distinct 
asset in any troublous times that may be befove us. 
By “back to normal” I do not mean, therefore, 
back to old pre-war conditions. The industry as a 
whole has learned a great deal since then and 1 do 
not believe any of us would want to get back into the 
old ruts, but 1 do mean by normal, a condition where 
all branches of the shoe business are functioning 
smoothly and evenly, with the peaks and valleys of 
buying and production eliminated as much as possible, 


down to the tanneries, without 
running into serious trouble in the retail end three 
or four months from now. 


Shoe Scarcity Predicted 


It is a simple example in arithmetic to see that 
along in December, or thereabouts, retailers are going 
to find a woeful scarcity of shoes, at least in the men’s 
end of the game. It is neither fair nor possible for one 
branch of the industry to assume the entire loss result- 
ing from present conditions. All participated in the 
profits on the upturn, and a willingness to accept pro 
rata responsibility now will minimize the loss for all. 

An utter secession of buying, from the retailer back 
through the industry, can result only in a sudden 
perpendicular drop of values of finished shoes in the 
hands of the retailer, of materials in the hands of the 
manufacturer and so on back to the raw hides. And 
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each and all concerned. 


The Dangers of the Future 


And beyond this immediate loss, we are exposed to a 
sudden demand which in all probability will result in 
another upturn, from which in time we shall have to 
get down and go through the painful process once 
more. 

I am speaking frankly, as I feel I can do among you, 
so as to try and point out whither we are all headed. 
It is only by frank and open discussion of each other’s 
problems that we can ever 
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that drop is bound to result in the maximum loss for 





answer the same purpose just as well as a higher 
grade shoe. We must consider this to be an alarming 
tendency that can have only harmful results. To 
say that a $7 shoe is as good as a $4 shoe is manifestly 
a gross misstatement of facts and very misleading to 
the public. If shoes are honestly graded and priced, 
they should be worth in actual value to the customer 
just what he or she pays for them. 


The Importance of Values 


We must not forget at this time the importance of 
values. No longer can inferior merchandise be sold 
at prices of superior goods. 





hope to get back to normal. 

We must eliminate some 
of the most flagrant of trade 
abuses that exist at the 
present time. We must, for 
instance, consider an order 
placed in good faith as a 
binding obligation on both 
parties; this must be the 
first step in restoring mutual 
confidence between merchants 
and manufacturers. 


How to Avoid a Crash 


I believe cancellations of 
orders already placed to be 
the worst kind of breach of 
faith, and I understand that 





Measures Proposed To 
Restore Normal Conditions 


Pro rata participation of all branches of 
the industry in the losses resulting from a 
scaling down of prices. 


The elimination of flagrant trade abuses 
such as unwarranted cancellation of orders. 


Careful and intelligent buying by mer- 
chants so as to stabilize prices and prevent 
a perpendicular price drop. 


Honest grading of shoes, honest pricing 
and honest advertising. 


It never should have been 
and those who have aided 
such a tendency have done 
much to bring about present 
conditions in the industry. 
The public is suspicious and 
great importance must attach 
to giving of proper values. 
High grade shoes at a price 
commensurate with quality 
are going to be called for, but 
the consumer is going to be 
sure when he pays for high- 
grade shoes that he gets it, 
and that it is made by a 
legitimate, high-grade manu- 
facturer. For if he had ever 
worn a genuine high-grade 








in certain centers this abuse 

has practically crippled the industry. We all believe it 
desirable that the new conditions should come slowly, 
in which case the new and probably lower priced levels 
will be less disturbing and can be absorbed with 
much less loss and disturbance than if this result 
comes about through a crash. 

To stabilize the prices in the material market, a 
certain amount of buying is necessary, and so as a 
measure of self-protection the retailer should, as far 
as possible and with care and intelligence, place his 
usual orders. Otherwise the market will inevitably 
react and bring about a condition that will affect him 
most seriously. 


Shoes Should Be Properly Graded 


Another step that must be taken for the good of the 
trade as a whole and for its proper entrenchment in 
the confidence of the public is that the proper dis- 
tinction must be made between various grades of shoes 
and a stop put to exaggerated statements and claims 
that are being made through the press and the ad- 
vertisements. There seems to be a growing tendency 
on the part of the manufacturers and retailers to get 
over to the public and create in their minds the idea 
that a shoe is simply a shoe, or one shoe is as good as 
another—to be specific, that a cheaper shoe will 





shoe made by a manufacturer 
of high-grade footwear, be knows he has had real value 
for his money, notwithstanding the propagarda which 
may be put forward from time to time in the interests 
of those who would, for selfish reasons, have all people 
buy footwear made from cheap maierials. 


A Season of Prosperity 


I am by nature and inheritance an optimist. I do 
not believe the country nor the shoe business is going 
to the eternal bow-wows. I have more faith in the 
ability of you merchants than to believe this. I ex- 
pect you will solve the present problems as wisely as 
you have those of the past and that we shall enjoy a 
season of prosperity and go forward confidently to 
success. 

We are not yet back to normal but we are on the 
way and with the intelligent action of each individual 
I feel sure the road back will not present difficulties 
that are unsurmountable. 





Goodwill “Ad’’ Service Popular 


Philadelphia, Aug. 3—N. 8S. R. A. headquarters re- 
ports that subscriptions to the N.S. R. A. Goodwill 
Ad Service have been coming in steadily ever since 
the first outline of the plan reached the members. j 
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Big Convention Planned By Mountain States 
Merchants 


Novel Entertainments Feature Three-Day Program at Denver Meeting 


/ 


Denver, Colo., August 3. 


HE third annual convention of the Mountain 
T States Shoe Retailers’ Association will be held 

in this city September 8, 9 and 10. The 
convention sessions will be held in the Cathedral 
room of the Albany Hotel. The exhibits of the 
manufacturers will be held in the ball room of the 
same hotel. 





H. E. FONTIUS 


President of Mountain States 
Shoe Retailers’ Association 











Included in the program of the convention, as 
planned now, are discussions of all the important de- 
tails of shoe salesmanship, store financing, insurance, 
buying conditions, the present-day financial condition 
of the country and many subjects of related interest. 

Entertainment features are varied. Those for the 
women will include a trip to the mountains, dance, 
banquet and an evening at the Style Show. Men’s 
entertainment features will include, perhaps, a trip 
to the mountains, smoker and evening at the Style 
Show. 


Drive for New Members 


A big campaign is in progress for membership in 
the association. More than 2,000 merchants in the 
states of Colorado, Utah, Idaho, Wyoming, New 
Mexico and Arizona are being solicited, and it is be- 
lieved before the convention the west will have one of 
the strong associations of the country. 


Co-operation by Denver traveling men is 100 per 
cent. A big meeting was held recently at the Cham- 
ber of Commerce building attended by 25 traveling 
men and plans were laid for full co-operation with the 
coming convention. W. R. Rehkugel, who travels 
for Thompson Bros., is in charge of this end of the 
convention. 


Chairmen of Committees 


The convention proper is in charge of ten com- 
mittees who are giving their time to the biggest thing 
Denver has ever done in. the shoe line.. The list of 
committee heads follows: 

General chairman: Robert H. Johnson, Johnson 
Shoe Company; program and speakers: Harry E. 
Fontius, Fontius Shoe Company; Manufacturers’ 
Committee: M. B. Wise, Florsheim Shoe Company; 
publicity and arrangements: Horace W. Wilcox, 
publicity director; Banquet: Robert H. Johnson, 
Johnson Shoe Company; Room Committee: J. N. 
Lorber, Lorber Shoe Company; Registration: John 
Hendrix, Hendrix Shoe Company; Ladies’ Com- 





J. R. FLEMING 


Secretary-Treasurer of Mountain 
States Shoe Retailers’ Association “ 











mittee: Tom Morby, Daniels & Fishers’ Stores Com- 
pany; Traveling Men’s Committee: W. R. Reh- 
kugel, Thompson Bros. Shoe Company, Brockton, 
Mass.; Entertainment: O. W. Henning, Henning 
Shoe Company. 
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WM. G. SCHUMACHER 


President Madison Retail Shoe 
Merchants’ Association 








W. R. SANDERS 


Chairman Reservation and 
Registration Committee 





OSCAR JENSEN 
Member Program Committee 








Madison, Wis., August 2. 
NEW $10,000,000 Capitol building as a meet- 
ing place, an address of welcome by the gov- 
ernor of the State, and a convention city 
noted the country over for its scenic beauty and 
delightful climate, are some of the drawing cards be- 
ing used to attract shoe merchants of Wisconsin to the 
convention to be staged at Madison, August 10-11-12. 
It is not often that the governor of a great Common- 
wealth like Wisconsin will devote his time to address- 
ing the retail shoe merchants of his State, but Gover- 
nor E. L. Phillip is a business governor, interested in 
community betterment. He recognizes that the retail 
shoe merchants are more than merely distributors 
of footwear. They are men who do things in their 
home communities that make for better citizenship. 


Shoe Travelers Active 


Officers of the State association, members of the 
various convention committees and the shoe travelers 
have devoted their time and talent unsparingly in 
advertising the convention and arranging details in- 
cident to the big meeting. 

The Milwaukee Shoe Sales Association has offered 
two expensive traveling bags as prizes to the shoe 
travelers who secure the largest number of members 
of the State association. 


Wisconsin Governor to Welcome Merchants 


Official Program, Just Announced, Shows Many Excellent Features 














Automobile tours have been made through various 
parts of the State by merchants and shoe travelers to 
increase the membership of the association, and boost 
the attendance at the convention. 


Topics of Live Interest 


The membership now comprises nearly all of the 
worthwhile merchants of the State. A series of 
letters have been sent out to merchants insisting on 
their presence at the convention, whether they are 
members of the association or not. The importance 
of getting together and standing together has been 
brought home to Wisconsin merchants in various 
ways. They are all going to Madison to talk over their 
problems. 

The Program Committee has prepared an unusually 
strong program with a splendid array of speakers. 
Shoe prices, shoe styles, what to buy and when to buy, 
will all be discussed and every man will be given an 
opportunity to express his opinions. 

The Entertainment Committee has arranged some 
surprise features that every man will enjoy and by 
which none will be offended. 


Tuesday, August 10 
9.30 a. m.—Inspection of shoe salesmen’s exhibits under 
the dome of the State Capitol. Registration and admission 
of new members. 
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ARTHUR HUEGIL 
Member Program Committee 





HARVEY DYER 
Of the Entertainment Committee 


n. M. KINDSCKI 
Chairman Program Committee 








Afternoon Session 

2.00 p. m.—Convention called to order by William G. 
Schumacher, president Madison Shoe Retailers’ Association. 
Invocation, ex-President M. Fitzsimmons. Community 
singing, Prof. P. W. Dykema, director. Address of welcome, 
Gov. E. L. Phillip. The President’s Message, William C. 
Schlaefer, president Wisconsin Shoe Retailers’ Association. 
Appointment of committees. ‘‘Where are we headed?” 
E. C. Logan, western editor, “Boot and Shoe Recorder.” 
“Retail Shoe Advertising,”” H. S. McIntyre, editor Northwest 
Shoe Bulletin, St. Paul and Minneapolis. “Accounting,” 
Prof. McMurry. 

In the evening there will be a two and one-half hour enter- 
tainment at the Fuller Opera House by first-class Chicago 
talent. 

Wednesday, August 11 

9.30 a. m.—Inspection of shoe travelers’ exhibits under 
the dome of the State Capitol. 

4.00 p. m.—Auto ride around Madison, followed by dinner 
and dance in the evening at Monona Park. A special feature 
will be ““The Sunshine of Life,’ an entertainment put on by 
George M. D. Posey. 

Afternoon Session 

2.00 p. m.—Community singing. National Shoe Retailers’ 
Association Convention, 1921, Milwaukee, A. B. Caspari. 
“Association Fire Insurance,” Henry F. Hageman. “This 
too will pass away’ (discussion on business conditions), 
H. L. Kisker, retailer. ‘“‘Manufacturers’ Orders,’’ W. J. Booth 
with Weyenberg Shoe Manufacturing Company. ‘‘Member- 
ship,” Oscar Morris, secretary Dry Goods Association. 
“Sunshine of Life,” Mr. Posey with Union Shoe Company. 


Thursday, August 12 
9.30 a. m.—Inspection of shoe travelers’ exhibits under 
the dome of the State Capitol. 
Afternoon Session 


1.30 p. m.—Community singing, business meeting, report 
of secretary and treasurer, report of Nomination Committee, 


election of officers, reports of committees, bills and communi- 
cations, unfinished business, new business, receipts and ad- 
journment. 

Afternoon theatre party for women. Boxing exhibition at 
Monona Park at 8.30 in the evening. 





Labor Payrolls Increased 

Washington, Aug. 2— The Bureau of Labor Statis- 
tics, Department of Labor, has received reports 
from boot and shoe and leather factories, showing the 
employment and wages paid in these establishments 
during the months of June, 1919, and June, 1920— 
31 leather manufacturing establishments have re- 
ported to the bureau that there were 13,798 persons 
employed in these establishments during June, 1919, 
as compared with 13,365 in June, 1920—an increase of 
3.1 per cent. The payrolls, on the other hand, in- 
creased 22.9 per.cent from $302,214 in June, 1919, to 
$371,501 in June, 1920. 


Navy Shoe Awards Delayed 
Washington, Aug. 2— The bids on Navy shoes were 
opened in Washington last week, and then sent to the 
New York Navy Yard for recommendations. These 
recommendations are to be returned to Washington, 
and when they have gone through with the routine, 
the awards will be made public. 


Army Asks Shoe Bids 
Washington, Aug. 2— The Army Quartermaster’s 
department is asking for bids for 250,000 pairs of shoes. 
A tentative date for opening the bids has been set for 
August 25. 
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HE question of compensating retail show sales- 

men is a matter that has long been a stumbling 
block in the progress of the retailing of shoes, 

and consequently a matter that has been viewed from 
many angles, and dissected by as many shoe men. 
When your committee in charge notified me that they 
had wished this subject on me for discussion at this 
convention, I was at first puzzled at their selection, 
but on more sober thought, I can readily see they 
picked one who has had the 


The Proper Compensation for Retail Shoe 
Salesmen 


Aug. 7, 1920 





Should Be Based Primarily on Value to the Company, Says Nathan Simon of 
Macon in Address Before Georgia Convention 


Bonus Plus Sales Percentage 


This brings us up directly to the point of compensa- 
tion. After a careful study of various systems and 
methods, I am of the opinion that proper compensa- 
tion for retail shoe salesmen should be based on a 
percentage of sales, together with a suitable drawing 
account, paid semi-monthly, and added to this a bonus 


system. 
This bonus should be paid 





experience recently of being 
compensated and of compen- 
sating others. With this in 
mind, I consented to help 
the Association as best I 
could by filling this engage- 


The first and foremost 
point to remember is the fact 
that the salesman of today 
is not to be dealt with as was 
the case in years gone by. 
Conditions have forced many 
changes on the trade, and the 
salesman has come in for his 


he belongs. Is 


Divides Salesmen into of shoes. 


Two Classes 





Intelligent Salesmanship and 
Its Reward 


After all is said and done, a retail 
aah salesman’s compensation should be de- 
: termined primarily by the class to which 

he conscientious or 
automatic in his sales efforts? Does he 
take a genuinely intelligent interest in 
his work or does he do just enough to 
“get by?” If he belongs to the former 
class, he should be permitted, of course, 
to earn more and more money. This is 
yw the conclusion reached by the author 
: who himself has been a retail salesman 


on all sales—cash and credit 
—after deducting the draw- 
ing account from the actual 
amount earned by a salesman 
on a 7 per cent basis. The 
difference should be paid at 
the end of every six months, 
but not as a bonus, because it 
is not a bonus but compensa- 
tion earned. To be fair with 
your men have them know 
that they have earned this 
and don’t impress them with 
the idea that you are giving 
it tothem. There are several 
good reasons for paying this 
earned surplus semi-annually. 
First —the salesman has 
something to look forward 








Now, to get down to the 
proper compensation, 1 would ask your indulgence 
while I divide all salesmen into two distinct classes. 
We will cal] the one class the conscientious salesmen, 
or rather, the salesman who has his firm and his own 
future in view. The other class we will term the 
automatic salesman, or the salesman who has no 
self-interest in anything except the pay envelope. 
One of these is as detrimental to a firm as the other 
is beneficial. Therefore, the proper compensation of 
salesmen should be based primarily on the class to 
which he belongs. 

After all is said and done a salesman’s compensation 
should be based on his actual worth to those who 
employ him. For this reason you should have him 
understand that he is working with you and not for 
you, toward the success of the store; and in that way 
the store’s interest becomes his interest. In other words, 
bring the salesman and his employer closer together, 
by making their interests as mutual as possible. 


to. Secondly—it has a ten- 
dency to keep the men closer on their job, in order 
to collect this bonus, thus making fewer changes. 


Salary Determined by Efforts 


Again, this method does in no way impair the sales- 
man’s efficiency. On the contrary, the more goods he 
sells, the more he has coming to him. 

This is the only fair and proper method of com- 
pensation, as the salesman virtually makes his own 
salary by his own efforts, and in this way his work 
becomes mutually beneficial. 

Added to this is the ever popular P. M. system, 
which every merchant who appreciates a clean stock 
is proud to incorporate into his system. This method 
of compensation, my friends, is not an experiment, 
but a system worked out, and now in force and a 
success. I trust that I have made myself 

clear and that what I have said will be of 
assistance. 
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Shoe Fitting in 1920 


““Recorder’’ Lesson No. 14 
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The better the fit the better the wear. Price 


and profit then become a pleasurable ac- 






knowledgment of service. 





New faces at the fitting stool mean a keen interest in 
the first principles of shoe selling. Scarce a store in the 
country but numbers the addition of men whose knowl- 
edge of feet and footwear is limited to the “first hand” 
knacks of getting sales. If by a series of AUTHORITA- 
TIVE ARTICLES we can give more light on “the first 
duty of the retail shoe salesman—fitting human feet’’— 
then we will have started our 1920 educational program 
correctly. Study these types and apply the suggestions 
to your fitting-stool experience. 




























No. 14—The Heel Tendons 


ENDONS are made of firmly united paralleled 
fibers, are very strong, and look like white 
cords. The one under our particular observa- 

tion is the tendon Achilles. The name, you remem- 
ber, came from that ancient Greek, Achilles, whose 
mother desired to make him invulnerable by anoint- 
ing him with ambrosia, and again by dipping him in 
the River Styx, from which he came out proof against 
wounds, all but the heel, by which she held him. 


What It Is 


\_ We all know what the calf of the leg is—grasp the 
calf of the leg just below the bend of the knee joint; 
follow down the calf past the ankle, and on down over 
the thick part of the heel and you will find at the calf 
a! bunch of strong, well knit together muscles in a 
mass, which in their descent through the ankle become 
less broad, widening again where insertion with the 
oscalsis (heel bone) takes place. This mass at the 
calf is known as the gastrocnemius muscle; it leads 
into the tendon Achilles at ankle and heel. Make this 
investigation for yourself, and you (those who really 
have never given this subject thought, we are talking 
0) will be surprised and will perhaps wonder why you 





The How and Why of Treating Troubled Feet as Solved by Experts Who 
Have Met With Every Form of Foot Trouble 





had not given this important tendon more considera- 
tion. But to be just a bit more technical—the tendon 
Achilles is formed by the soles and gastrocnemius 
(calf of leg) muscle. 

This tendon, while it is only about six inches in 
length, is the thickest and strongest tendon in the 
body. It is said that this tendon is capable of resist- 
ing a strain equal to 1,000 pounds, but there are 
cases on record where it has been ruptured by the 
merest accident. Ancient authorities were of the 
opinion that wounds or bruises to the tendon Achilles 
often proved fatal. As to this we make no positive 
assertion, but we do most urgently caution shoe fitters 
to use the greatest care in fitting, that no undue 
pressure or chafing be permitted. The following may 
be guarded against: 


Points to Guard Against 


Too tight lacing around the ankle, wrinkles in the 
back of the quarter lining, too stiff leather in top of 
high shoe, rough inside back seam. 

These faults will have a tendency io irritate the 
tendon and may chafe and blister to the extent that 
permanent sores are produced. 

When you are fitting a high shoe and the tendons 
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are tender or sensitive, lace the shoe close over the 
instep and waist, say up to where the last eyelet comes 
(before the hooks begin), fasten it there with a square 
knot, then lace loosely under the hooks. By this 
method in lacing you get the security where you need 
it (over the instep and waist) and at the same time 
you give all the room needed to remove pressure 
around the tendon. 


Regarding Wrinkles 


Look to it that there are no wrinkles in the back of 
the quarter lining. If you are up against the wrinkle 
in the quarter lining, don’t let the customer take a 
pair out of your store. Your shoemaker can perform 
a surgical operation on the wrinkle and remove it. 

After the wrinkle has been removed, there may be a 
scar or rough place—perhaps a hole where he has re- 
moved that portion which formed the wrinkle—what 
then? Take a piece of leather that will correspond 
to the original and have a new quarter lining cut; fit 
into the shoe, stitch along the top edge of the quarter, 
but be sure that the new lining has been cut wide 
enough to admit of tucking in under the sock lining 
around the heel seat. 

If you find a bad wrinkled condition before the shoe 
has been worn, it is better to send that particular shoe 
back to the maker than attempt to take it to pieces. 
Sometimes if the wrinkle is slight, you can easily re- 
move it by wetting the lining and thus shrinking it. 


Sock Lining Necessary 


If the shoe does not carry a sock lining (the felt heel 
seat only), cut one from the heel to ball, fit in and put 
the felt heel pad on top. This will cover up any scar 
the removing of the wrinkle may have made and leave 
the shoe smooth and safe to wear. Kill the hard, 
stiff counter, if you are obliged to take an axe— 
usually the heel of the hand will be sufficient. 

Rough inside back seams are a menace and great 
care should be exercised in fitting. Pounding the 
seam when it is damp tends to make them more wear- 
able but it’s far better to let the manufacturer do the 
pounding, rather than take a chance of laming a 
customer and spoiling the shoe. 


When Business Is Dull 


Whenever business is dull, look about for the rea- 
son. You will find as a rule it is due to some short- 
ening such as listed here: 

Is your assortment as complete as that of your com- 
petitors? 

Are windows changed as often as those of other 
stores in your vicinity? 

Are your interior lighting decorations and display 
clever? 

Do your signs, placards and price tickets describe 
the goods fully, and are they bright, clean and well 
made? 
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Have you taken advantage of the modern labor- 
saving devices now on the market? 

Do you adhere to old-fashioned methods of handling 
money, wrapping packages and delivering goods? 

Have you instilled in your helpers the fact that they 
work with you, not for you? 

Do you open your store at the same hour daily? 

Do you close as late as others? : 

Is it your aim to send every customer out of your 
store a friend and a “booster?” 





Irving B. Howe Misquoted 


Boston, Mass., August 3—In the report of the 
Boston Shoe and Leather Exposition and Style Show, 
which appeared in the “Recorder” of July 24, Irving 
B. Howe of Boston is quoted as saying—“A certain 
merchant on Washington Street has advertised—25 


’ per cent profit is all that I ask. Twenty-five per cent 


is about the profit to which the manufacturer is en- 
titled—it is a wholesale profit.” This should have 
read in both instances “25 cents profit.” 





Business Is Service 


Take advantage of the daily weather reports as 
issued by the Department of Agriculture and place 
them where all can read, secure same, post and note 
the interest this will create, besides people will get 
into the habit of making your store their weather 
prophet. Offer to check packages free of charge, no 
matter how small or large yourstore, or where located, 
this little service will be welcomed by the general 
public. 





Try This One 


Place several alarm clocks in your window, with 
dials facing the window glass. Display merchandise 
throughout the window, taking care that it does not 
obscure a clear view of the clocks near the front of the 
window. Letter a small window card “Timely Sug- 
gestions.” 





On Training the Salesforce 


Ideas about training the salesforce seem to swing 
from one extreme to the other. It seems to one who 
studies the subject that there should be training up 
to, but never beyond, the point where it cramps their 
individuality—in such matters where it is important 
they should have individuality. The salesman’s 
proper individuality consists of an individual manner 
of presenting the firm’s individuality. Not for a moment 
must that firm’s individuality be lost sight of; it 
should be so standardized that no salesperson is 
permitted to lose sight of it. 
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This advertisement will appear in full colors in the September 15th issue of 
Vogue. It is the firstof our Fall and Winter advertising series to keep 
Standard Spats where they have been for more than 50 years--the first in pub- 
licfavor. Placeearly orders for the Standard “Trimline”’ and “Sport” models. 


S. RAUH & COMPANY 
310 SIXTH AVENUE NEW YORK, N. Y. 
For 50 Years the World's Largest and Foremost Makers of Fine Spats 
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ICI KID means Foerderer 


---and Foerderer means 


VICI KID. 


It's a true case of vice versa. 
The two names are inseparably 
linked and should never be con- 
sidered otherwise. 


No firm other than Robert H. 
Foerderer makes or has ever 


made VICI KID. 
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KID | 


There is only one Vici Kid 





There never has been 


any other 


Robert H. Foerderer, Inc. 


Sole Producers of Vici Kid 
Philadelphia . $3 v3 Pennsylvania 
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“KEITH'S KONQUEROR” SHOES 


for Men and Women— 
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Getting your customers satisfied with certain lasts and taking profits on sales a 

to them season after season creates a pretty strong business after all. There’s a 2 

bunch of good lasts in Keith’s Konqueror line, enough to give everybody a choice, « 

and many a model that can be looked upon to win and hold “bread and butter”’ & 

trade for years. It’s the customer that sticks that pays best in the long run. a 
Make a bid for his trade by handling the line that is known to get trade easily, 

at satisfactory profits. Any time isa good time to try out ‘‘Keith’s Konqueror” ad 

proposition. Stock styles for Summer selling ready to ship now. ® 
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The PRESTON B. KEITH SHOE COMPANY 
BROCKTON (Campello Station), MASS. 
New York Office, 299 Broadway, Room 415 


Boston Office, 207 Essex Street 

















CANADIAN 
we 


BUREAU OF CANADIAN INFORMATION 


HE Canadian Pacific Railway, through 

its Bureau of Canadian Information, 
will furnish you with the latest reliable 
information on every phase of industrial 
and agricultural development in Canada. 
In the complete Reference Libraries main- 
tained at Chicago, New York and Montreal 
are complete data on natural resources, cli- 
mate, labor, transportation, business open- 
ings, etc., in Canada. Additional data is 
constantly being added. 
No charge or obligation attaches to this 
service. Business organizations are invited 
to make use of it. 


Department of Colonization 


and Development 


1270 Broadway 


165 E. Ontario St. 
Chicago 335 Windsor Station New York 
Montreal 
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WANT 


MARY JANES? 


hold your orders until 
you see our 


Mr. PLATZ 


He’s drawing near, by fast trains, 
and should be in your ‘‘town”’ shortly 
with an exclusive assortment of 
Mary Janes to show. You'll like 
his line. Others do. 


al Send Postal 
Mary Janes g/t OC Bg. «ating Time 
Exclusively Heh ae See Our Line 


P & R SHOE COMPANY 


HAVERHILL, MASS. 
BOSTON OFFICE, 147 LINCOLN ST. 








UNNUOOEHTESOREUVEDNLEONSOONLENTLEENOTNONNS 
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A Life Saver From Our In-Stock Dept. 
FOR THE MAN WHO DID NOT COVER FOR FALL 


8760 Ato D 5 to 11 $8.85 


Fine Mahogany Russia Calf Bal. 10 Iron Oak Outer, 
Grain Inner, Leather Heel, City Last. 


It rates high with the man who must have 
QUALITY, STYLE and SERVICE. 


ORDER NOW 
and prevent that lost sale. 





Grand Rapids 


— ©. Michigan 


SINCE 1864 MAKERS OF GOOD SHOES FOR MEN 








BOUDOIRS AND SANDALS IN STOCK 


BOUDOIRS Orders Shipped Same Day Received MARY 


LOW HEEL — 


| ONCE WORN ALWAYS WORN| $2.25 








Less 2% Ten Days Net 30 Days 
Sandals in stock in either Toe and Heel 


Send us your orders and increase 
your sales 


ONE STRAP 
SANDAL 
7-8 HEEL 
$2.25 


THE BAY STATE SLIPPER CO. HAVERHILL, MASS. 


FORMERLY CONSOLIDATED SLIPPER CO. 
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DURABLE 





The Neolin Seal is the emblem of 
that excellent line of service shoes, 

manufactured by 194 representative 
manufacturers, provided for the 
entire family, and made with Guar- 
anteed Neblin Soles. On it are 
illustrated the principal types of 
service shoe—long wearing in 
quality, moderately priced, and, 

unquestionably, the best dollar-for- 
dollar skoe value on the market today 


Copyright 1920, by The Goodyear Tire & Rubbur Co, 


Olin 


Trade Mark Reg. U. S. Pat. Off. 


- WATERPROOF 





Built For Service First- 
With Guaranteed NeOlin Soles 








The Nedlin Service Line of shoes for the entire family is 
just what the name implies—a full line of shoes made for 
general service, their long-wearing nature enhanced by the 
qualities of guaranteed Nedlin Soles. 


These shoes are moderately priced. They are comfortable. 
They have character. They have style. Their unvarying 
merit is their capacity for wear. 


Woman’s walking shoe, businessman’s shoe, workingman’s 
shoe, growing boy’s, girl’s and children’s shoes, each of 
them yields full measure of comfort, style, flexibility, 
whatever quality their particular purpose decrees—and all 
are equally noted for serviceability. 


Their guaranteed Nedlin Soles assure this basic value of 
service. Nedlin Soles are durable, waterproof and comfort- 
able. They are firmly resilient to the adult’s stride, flexible 
beneath the growing foot. They hold their shape and sup- 
port the style of the shoe. 


It is these guaranteed Nedlin Soles that characterize the 
Nedlin Service Line. A window display of selected lasts 
from the more than 600 styles now offered in these shoes with 
guaranteed Nedlin Soles will demonstrate by the attention 
it commands how universal is the appeal of these shoes that 
put service first. 


THE GoopyEaR TirE & RuBBER ComMPANny 
Offices Throughout the World 
Goodyear Wingfoot heels are the guaranteed walking mates of guaranteed 


Nedlin Soles. They’re so good that more than eighty per cent of 
ll shoes made in this country with branded heels are fitted with them. 


oles 


COMFORTABLE 
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—- The Decision of Manufacturers 
of Leading Lines of Footwear 


to fashion their new Fall creations of BROWN’S DEPENDABLE 


CALFSKINS speaks volumes for its many qualities. Tanned with 
the highest degree of skill and accuracy, BROWN’S BROWNS 
play a major role in the Footwear Fashions of 1921. 
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KOKO 3 OTTER 12 RICH TAN ll BLACK OOZE BROWN OOZE 
For the Export Trade, No. 15, Plain or Boarded 


Samples Will Be Sent Upon Request 


Cc. D. BROWN & CO,, Inc. 


“EXECUTIVE OFFICE AND FACTORY 


ROCHESTER, N.X. 
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Why Continue to Break Counters? 
. BUY 
Vienna Agency | | rue mopERN SELF-ADJUSTING 


COUNTER SOFTENER. 
WELL-KNOWN and estab- 


lished firm, having a ware- SOFTENS THE COUNTER 
house of its own and offices with WITHOUT BREAKING 
plenty of space in the main busi- Ahem weeks with feet lever, 


ness street of Vienna, wants the allowing the operator to use 
agency or exclusive control of a both hands in handling the | * 
live-wire shoe manufacturer’s shoe. 

line of ladies’ turn shoes. Must The inside counter form is 
be willing to do business in Aus- self-adjusting, and it is not 


trie, Hun . Russi d th possible to break the counter. 
ae a oe “ Occupies very small space and 


Balkan States. can be quickly assembled or 
taken down. 











KARMIOL SCHUH G. m. b. H., PRICE $10.00 Each 
Mariahilferstrasse 31, Just the Thing for the Shoe Retailer 


VIENNA VI, AUSTRIA 
FRANK W. WHITCHER CO., Sects: | 
































CABLE ADDRESS MAIN OFFICES 
“TABWHEEL’, BOSTON 209 SOUTH ST., BOSTON 


Sides Heads 
Backs Bellies 
Shoulders 
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Sole N. E. Selling Agents 
JANNEY & BURROUGH, Inc. 


ALPENA LEATHER CORP. 
ALPENA WISSINOMING 
SWIFT RUN 


HEMLOCK 3 
TANNAGE OLD VIRGINIA 


Sole Selling Agents 








RIVERVIEW 
PACKER HIDE OAK TANNAGE 











YOU MAKE SHOES AND SANDALS, 
WE MAKE THE BUCKLES 
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No. 1416 No. 238 
Malleable Iron-Cast Sheet Steel Steel Wire 
FURNISHED IN ALL STANDARD FINISHES 
Best thought in design and high skill in manufacture are expressed 
in ‘‘Anchor Brand’”’ Sandal Buckles. 


Romping boys and girls need sandals of rugged material and make. 
Many shoe manufacturers add to the life of their products by using 
‘“‘Anchor Brand”’ buckles, certain to outlast even the strongest sandals. 


Prompt Shipments Our Slogan 
BRANCH SALES OFFICES NORTH & JUDD 


NEW YORK, 127 DUANE ST. MANUFACTURING CO. 


CHICAGO, 326 W. MADISON ST. NEW BRITAIN 


ST. LOUIS, 608 VICTORIA BLDG. 
SAN FRANCISCO, POSTAL TEL. BLDG. CONNECTICUT 
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Samples Free Wholesale Only Z 
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A “WINGATE” McKAY 


OMEN’S tan calf, McKay Polish, 
\ \ with 814 inch top, on our No. 30 
last, carrying military leather heel. 

Made in our McKay factory. 


Wingate Shoe Corp. 


HAVERHILL, MASS. 


New York Office, 503 Marbridge Bldg., 
West 34th St. 
E. Barnett, Representative 


Boston Office, Room 303, 183 Essex St. 
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GRIFFIN WHITE KIDINE 


For all white kid shoes. A perfect white 

Saye See eras GRIFFIN PEUERWHITE CLEANER 

Smali (15c) Size, $14.25 Gross. $1.25 Doz. For all Tr > ‘nee 

Large (25c) Size, $21.60 Gross, $1.90 Doz. 31 Ben! Foldi ‘op Carton— 3 oz. Size, $21.00 per Gross, $1.80 per Dos. 
25 Grose, $1.25 Do Doz. 


5-oz. mi. Mesh Box— 
$21.60 Gross, $1.90 Doz. 


YOUR WHITE BUSINESS NEEDS THESE 
There are no better or better known dressings for all kinds of white shoes than Griffin. 
GRIFFIN MANUFACTURING CoO., Ine. 
67-69 MURRAY STREET - NEW YORK, U.S.A. | 
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“Shis rich, colortul 
leather awaits you 
in all tls pre-war 
vigor and corn- 
plot ———e—ss es ss 


CARL E, SCHMIDT &Co., INC. 
Fanners of the Schridt Calf Leathers 
DETROIT, MICH. BOSTON. MASS. 
REPRESENTATIVES 
H.B.AALTENDERFER A.J. & DR, COOK 


Y tuiladolphita Ye 771 lag, "DCIS CO 
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Lraseball [News rom the 
‘Shoe and L eather field 


WILO. BASEBALL 


Beats Beverly Team in a Score of 
5 to 2 


The Wilos beat Beverly on Satur- 
day afternoon, July 17, in the most 
exciting ninth inning finish ever seen 
on the Beverly field in years. Score was 
5 to 2. In the first inning, Danvers 
did not scere but Beverly opened up 
on Hart for four hits and two runs 
before they retired. But that was their 
finish, for from then out Hart held 
them well in hand, allowing only one 
more hit and that after two were out 
in the ninth. The Wilos did not score 
until the fifth, when they came across 
with one run, the score staying there 
until the ninth, when fireworks began. 
Dempsey beats out a bunt and steals 
second; Gregg bunts and reaches first, 
Dempsey going to third. Gregg then 
steals second and Connors gets his third 
hit of the game as a single to left cen- 
ter, scoring them both. Hart was out 
and Marcotte reached first, but was 
out at second on Glenn’s hit to right. 
Glenn stole second and scored on Esty’s 
hit to left that Ormsby lost in the sun. 
Beverly got two men on in the ninth 
after two were out, but could not score. 


An Exciting Game 


The game was exciting all the way 
through, there being many sensational 
plays, among them being wonderful 
catches by Marcotte, Ring and Gregg. 
Esty played a fine game and Glenn 
pulled the unusual by throwing out a 
man at first base on what should 
have been a clean hit. Marcotte’s 
catch was made while running at full 
speed toward left field, and was a 
corker. Ring’s was while running 
with his back to the infield towards 
center field, taking the ball with one 
hand over his shoulder, while Gregg 
got his after a hard run across the field. 


O’Connor’s Hitting a Feature 


O’Connor’s hitting was a feature, 
while O’Connor hit a long three- 


bagger on his first time at bat. The 
sun seemed to bother the Beverly out- 
field, but the Danvers outfield did not 
seem to mind it. A big crowd from 
Danvers attended the game and were 
well satisfied with the outcome. When 
the rally came in the ninth they could 
be heard many blocks away. The 
Beverly team is booked. to play the 
second game at Danvers today, July 31. 


July 17, 1920, - ¥ 


> 


J COn20O bet ae ny 


r 


Oi oNeKFrKoocoro 
mR SOSUNH OM. 
wleooooroooen 


t 
~ 
_ 


RE ne 


e; SONOMOrHrKos CO! OCR Ree ROoot 


NS a 
= gee ete 


M yy roccoronw, 


es 


Score by Innings 
ee oe 


om on NJ] SOSSOORRS, 
on 
re) 


an F OieeRoconmoon 


4 5 6 
Wilo 00001 (0 § 
Beverly2 0 00 0 0 25 
Two base hit, Carrigan; three base hit, O'Connor; 
stolen bases, Murphy; G 2; sacrifice hit, 
Marcotte. Double play, Herzog to Coty to 
Kelley; wild pitch, Hart; hit by oy" ball, Glenn. 
Bases on balls off Hart, 2; struck out by Herzog, 4; 
by Hart, 7. Umpires Johnson and Martin. 


s © 
0 0 
0 0 


The July 24 Game 


Considering the threatening weather 
a good crowd witnessed the ball game 
at Danvers July 24, the grand stand 
and bleachers being well filled, while 
many witnessed the game from auto- 
mobiles along the first and third base 
lines. Although there was almost a 
continuous rumbling of thunder dur- 
ing the afternoon with an occasional 
sprinkling of rain, there was not enough 
to interfere with the game, the various 
showers seeming to pass around Danvers. 
The Wilo team proved to be altogether 
too fast for the Arlington outfit, and 
outclassed them in every department 
of the game. : 


The Wilos took the lead in the first 
inning and were never in danger, 
hitting and scoring practically at will. 
At the finish the. score was 10 to 2, 
the Wilos making 12 hits to their op- 
ponents’ 3. The Arlington team is 
rated as one of the best teams around 
Boston, having lost only one game up 
to July 24, but they do not show to 
advantage against the fast going- Dan- 
vers team, which made many nice 
plays during the game. , 


Delayed Steal on Second 


One of the features was a delayed 
steal of second by smiling Frankie 
Ring, that was pulled off to perfec- 
tion. Hart pitched a steady game for 
the Wilos, while Cunha, who was in 
the box for Arlington, was hit hard 
and often. Marcotte played well at 
short-stop, as did also Bachellor, who 
got his first chance of the year to 
show at third base, Dempsey being on 
a vacation. Micky Connors caught 
Hart well, although he was handicapped 
by a sore knee which gave him consider- 
able bother. Nedds Brown of Sandy 
Hill, who is now following and rooting 
for the Wilos, amused the crowd with 
his coaching. 


The Full Score 


= 
a 
* 


Wilo 
Marcotte, ss 


ee Oe toe ho 

CNNENNE RRS 
MAMI OWWS'R 
RRONNOORM, 
cocroocorson 


oorooooor 
ROR RM SOMME. 
tN 


o 
aw 


Score by Innings 


=~ x 
wr 
« 


Wilo 
Arlington 


art, 3; 
; by Canha, 1. 











Pag : 
PATENT | 


ai a/NOUN 7 


Made by 
Witherell & Dobbins Co. 
of 


“Patent Paramount” 


The World's Leading Patent Leather 


PATENT PARAMOUNT has PARAMOUNT Side Leather 
behind it the experience and is made in White Buck 
knowledge of more than twenty- and also Colored and Black 


five years. Boarded 





THAYER-FOSS COMPANY i BOSTON, MASS. 


15 and 17 SOUTH STREET U.S. A. 
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Richards & Brennan Team 


The Brennan Shoe team of Ran- 
dolph, Mass., commencing with their 
game of July 24 with Buck O’Brien’s 
Speedways of Dorchester used the 
double umpire system with John Conley 
behind the plate and Selectman John H. 
Rudderham on the bases. This game 
was interrupted by the big electrical 
storm, and was a tie at the time of 
stopping playing. It was finished last 
Saturday, July 31, the score being 5 to 
1 in favor of the Brennan Team. 

Manager Young has booked the Ply- 
mouth Rubber Company team for a 
zame on August 7. 


St. Ambrose Defeats Walk-Overs 


The strong St. Ambrose team of Dor- 
chester defeated the Walk-Overs at the 
club grounds July 24 by 5 to 0. The 
score does not tell the story in full 
however, as the Walk-Over boys batted 
hard enough to win an ordinary ball 
game. Sensational support on the part 
of St. Ambrose players, including circus 
catches by the former New England 
leaguers, Paul Howard and Lefty Powers 
saved the bacon for the Dorchester 
team a number of times. Warren Cote 
was easily the star for the Walk-Overs, 
starting two fast double plays and ac- 
cepting six other chances cleanly. 
Manager Randall is after a new catcher, 
Murphy having two badly split fingers. 

On July 24 the strong Quincy Town 
Team, backed by the Quincy Chamber 
of Commerce, was the attraction at the 
Walk-Over Club. Berquist pitched, 
his arm being 100 per cent better. 

Eddie Holmquist acted as umpire. 


On July 31 the Walk-Overs played the 
Middleboro Town Team. The new 
Walk-Over battery was seen in opera- 
tion. 


North Adams Walk-Overs 


Our Baseball Team came out with 
flying colors July 14, when the Beaver 
Team lost its first game in the league 
series, bowing down before the No. 5 
Walk-Over Boys of North Adams. 
This is SOME team, and they proved 
it that time. Now for the head of 
the League, boys! 


N. D. DODGE BASEBALL 


Schedule of Games Played and to 
Be Played 


May 25 and July 12—Bliss & Perry vs. 
Burley-Stevens. 

May 26 and July 13—Am. Tire Fabric 
Co. vs. Towle Mfg. Co. 

May 27 and July 14—Warner Miss vs. 
Clerks. 

May 28 and July 15—Correct Dodge 
vs. W. D. Hannah Co. 


June 1 and July 19—Bliss & Perry vs. 
Am. Tire Fabric Co. 

June 2 and July 20—Burley & Stevens 
vs. Clerks. 

June 3 and July 21—Towle Mfg. Co. 
vs. Correct Dodge. 

June 4 and July 22—W. D. Hannah 
vs. Warner Mills. 

June 7 and July 26—Burley-Stevens 
vs. Am. Tire Fabric Co. 

June 8 and July 27—Towle Mfg. Co. 
vs. Clerks. 

June 9 and July 28—Correct Dodge 
vs. Warner Mill. 

June 10 and July 29—Bliss & Perry vs. 
W. D. Hannah. 

June 14 and Aug. 2—Am. Tire Fabric 
Co. vs. Clerks. 

June 15 and Aug. 3—Burley-Stevens 
vs. Warner Mills. 

June 16 and Aug. 4—W. D. Hannah Co. 
vs. Towle Mfg. Co. 

June 17 and Aug. 5—Bliss and Perry vs. 
Correct Dodge. 

June 21 and Aug. 9—Towle Mfg. Co. 
vs. Warner Mills. 

June 22 and Aug. 10—Am. Tire Fabric 
Co. vs. Correct Dodge. 

June 23 and Aug. 11—W., D. Hannah Co. 
vs. Burley-Stevens. 

June 24 and Aug. 12—Bliss & Perry vs. 
Clerks. 

June 28 and Aug. 16—Clerks vs. Correct 
Dodge. 

June 29 and Aug. 17—W. D. Hannah 
Co. vs. Am. Tire Fabric Co. 

June 30 and Aug. 18—Bliss & Perry 
vs, Warner: Mills. 

July 1 and Aug. 19—Burley-Stevens 
vs. Towle Mfg. Co. 

July 6 and Aug. 23—W. D. Hannah 
Co. vs. Clerks. 

July 7 and Aug. 24—Am. Tire Fabric 
Co. vs. Warner Mill. 

July 8 and Aug. 25—Burley-Stevens 
vs. Correct Dodge. 

July 9 and Aug. 26—Bliss & Perry vs. 
Towle Mfg. Co. 


REGARDING “BABE” RUTH 


Livens Up Shoe Trade with 32 Pairs 
to Orphans 


“Babe” Ruth livened up the shoe 
trade last week, when he held a “‘party”’ 
at the shoe sale conducted by the Ne- 
mours Trading Corporation in the 
Grand Central Palace, New York. It 
appears that the corporation promised 
the mighty slugger a pair of shoes for 
each home run he makes this season. 
The Babe had 32 pairs of shoes coming 
to him all at once and he figured that 
even if.he wore them on the diamond 
while making the circuit of bases he 
could not use them all. So he decided 
to transfer his shoes to 32 small orphans 
whose need was greater than his. The 
Babe, Mrs. Ruth and the orphans all 
called at the Grand Central Palace 
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while the little tots were fitted with new 
shoes. 


WITH NATIONAL LEAGUE 


Ed. Hock and William Monk For- 
merly With Arch Preservers 


Ed Hock, 5S. S., and William Monk, C., 
former players on the Arch Preservers 
team, signed up July 1 with Manager 
Rickey of the St. Louis National League. 
They are making good, too, which was 
predicted in advance by the manage- 
ment of the Arch Preservers—in fact, 
it was their brilliant playingin the Ports- 
mouth Industrial League which caused 
Manager Rickey to take them with the 
Nationals. 


FROM VERMONT TO 
MONTANA 


Sidney Mann Becomes Manager of 
Shoe Department of Symonds 
Company 


Sidney Mann, who, for the past four 
years has been well known as the live- 
wire buyer and manager of the retail 
shoe store of Kamber, Frank & Breg- 
stein, Burlington, Vt., is now in Butte, 
Mont., where, on August 1 he com- 
mences his new duties as manager and 
buyer for the shoe department.of the 
Symonds Dry Goods Company. Mr. 
Mann is an Albany, N. Y., boy. Al- 
though only 28 years of age, he was 
prominently identified with the busi- 
ness and civic life of Burlington and 
bids fair to win new laurels in the Far 
West. 


WONDERFUL RECORD 


The Greisinger shoe store has truly 
a wonderful record, being probably the 
oldest shoe store in Ohio. It was 
established in 1860 by the father of the 
present brothers and has been in the 
family possession ever since, there 
having been only two changes in owner- 
ship, once when the boys took hold of 
the business, and now when one of 
them goes out. 


ECONOMIC PROBLEMS 


Treated by Otto H. Kahn in Re- 
cent Book 


“Our Economics and Other Prob- 
lems” has been treated in a recent book 
by Otto H. Kahn. This book discusses 
the railroads constructively, exposes the 
fallacies of ill-advised taxation, and lays 
bare the fundamentals of our economic 
structure. His book is of much interest 
in the working out of our great national 
problems. This book is published by 
George H. Doran Company, New York. 
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Where Style and Service Meet 


Retailers like to recommend shoes There is plus business for every shoe 
that have all the smartness of the _ retailerin KEDS. A full line of all 
latest styles and yet all the service of styles and sizes places the dealer ina 
a dependable line. In these dainty position to meet a national demand. 
KEDS models for girls and children, | This Smart Style is only one variety 
the dealer will find just the sort of | of the KEDS line, which includes 


shoe he needs. Trim, durable and a shoe for every person—a style for 
comfortable. every purpose. 


United States Rubber Company 


























Aug. 7, 1920 


=!\UL NAO RUAUALUALL LOU AEAUEMO ACEH, uae 


SOLUTE Ts od LE 


Ta 


CANVAS SHOE PRICES 


Hood Rubber Company Issues Its Catalogue in Effect 
August 2 


One of the chief events of the week was the announcement 
»y the Hood Rubber Company of its canvas shoe prices to 
‘he retail shoe-merchants of the country. The prices in 
zeneral show an advance of from 25 to 30 per cent over last 
vear’s prices. They became effective August 2, and are sub- 
ject to change without notice. We are .publishing same 


herewith. 
1920 PRICE LIST 
LEISURE SHOES 
Style 
No. Class Last 
10001 Women’s Theo Classic 
Women’s 2 Eyelet Tie = 
Women’s Oxford 
Women’s Oxford Vassar 
Women’s Pump Classic 
Women’s Pump Vassar 


WURKSHU 


Class Last 
Men’s Blucher Army 
Boys’ Blucher re 
Men’s Bal 
Boys’ Bal “i 
Youths’ Bal . -2 
Women’s Bal Opera D and EE Bw 8 
Misses’ Spg. Hl. Bal Instructor One ll 2 
Child’s Spg. Hl. Bal es vg 6 -10% 


ATHLETIC SHOES 
THOROBRED 


Class Last 
Men's Regular 


FORWARD 


Class Last 
Men's Regular 
Boys’ 
Women’s 

Lighter construction 


“ 


GYMSHU 


Class Last 
Men’s Bal Regular 
Boys’ Bal 


ATHLETIC 


Class Last 
Men's White Bal Regular 
Boys’ White Bal _ 
Youths’ White Bal sf 
Little Men’s White Bal i 
Women’s White Bal 
Men’s Brown Bal 
Boys’ Brown Bal 
Youths’ Brown Bal " 
Little Men’s Brown Bal % 
Women’s Brown Bal = 


KLA YKORT 


Class Last Width 
Men's White Bal Regalar 
Boys’ White Bal a5 
Youths’ White Bal ee 
Women’s White Bal 3 
Men’s White Oxford 
Women’s White Oxford 
Men’s Brown Bal 
Boys’ Brown Bal 
Youths’ Brown Bal 
Women’s Brown Bal 
Men’s Brown Oxford 
Women’s Brown Oxford 


NNNNNNNNNI 
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Rubber Footwear 


The Market Situation - Prices and 
Style Information - Trade Notes 
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FAIRMONT 


Class Last 
Men’s White Bal Regular 
Boys’ White Bal is 
Youths’ White Bal 
Women’s White Bal 
Men’s Brown Bal 
Boys’ Brown Bal 
Youths’ Brown Bal 
Women’s Brown Bal 


SPORTSHU 


M a R i 
en’s egular 
Boys’ Bal i 
Youths’ Bal 

Little Men’s Bal 

Women’ 2 a 


Misses 
Child’s Bal 
CLASSMATE 


Class Last 
Men’s White Regular 
Boys’ White 4 
Youths’ White 
Women’ 's White 


Youths” Black 
Women’s Black 


SEAVIEW BATHING SHOE 


Class Last Width 
Women’s White Bal Opera One 
Women’s White Oxford “ <5 
Women’s Black Bal 53 
Women’s Black Oxford FP = 


“ 


NYMPH BATHING SHOE 


Class Last Width 
Women’s White Bal Opera “ One 
Women’s White Oxford 7 ef 
Women’s Black Bal e 
Women’s Black Oxford =i - 


SPORT TRIMMED MODELS 
BULLDOG 


Width 
F 


Class Last 
Men’s White Bal Regular 
Boys’ White Bal x 
Youths’ White Bal = 


COPLEY 


Class Last 
Men’s Bal Tourist 
Women’s Bal 
Men’s Oxford 
Women’s Oxford Comet—Regis 


CLIFTON 


Class Last 
Men’s White Bal, R.T. Regular 
Boys’ White Bal, R. = 
Youths’ White Bal, = 
Women’s White Bal, R.T. “ 
Misses’ White Bal, R. T. i 
Child’s White Bal, R. T. 
Men’s White Ox., se. 

Boys’ White Ox., 7. 
ouths’ White Ox. 


'W. T.—White Trim. 
(Continued on page 91) 
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HAMM ASMANNIS 





Of all the elements of shoe quality—of appearance, 
service, comfort and all-around satisfaction— 
none are more important than the selection of 
hides and the tanning of the leathers. 


The human element is the big factor in the pro- 
duction of leathers of surpassing merit—the sort 
of leathers on which, in upbuilding good will for 
your store, you safely may place dependence. 








The innumerable fine points of fine leather mak- 
ing cannot quickly be learned. Three generations 
have contributed to the knowledge, the research 
and the ability on which is founded P & V 


supremacy. 


Pfister & Vogel Leather Co. 


Milwaukee, U. S. A. 
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Weekly 
Supplies and Prices 


MIPFOTALO ITTY Le eee ee 









Better Feeling Prevails 
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More Inquiry and Sample Purchasing—Shoe Factories 
in Some Centers Are Getting Busy 


Whatever change there is over our 
last reports is in the way of improve- 
ment. There is more inquiry in the 
market, some sales of leather, and there 
is @ more genuine expression of opti- 
mism all through the trade. The ac- 
tivity thus far noted is largely in the 
upper leather market, and while busi- 
ness has been a little slower in sole 
leather lines, the opinion is given that 
sole leather can be taken up today at 
lower prices than will be possible later 
in the season when factories get busier. 

There is more interest in the export 
end. More inquiry has been evident 
for some weeks, and the probability of 
financing credits by a new banking en- 
terprise should lead to facilitating ex- 


at great reductions over previous fig- 


ures. There is an advantage in today’s 
leather market, also in hides and skins, 
in the matter of price; but it should be 
considered that these prices represent 
a market devoid of active trade for the 
past six months. 

Another factor to be taken into con- 
sideration is that of factory costs and 
the demands of labor, which not only 
have not receded but have advanced 
and are advancing in spite of dull 
business. 


Still another factor to be reckoned 
with is the tremendous increase in 
freight and passenger rates which are to 
be saddled on to the country and which 
will not tend to make production costs 
lower. The expenses of making and 
selling shoes have been greatly en- 
hanced in all directions, with the ex- 
ception of some kinds of upper leather, 
which, it is true, are from 20 to 30 per 
cent lower than last season. It remains 
to be seen what prices will prevail on a 


(Continued on page 119) 


CURRENT LEATHER AND HIDE MARKET QUOTATIONS 
Prices Under 1919 and 1914 Are for the Corresponding Week with This Year 


Sole Leather 

































ports. Large quantities of raw skins 1914 1919 1920 
and leather are needed in foreign coun- Cents per pound 
tries, and only for the handicaps on th ri Hemlock sole, heavy No. 1.............. —@30 56@ 57 52@55 
other side we would have less material Hemlock sole, seconds, mid:............. 24@26 54@ 55 50@52 
on Rend 96 the geen Cine. TU ok ods, Nox b hemi). i0ss5-- 50-0. 47@50 96 @1. 00 1.05@— 
portation in European countries is Oak sole, No. 1 backs, all weights........ 45@46 82@ 84 84@90 
much more seriously affected than Ciitei dance Gat —@44 84@ 85 80@82 
aak aah gon” me ae an ia oe po Be ae Pak Brat A a joins eae a: cami 
change situation has been a handicap § =), hemlock heads .......0..0..0000000 10@ 12 14@15 
to foreign business. Offal, hemlock bellies...............2++- 12@ 18 20@22 
If the large foreign purchases of Offal, hemlock shoulders................ 30@ 32 40@— 
leather should be consummated which = Union offal, heads................002005 15@ 16 19@20 
are now being negotiated it would SS Rs kb ccctent ane des den dices 18@ 19 25 @27 
mean more activity in our hide and skin 
P markets and undoubtedly a keener in- Cents per foot 
terest among our shoe manufacturers Chrome, S. A. dry hide, 714 to 10 iron sides 43 @50 60@— 
in securing their supplies of leather, Chrome, green hide, 6 to 8 iron sides... .. —@50 — @60 





Upper leather quotations are not given, owing to the wide range of prices which 
depend on quality, grade and selection. 


Hides and Skins 






which have been at a minimum for 
some months. 
















Price Readjustment Accepted 1914 1919 1920 
The trade has become reconciled to Cents per pound 
the readjustment of prices, but there is Heavy native steers.............---. 20@20% 52@53 28 @29 
apt to be disappointment on the part of OAS MAUVE COWS 2.5... 6. ok oso eens —@l19 52@53 33 @34 
consumers and retailers who may still : ONE 8 SEE Se Pree rrr) er 16@16% 48 @50 17@21 
hold the opinion that shoes are going to | Chicago City calfskins................ 18@22% 874%4@97% 25@3714 
be made and sold at very low prices or i WA Es oso a vngicas ate cabialnsis 28@— 45 @46 32@34 
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Made in both Bal and Blucher 
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RUBBER FOOTWEAR 


(Continued from page 87) 


ELSMERE 


Class Last Width 
Men’s White Bal Regular M-F 
Women’s White Bal ies a 
Men’s White Oxford na * 
Women’s White Oxford 


HEELED MODELS 
EDEN 
Class Las Width 
Women’s White Bal Vassar c-D 
Women’s White Oxford % 
Women’s White Pump 


CRESCENT PUMP 


“ 


“ “ 


Class 
Women’s Pump heel Opera & i Comet 
Women’s | strap heel os 
Women’s | strap 
pees, 1 strap spg. nl. 
Misses’ 1 strap spg. hl. Instructor 
Child’s 1 strap spg. hl. = 


CASCO PUMP 


Class Last 
Women’s Pump Comet-—Opera 
Misses’ Pump Opera 
Women’s | strap se 
Misses’ 1 strap 


“ 


meron iP 
RRRRRKREF 


“ 


LENOX 


Class Last 
Men’s Bal Regular 
Boys’ Bal a 
Youths’ Bal 7 
Women’s Bal Regis—Comet 
Misses’ Bal Inst.—Opera 
Child’s Bal Instructor 
Men’s Oxford Regular 
Boys’ Oxf s 
Youths’ Oxford fe 
Women’s Oxford Regis-Comet 
Misses’ Oxford Inst.-Opera 
Child’s Oxford Instructor 


LENOX TRAMPER 


Class Last Width 
Men’ ’s Army E 


Youths’ zi 
Little Men’s 


“ 


LENOX HOUSE SHOE 


Class Last Width 
Women’s | strap Opera D and EE 
Women’s 7-inch Bal Regis sz 
Women’s Oxford ‘3 + 
Women’s Military = 


CASCO 


Class Last 
Men’s White Bal Regular 
Boys’ White Bal 965 
Youths’ White Bal " 
Women’s White Bal Opera 
Misses’ White Bal Opera-Instr. 
Child’s White Bal Instructor 
Men’s Brown Bal Regular 
Boys’ Brown Bal ” 

Youths’ Brown Bal 
Women’s Brown Bal Opera 
Misses’ Brown Bal Opera-Instr. 
Child’s Brown Bal Instructor 
Men’ 's White Ox. Regular 


“ 


Women’s White Ox. Opera 
Misses’ White Ox. Opera-Instr. 
Child’s White Ox. Instructor 
Men’s Brown Ox. Regular 
Boys’ Brown Ox. = 
Youths’ Brown Ox. 
Women’ 's Brown Ox. Opera 

” Brown Ox. Opera-Instr. 
Child’s Brown Ox. Instructor 


NO-HEELED MODELS 
FENWAY 
Class Last Width 
Men’s White Bal Regular M-F 
Boys’ White Bal rg 
Youths’ White Bal 
Little Men’s White Bal 
Women’s White Bal 
Misses’ White Bal 
Child’s White Bal 
Men’s White Oxford 
Boys’ White Oxford 
Youths’ White Oxford 
Little Men’s White Ox. 


“ 


on 


AAMNnnanagn 


“ 


BRARARREDRARYASAS mannonouws’ 


na 


Ww ome White Oxford Regul Mr 
omen’s ite r ant 
Misses’ White Oxford a 
Child’s White Oxford 
Men’s Brown Bal 
Boys’ Brown Bal 
Youths’ Brown Bal 
Little Men’s Brown Bal 
Women’s Brown Bal 
Misses’ Brown Bal 
Child’s Brown Bal 
Men’s Brown Oxford 
nod Brown Oxtord 

Youths’ Brown Oxford 
Little Men’s Brown Ox. 
} ee s Brown Oxford 

isses’ Brown Oxford 

Chi’ s Brown Oxford 


ONE-STRAP PUMP 


Class Last Width 
Se 's Opera ' One 
Opera-Inst. 98 
Child's 


CROSS-STRAP SANDAL 


- Class Last ps idth 
isses Opera ne 
Child’s - 7 


LAKESIDE 


Class Last 
Men’s White Bal Regular 
Boys’ White Bal 
Youths’ White Bal 
Little Men’s White Bal 
Women’s White Bal 
Misses’ White Bal 
Child’s White Bal 
Men’s White Oxford 
Boys’ White Oxford 
Youths’ White Oxford 
Little Men’s White Ox: 
Women’s White Oxford 
Misses’ White Oxford 
Child’s White Oxford 
Men’s Brown Bal 
Boys’ Brown Bal 
Youths’ Brown Bal 
Little Men’s Brown Bal 
Women’s Brown Bal 
Misses’ Brown Bal 
Child’s Brown Bal 
Men’s Brown Oxford 
Boys’ Brown Oxford 
Youths’ Brown Oxford 
Little Men’s Brown Ox. 
Women’s Brown Oxford 
Misses’ Brown Oxford 
Child’s Brown Oxford 


BAYSIDE 


Class Last Width 
Men’s White Bal Regular One 
Boys’ White Bal Kes a 
Youths’ White Bal be 
Little Men’s White Bal 6 
Women’s White Bal = 
Misses’ White Bal a 
Child’s White Bal od 
Men’s White Oxford 
Boys’ White Oxford 
Youths’ White Oxford 
Little Men’s White Ox. 

Women’ s White Oxford 
Misses’ White Oxford 
Child's 's White Oxford 
Men’s Brown Bal 
Boys’ Brown Bal 
Youths’ Brown Bal 
Little Men's Brown Bal 
Women’s Brown Bal 
Misses’ Brown Bal 
Child’s Brown Bal 
Men’s Brown Oxf 


isses’ B 
tha s Black Oxford 
(Conlinued on page 117)” 
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McELWAIN 











TRADE MARK 


For those dealers who 
appreciate the value of real 
service and standard mer- 
chandise. This is the 


honor-mark on shoes. 


McELWAIN-BARTON 
SHOE Co. 








Direct Factory Distributors 
Kansas City, Missouri 
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THE RETAIL TRADE 


Special Prices Prevail—High-Grade 
Shoe Men Talk Quality 


Business in retail shoe stores of 
Chicago has shown about the usual 
volume during the last week of July. 
Special prices prevail in practically all 
the stores, which are attracting cus- 
tomers who actually need shoes. Shoe 
customers, however, are not interested 
in buying two or three extra pairs to 
lay aside for future use, as was the 
case when special price announcements 
were made a year ago. 

The trend of the advertising in the 
higher grade stores is to talk quality 
shoes at prices less than have prevailed 
during the earlier part of the season. 

In the medium grade stores, more 
stress is put upon the fact of cheap 
price and less talk about quality. 


Not a Profit Question 


One prominent State Street merchant 
when asked how his balance sheets 
compared with the corresponding period 
of last year, said, “Compare, what do 
you mean, compare? So far as volume 
in dollars and in pairs sold is concerned, 
we are well to the good, but when it 
comes to net profit, that is another 
matter. It has not been a question of 
profit—with us it has been a question 
of getting out from under our over- 
load, of converting our surplus mer- 
chandise into cash. The only way we 
knew to do it was to make prices talk 
loud to the women of Chicago. We 
have talked quality until we have got 
that idea pretty well placed in the 
minds of Chicago women; we have 
cashed in on the reputation we have 
built for service and quality and then 
switched our strong arguments on to 
price. We still believe in the old 
principle that the first loss is usually 
the smallest loss. Shoes do not improve 
with age so our plan has been to sell as 
rapidly as possible while the demand 
was on.” 


New Shoe Store 


Wallock & Bauer will open a new 
store at 6757 Stony Island Avenue 
about August 15. This will be the 
fourth store in the Wallock & Bauer 
chain. 

This enterprising concern .started 
business in a small way in 1916 on 
Twelfth Street. Through keen business 
acumen they have rapidly come to the 
forefront among Chicago retail shoe 
concerns. The Wallock & Bauer con- 
cern has succeeded by merchandising 
good quality shoes in outlying business 
centers, using loop-store methods in 
advertising, store decorations and sales- 
manship tactics. 


COMMUNITY SHOE SALE 


L. D. Lefly and E. A. Hamburg Deny 
Connection with Same 


The “Community Shoe Sale” at the 
Coliseum has not created any great 
sensation in retail shoe merchandising 
during its first full week. 

Manager Epstein has used billboards, 
small posters and similar methods of 
publicity. One day during the week he 
had an aeroplane go over the city and 
throw out circulars advertising the sale. 
Another stunt has been a brass band 
mounted on a wagon parading the loop 
and other business sections, displaying 
banners carrying his advertisement. 

L. D. Lefly, who for six and a half 
years has been shoe merchandiser for 
the Fair Store, Chicago, wishes it to be 
distinctly understood that he has had 
no connection nor will he have any 
connection with the shoe sale being 
conducted at the Coliseum, all reports 
to the contrary notwithstanding. 

Mr. Lefly severed his connection 
with the Fair Store August 1. He 
expects to take a much-needed rest, 
and upon his return from his vacation 
trip will probably announce his future 
intentions. 

The name of E. A. Hamburg of the 
Hamton Shoe Company, has been used 


in connection with the promotion of 
the shoe sale at the Coliseum. Mr. 
Hamburg states emphatically that 
neither he nor his concern has any 
connection with that enterprise. 


IN WHOLESALE DISTRICT 


Price Lists Are Being Revised as 
Men Start 


The wholesale shoe business of 
Chicago has been quiet during the past 
week. Some inquiry for women’s boots 
has been noted both through letters 
and through merchants visiting the 
market. 

Indications seem to point to the fact 
that merchants are busy unloading low 
shoes and that boot stocks are not 
heavy in the average store. With the 
approach of the Fall season, merchants 
are beginning to give attention to the 
condition of their boot stocks as it is 
anticipated that there will be an early 
demand for high shoes beyond what 
was expected some months ago. 

Price lists are being revised by most 
of the wholesale houses as the men 
start out on their various territories. 


Report From Travelers 


The shoe travelers, returning to 
Chicago after spending a week on their 
territories, have not found merchants 
generally over-enthusiastic toward plac- 
ing orders in any considerable quantities 
for future deliveries. 

There has been considerable buying 
by merchants for at once shipment in 
both men’s and women’s shoes. 


ADDS SHOES 


E. W. Dixon Puts in Women’s Foot- 
wear at his Palmetto, Fla. Store 


E. W. Dixon who has catered to the 
women’s trade at Palmetto, Florida, 
carrying dry goods and millinery, has 
recently added a brand new stock of 
women’s and children’s shoes in the best 
makes, and in all sizes. 














BOOT AND SHOE RECORDER 


Where to Buy 


Women’s Shoes 











The Line of 100 Styles 
of Comfort Shoes 


Juliets — Oxfords — Bale 
—Polish—Button—Theo 
Three Poin 


‘Fanegon BROS., Ine. 
Boston, Mass. 











: PHILLIPS-CRAM ‘or. 


Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 
Boston Office 
207 Essex Street 





E. A. & M. C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 
Factor 
Haverhill, Mass. 
Boston Office 
147 Lincoln St. 





BARNETT SHOE CO., Boston 
Immediate Delivery 


A White Cab. Hand 
Turned Opera Pump, 18-8 
Covered uis Heel. A, 


$3.60 
“CLEO” TIES 


BLACK AND BROWN coms IN HIGH- 
GRADE 7 a bh ys wa EDIUM VAMP. 
a 


a 3-7 $5.90 


DTHS— CE - 
Net 10 Days 
Straight thous 4 Only 


BARNETT SHOE CO. 


110-112 Summer St. Boston, Mass. 


Turn Sandals 
One Straps, $2.25, $2.50, $3.00 grades 
Boudoirs—Blacks, $1.60 and $1.75 grades 
Red, Tan, $1.90 
Pink, Blues, $2.00 


The Oriental Boudoir Co., 
Haverhill, Mass. 


EE THAT ARE WINNERS 














iN 
HART MAN SHOE COMPANY 


41AVERHIL 





COLLINS & STAPLES 
Makers of 
HAND TURNED LOW-CUTS 
Alpha Strap. Made 
in Polar Cloth and 
All Leathers. 
, 118 Phoenix Re 
ow 
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Cincinnati 


GOOD JULY BUSINESS 


Start August With Normal Stocks— 
White Footwear Exhausted 


With the coming of the last of the 
Summer months the local retail mer- 
chants find themselves on the whole in 
a condition which is conducive to a 
certain degree of satisfaction, consider- 
ing the unprecedented situation they 
have had to face during the entire sea- 
son. The month of July proved to be a 
very good one in the process of liquida- 
tion of stocks which were unusually 
large as a result of the backward season. 
The deep cuts in prices that were neces- 
sitated in the clearance sales to which 
virtually every retail merchant had to 
resort. of course has made great inroads 
into the profits for the season thus far, 
but the gratifying feature at this time 
is the fact that local merchants started 
the month of August with stocks of a 
normal size and in many instances in a 
more depleted condition than is the case 
for this stage of the season in other 
years. Many merchants state that they 
are finding it hard to fit their customers 
due to the broken up condition of their 
lines. The stocks of white footwear are 
practically exhausted in virtually all of 
the larger down town stores. 


AT THE FACTORIES 


Well Under Way With Spring and 
Summer, 1921, Samples 


The bookings of the local factories 
are sufficient in size so that all of them 
are operating at a normal output ca- 
pacity for this time of the year. Be- 
sides being busily engaged in making 
the shoes for which they now have 
orders for delivery in the early Fall, the 
local factories are well under way with 
their next Spring and Summer samples. 
Some of the Cincinnati sales forces will 
go into their territories the middle of 
August, but the larger portion of them 
will not leave until the first of Septem- 
ber. 


SATURDAY CLOSING 


Adopted With Success by Smith, 
Kasson Company 


The all-day Saturday closing of the 
Smith-Kasson Company of this city is 
reported by heads of the concern as 
being one of the wisest moves they have 
made. They state that it has met with 
the hearty support of the public by its 
manifest willingness to arrange its shop- 
ping on the first five days of the week. 
Closing all day Saturday gives the 


employes of the Smith-Kasson Com- 
pany an opportunity to make more of 
their week-ends. Like school children 
when Saturday comes they know that 
they are free until Monday morning. 
The officials of the concern state that 
they have noticed a considerable im- 
provement in the work of their em- 
ployes, and they feel that this alone 
will pay for the lost business of the 
Saturday morning. The company is 
paying its help as much as it did when 
they remained open on Saturdays. 


Store Remodeled 


The remodeling work on the new shoe 
store to be opened on Vine Street, be- 
tween Fifth and Sixth, by the Endicott- 
Johnson Company, has been completed 
this week and will soon be in operation. 


Vacation Briefs 


John Duttenhofer, president of the 
Val Duttenhofer Sons Company left 
the first of the month for a vacation 
at Atlantic City and other points in the 
East. 

F. X. Owens returned the latter part 
of the week after spending two weeks 
in the east for a study of conditions. 

Milton Adler, vice-president of Julian 
Kokenge Company, left last week to 
join his family at his Summer home in 
New Hampshire where he will spend 
the rest of the Summer. 


Temporary Rental 


The Hogan Shoe Company com- 
pleted negotiations last week for the 
temporary rental of the four upper floors 
of the Seifert real estate on the east side 
of Vine Street, between Eleventh and 
Twelfth. These four floors contain a 
floor space of 30,000 square feet. The 
Hogan Company has not announced its 
plans with regard to the possible aban- 
donment of the factory building they 
now occupy in the West End. 


The Pogue Outing 

More than one thousand employes 
of the H. & S. Pogue Company spent 
the whole of last Saturday on the an- 
nual outing of the company at Madison 
Park, Oakley. The store was closed all 
day. Two baseball games and the an- 
nual Pogue Derby race were features 
of the gala event. The employes of 
the shoe departments were prominent 
in all the events. 


Ss. & L. Club Outing 


The annual outing of the Shoe & 
Leather Club held at the North Cin- 
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cinnati Gymnasium grounds last Satur- 
day was considered by all who attended 
as being one of the greatest events in 
the history of the club. The chief fea- 
tures of the day were a series of ath- 
letic contests in which the leather men 
played the largest role, a buffet lunch- 
eon with a sufficient amount of liquid 
refreshments to counteract the heat of 
the day, and the usual chicken dinner 
served at five o’clock. The attend- 
ince was one of the largest. 


CHANGE IN OHIO STORE 
W.E. Griesinger Retires—C. L. Sole 
Proprietor of Medina Firm 


Announcement has been made of an 
important business change in Medina, 
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Ohio. W. E. Griesinger is retiring from 
the well-known shoe firm of C. L. & 
W. E. Griesinger, and C. L. Griesinger 
becomes the sole proprietor of the 
store. W, E. Griesinger’s varied busi- 
ness interests have become so pressing 
that he no longer has time to devote to 
retail business, Charles H. Griesinger 
will assist his father in the store in the 
future. 

The Griesinger shoe store has truly 
a wonderful record, being probably the 
oldest shoe store in Ohio. It was es- 
tablished in 1860 by the ‘father of the 
present brothers and has been in the 
family possession ever since, there hav- 
ing been only two changes in owner- 


ship, once when the boys took hold of — 


the business, and now when one of 
them goes out. 


Milwaukee 


THE RETAIL TRADE 


The Between Season Cut-Price Sale 
Novelty Wearing Away 


As might be expected, the novelty of 
cut-price sales is wearing off and people 
require new methods and unusual de- 
vices to be attracted. Many local shoe 
merchants, who have been offering the 
bulk of their goods at reduced prices 
for the last two months or more, with 
good success, find that sales resistance 
is steadily becoming stronger. The 
beginning of August usually is the time 
of semi-annual clearance sales with 
the shoe stores of Milwaukee. These 
are now the rule in many shops. 


Saturday Business Excellent 


Although the week-day patronage so 
far this Summer has been good, the 
Saturday business is excellent, especially 
since the downtown dealers have 
adopted the rule of closing promptly at 
6 p.m, at the week-end. This rule will 
be in force until the first Saturday in 
September. On July 31, for instance, a 
tour of the downtown district revealed 
the fact that every boot shop was 
comfortably crowded throughout the 
day. The crowds seemed to be com- 
posed principally of bargain-hunters, 
but as most merchants are tagging 
practically all of their goods with cut- 
price tags, this attitude was an ac- 
ceptable one. 


Liquidating Stocks 


The boot and shoe trade in general 
is between seasons, which is the dull 
period, and Fall trade prospects prob- 
ably will not be clear until after August 
15 or September 1. In the meantime, 


the trade here is striving hard to keep 
up interest so they will enter the new 
season with shelves cleared of Summer 
stocks. Sales in the next two or three 
weeks will generally be the index of 
orders to be placed for Fall goods. 
Merchants have been converting goods 
into cash all Summer and are getting 
to know just where they are going to be 
at in financing their future requirements. 


MANUFACTURING SITUATION 


Regular Leather Market Is Holding 
Firm 

Concerning the manufacturing situa- 
tion, local makers report that the travel- 
ing men, who moved into the field during 
the last two to four weeks, are sending 
in just a fair amount of business. It is 
too early, however, to give a fair 
estimate of the attitude on Fall trade. 

With tanneries running about 40 
per cent of capacity, this manufacturer 
says that there is no appreciable 
reduction in leather prices of good 
grades, although special lots of upper 
leather, made up on orders that were 
countermanded, have sold as low as 
50 cents a foot, compared with the 
regular price of $1 per foot. These sales 
are not a fair basis, for the prices are on 
special lots pressed for disposition. The 
regular leather market is holding firm 
and there are no indications that shoes 
will be much if any cheaper for Fall. 


Mediums Grade Pushed 


Another maker says the medium 
grade of shoe will be pushed in the 
coming season rather than the high 
grades which have held the most at- 
tention for a long time past. He be- 


Where toBuy 


Women’s Shoes 














ALGIER SHOE MFG. CO. 
- ies 
Anse NEW VORA 


Highest Grade Women’s Shoes, Turns and Welts 
138 Broadway, Brooklyn, N. Y. 








PLENTY IN STOCK 


For the Growing Girl 
‘Imitation Turn 
Quality —Style— Fit 


Bacon-Rellins Co. L 


soteee mn, Mace. | 








“Fernco-Quality” Comfort Shoes 
Ladies’ Hand Turned 
vO Ee 

















= Brandau Shoe Company 


STRAP SANDAL 
IN STOC K 





St. Ne. 
3-10. Net 30 
ein te = other In- 








Women’s Novelty 
Styles 
READY TO SHIP 
CASE LOTS 
L. SCHAPIRO Ese om co. 


(Shoes 
73 South St., we i Mass. 








IN-STOCK 


Complete line of Men's 
Everetts, Romeos and 





A 

Cabretta and Quilted 
colors. 

; ABBOTT SHOE CO... No. Reading, Mass. | 


FERN & POOR CO., Inc. : 


Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 
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Stacy Adams Co. 


Manufacturers of 
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lieves shoes will be cheaper in the Fall, 
to some extent, but that the full effect 
of the cheaper shoes will not be shown 
until the Spring trade of 1921, when the 
supply probably will be more liberal. 
Top notch quality goods will be as high 
as ever, in his opinion, but the expect- 
ancy is that the public will be demand- 
ing the medium grades rather than first 
quality goods. 


Export Business Quiet 


The local market reports that export 
business is very quiet, because the low 
rate of exchange, especially since the 
recent renewed depression, makes it 
hard for the foreign buyer to do business 
here. Shoes cost too much to be 
readily salable to foreign buyers, most 
sales being merely special bargain lots 
which are picked up here and there 
at low prices. Export sales at this 
time are largely in driblets and consist 
of small orders which are not of sufficient 
size to be a factor in maintaining 
trade volume. 


FOR BETTER SCHOOLS 


George R. Harsh Elected Chairman 
of Association 


An association of Wisconsin business 
and professional men to work for the 
specific purpose of bettering the public 
schools of the state was organized at a 
conference held in Milwaukee on 
Thursday noon, July 29, at the call of 
George R. Harsh, head of the Harsh & 
Chapline Shoe Mfg. Co. Mr. Harsh 
was elected chairman and Fred Vogel, 
Jr., was made honorary president. 
Gov. E. L. Philipp and other state 
officials, as well as prominent educators, 
gathered witb about 100 manufacturers 
and merchants, making it a notable 
assembly. 

Scope of Work 

“This is a movement to form an 
organization, the sole aim of which 
is the improvement of the public schools 
to a point as good as it is possible to 
make them,” said Chairman Harsh in 
explaining his purpose in taking the 
initiative in the campaign. “It would 
not be fair to find fault with the public 


RHODE ISLAND OUTING HELD 


Merchants Meet at Warwick Club, 
Provide nce 


Providence, July 22—The annual 
mid-Summer outing of the Rhode Is- 
land Shoe Retailers’ Association was 
held at the Warwick Club, Providence, 





Providence 
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schools; it would rather be our duty to 
find fault with ourselves for not having 
more interest in them. There is no 
intention to prescribe details as to how 
the schools are to be run or what is to 
be taught, but to induce taxpayers to 
provide enough money to bring the 
schools up to the desired standard. That 
is the thought with which this meeting 
has been called.” 


Reviving Community Club 


Ben Lamers, secretary of the Milwau- 
kee Retail Shoe Dealers’ Association, is 
taking the initiative in a movement to 
revive the Grove _ Street-National 
Avenue Business Men’s Association, in 
its day one of the most influential 
neighborhood organizations of the 
many existing in Milwaukee. Mr. 
Lamers served as president up to the 
time the association virtually dis- 
integrated. He has made a mark as an 
organizer in the boot and shoe trade 
and much is expected of his effort to 
bring the South Side community club 
back into the active ranks. 


Stockholders Meet 


At the first meeting of stockholders 
in the newly organized Fond du Lac 
Shoe Mfg. Co., at Fond du Lac, Wis., 
the following officers were elected: 
A. George, president; Michael Jaber, 
vice-president; Maris Melrage, treas- 
urer; George A. George, secretary, and 
George Jaber, director. The new 
corporation, which has a capital of 
$25,000, takes over the factory making 
workshoes which has been conducted 
for several years by the Jaber and 
George interests. The new form has 
been adopted to facilitate the develop- 
ment of the business. The factory will 
be enlarged at once. 





New Bank Head 


Stephen J. Brouwer, head of the S. J. 
Brouwer Shoe Company, 322-324 Grand 
Avenue, Milwaukee, has been elected 
vice-president of the Wauwatosa State 
Bank, a new community service bank 
organized by business men of the sub- 
urb of Wauwatosa. 








Wednesday afternoon, July 21. At 
twelve o'clock the retail shoe stores of 
the city closed and the merchants left 
by automobile for the picnic grounds 
At four o’clock an old-fashioned clam- 
bake took place. About one hundred 
were present including merchants from 
Worcester and other cities. The sport 
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features were especially interesting. 
In the baseball match the single men 
won over the married men—7 to 6. In 
the ladder climb, the first prize went to 
Mr. Kinsey, who received a cut glass 
humidor, donated by George Pierce; 
the second prize went to Mr. Peloquin, 
and consisted of a $2.50 gold piece 
donated by Mr. Monroe of the Regal 
Shoe Store. Another prize went to 
Harry Schmidt and consisted of a scarf 
and a scarf pin donated by John Mul- 
vey. In the fat man’s race, the first 
prize was won by Mr. Charette of 
Worcester; the second prize was 
awarded to Mr. Randell; both the first 
and second prizes were belts donated by 
John the Shoeman of Providence. 

In the three-legged race the first 
prize (six pairs of socks donated by 
Fred Sherman of the Emerson Com- 
pany) was won by Mr. West and Mr. 
Purvis. The second prize went to Staz 
and Provensal. It was a pair of socks 
and a necktie donated by Frank Ballou. 
The running jump was won by Mr. 
West, who received a silver cigarette 
case, donated by E. S. Lafayette of 
Cincinnati; the second prize was a $2.50 
gold piece, won by Mr. Purvis, donated 
by Mr. Berick of Pawtucket; the third 
prize, a necktie, donated by W. P. 
Butler of Pawtucket, went to Mr. West. 
The sack race was won by J. West, who 
received a silver cigarette case, donated 
by John Gray of the J. J. Long Com- 
pany, Woonsocket. The second prize 
was won by Mr. Left, who received a 
pair of gold cuff links, donated by 
Charles Besaw of Warren. 


New 


RETAIL PRICES 


Still Deeper Cuts Made—Interest- 
ing Sales at Stores 


Still deeper cuts were made in the 
retail price of shoes in New York during 
the last week in July in order to clear 
out the remaining Summer stocks and 
make room for incoming Fall goods, or 
to bring the carried-over Fall footwear 
from the storage rooms where it has 
remained nearly all Summer. As yet 
no New York retail merchant has shown 
advanced Fall models so far as can be 
learned, although a few tan and black 
walking oxfords have made their ap- 
pearance in the window displays de- 
voted to early Fall models in street 
dresses and women’s suits. 

Several interesting sales were run off 
during the week, and response was 
extremely liberal. In the case of the 
Cammeyer sale of black and tan pumps 
and oxfords and- white nubuck pumps 
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One Hundred Yard Dash 


The one hundred yard dash was won 
by Mr. West, who received a mahogany 
smoker stand donated by Dave Hughes, 
buyer for the Gladding Company: the 
second prize was a full set of dress shirt 
studs, won by Dave Hughes and do- 
nated by Joe Beroneay of Woonsocket. 
The third prize consisted of three pair 
of socks, won by Mr. Left, donated by 
Charles Marx, buyer for the Outlet. 

In the pipe race the first prize was 
won by Mr. Sartin and consisted of a 
thermos bottle, donated by John The 
Shoeman. The second prize was a 
fountain pen and was won by Mr. Left. 
The prize was awarded by Fred 
Patersoll. 


Tug of War 


The tug-of-war was won by the single 
men’s team and consisted of a box of 
cigars donated by J. J Connolly, 
“Recorder” representative of Provi- 
dence. In the shoe race, the first prize 
was won by Mr. Sartin and consisted 
of a Gillette safety razor donated by 
Dave Harkins; the second prize was a 
pair of cuff links and was won by Dave 
Hughes. The third prize went to Mr. 
Mellion and consisted of a fountain pen 
donated by Fred Fenner. 

The standing jump was won by Mr. 
Purvis and consisted of three pairs of 
silk socks, donated by Bert Thomas, 
manager of the Walk-Over Shoe Store. 
The second prize was won by Mr. 
Peloquin and consisted of a pair of 
Keds donated by C. S. Whitney. 


York 


and oxfords at $5.95, values formerly 
up to $20, stocks were rapidly depleted 
during the first day of the sale and the 
second day found many prospective 
customers turned away through lack of 
complete size ranges. 

Among the low prices quoted by 
many of the exclusive shoe shops at 
sales during the week were: $5.85 for 
women’s shoes formerly selling as high 
as $14 by the Queen Quality Boot Shop; 
$9.90 and $10.00 for $14 to $16 values 
by Alfred A. Kohn; $8.85 for French 
last models formerly selling from $14 to 
$25, by William Bernstein. 

Bonwit Teller and Company made a 
special offering of 500 pairs of women’s 
dress pumps and walking oxfords at 
$6.75 and James McCreery & Com- 
pany put the same price on low white 
shoes. Saks & Company struck $6.95 
as a low price on white canvas pumps 
with high or low Louis heels. Gimbel’s 
shot a wide range of prices at their 














Whereto! Buy 


Men’s Shoes 
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nauare tedbote 
SEE OUR CATALOG 


196 CHURCH STREET,N.Y. 
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BROCKTON 
FACTORIES 








THE “TQUGAS” sHoE 


BETTER THAN THE BEST 
Strengthen your line with the fyt-enliing 
men’s welts we can send you. In stock 
Made to order. 

GEO. N. _ TOUGAS SHOE CO. 

161 Summer St., Boston 








Rocker Bottom Wooden 
Sole Footwear 


SHOES, 6 to 14 Inches 
BOOTS, 14 to 20 Inches 


Send for Catalog and 
Prices 
REECE SHOE COMPANY 
Columbus, Nebraska, U. S. A. 














Warearaoe’ 
Wood Sole Boots and Shoes, 
Oil Grain. Full’ a 
Tongue and Ba 
Send or bent at ling whe 
you can sell these 


A.H. eeciianatin 


mg doe! WIS. 
Established 1887 








Stock Dept. 5 <¢ 
Is at Your Service eS 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 
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HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 
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Where to Buy 


Children’s Shoes 














Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We do not sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








SHOE BUYERS ATTENTION! 
BROOKLYN MADE 


Children’s}and 
Misses’ Turns 


SCIENTIFIC SHOE CO,, Inc. 
BROOKLYN, N. Y. 
BOSTON Office, 147 Lincoln Street 











ROCHESTER’S FELT 
SHOE KINGS 


CE ORDERS NOW AND INSURE 
waa: EARLY DELIVERY 
Write for Catalog 


F. W. HAHN CO. 
NEW 


ROCHESTER YORK 








“ELAM’? 
Flexible First Step Turn Shoes 


For the Jobbing Trade Exclusively 


F, S. ELAM SHOE CO., Inc. 


Rochester, N. Y. 











H.H. FREELAND 





AShoe forBoys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 














W2C.Goodger 


Manufacturer of 
Children's Dlexible Gurn Shoes 
Jor Jobbers i 
89 Aller: St.. Rochester, NO 
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SOFT SOLES 
A Wonderful Line for the 


* All leather lines rang- 
in from 








and 2 
:NU BABY SHOE CO., Fast Lynn, Mass. 
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women’s shoppers, beginning at $3.75 
and running up to $9.75, at which price 
they offered Theo ties and cross straps. 

The reductions in men’s shoes have 
been more modest and many retailers 
assert that extreme price cuts are not 
necessary to induce men to purchase 
new shoes. However, the feeling is 
growing that many men are purchasing 
Summer shoes now for use early in the 
Fall, and for this reason a late Fall 
season on men’s high shoes is expected. 


WHOLESALE TRADE 


Orders Placed Being for Small 
Quantities 


Little improvement in wholesale 
buying was noted last week in this 
vicinity. Manufacturers here reported 
fair sales at the various style expositions 
where their shoes were exhibited, but 
trade locally has been dull. Not much 
is heard of further price reductions, 
although one selling agent for a New 
England women’s shoe manufacturer 
admitted that his price list has been 
pared down 35 and 40 cents a pair this 
week. Dull trade does not mean that 
no shoes are being sold. Orders are 
being placed, but mostly for small 
quantities. The New York retailers 
continue to lag behind the retailers 
from other sections in their Fall buy- 
ing, according to salesmen who work 
in this territory. 


Boosting Subway Loop 


Shoe merchants along 34th Street 
are boosting the movement toward a 
subway “loop” through this district 
connecting the east and west subways. 
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The loop undoubtedly would facilitate 
travel in the neighborhood and add to 
the shopping activity along 34th Street, 
which already is the principal cross town 
shopping thoroughfare in the city. 
Last week new lights were installed on 
the street, bringing the lighting facili- 
ties on a par with those of Fifth Avenue. 
Shoe merchants participated in the 
ceremonies with which the new lighting 
system was inaugurated. 


Fisher’s Buying Advice 


Nathaniel Fisher, one of New York’s 
most prominent jobbers, is of the opin- 
ion that many retail merchants are 
remaining out of the market for Fall 
footwear too long. ‘‘My advice to the 
retail merchants,” he said, ‘‘is to place 
orders for at least 50 per cent of their 
requirements now, or they will find 
themselves short, because of the delayed 
deliveries, when the demand reaches 
them.”’ Mr. Fisher is convinced that 
there can be no great reductions in 
footwear from now on and that the big 
problem will be for the factories to turn 
out the Fall footwear in time for the 
trade. 


Rubber Shoes Active 


Duane Street, New York’s down 
town wholesale shoe section, is showing 
more activity in the receipt and ship- 
ment of shoes these days than it has 
for the past month. Boxes of shoes 
going into the jobbers’ ware rooms and 
smaller cartons being shipped to cus- 
tomers block the sidewalks. The move- 
ment of rubber shoes apparently is quite 
active. 


Haverhill 


GENERAL SUMMARY 


Big Showing at National Shoe and 
Leather Exposition and Style Show 


Orders for welt shoes are being re- 
ceived by Haverhill manufacturers in 
considerable volume. 

Cuban orders are also adding stimu- 
lus to the shoe condition of the city. 
Export business appears to be growing. 
The children’s shoe manufacturers are 
said to find a good market in Cuba, also 
the manufacturers of wood heels and 
trimmings. 


A Big Showing 


Haverhill trade made a great showing 
at the recent National Shoe and 
Leather Exposition and Style Show. 
Some of the very newest and novel 


styles were shown in the “Haverhill 
Made”’ exhibit. 

A cubist pattern of pump by Kim- 
ball & Sherman Co. made a decided hit. 
Its originality was marked. At the 
Chas. K. Fox, Inc., booth there was a 
real live fox held on leash by a charming 
little girl: This feature emphasized the 
trademark idea which has been the 
distinguishing sign for Fox footwear 
style for years. 

The Civilian Shoe Company, whose 
factory is just outside this city, designat- 
ed their booth at the Style Show by the 
timely title “Optimists’ Booth.” An 
attractive line of men’s Goodyear welt 
shoes were shown which, as they said, 
“would put the ‘glooms’ on the benches 
and enable the ‘Sunnyside’ boys to run 
up a big score.” 
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Emery-Marshall Company had an 
exhibit to which visitors turned with 
manifest interest. This company is 
now showing a line of Growing Girls’ 
shoes. 

Chesley & Rugg, makers of women’s 
turn shoes, filled Booth No. 122, fully 
and finely. One of the features in the 
foreground of this exhibit was a man’s 
slipper in an attractive shade of tan kid 
made over a last of very dressy char- 
acter. 

“Every Shoe a Business Builder’’ was 
the slogan at the Hopkins & Ellis 
booth. Beauty and symmetry of de- 
sign were outstanding features of the 
Witherell, Dobbins & Co. line. 





No Meetings Until September 


W Officers of the Rochester Retail Shoe 
Dealers’ Association have decided that 
there will be no noonday luncheon 
meetings during the month of August. 
Reason for this is given that many 
stores are now in the midst of the Sum- 
mer stock clearance and are most active 
in the rapid disposal of the accumu- 
lated odds and ends. Then, too, the 
merchants are busy making many in- 
terior changes in anticipation of their 
Fall opening days and it was thought 
best that meetings be resumed after 
Labor Day. 


WILL PUBLISH PAPER 


Rochester Association Plans to 
Issue Monthly Sheet 


According to Secretary Schmanke of 
the Rochester Retail Shoe Dealers’ 
Association that organization will soon 
issue a monthly paper to keep its mem- 
bers and other shoe men informed of the 
progress being made by the local group. 
This publication will be sent to each of 
the 54 members of the local association, 
to officers of the state association and to 


Rochester 
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Welch, Moss & Feehan are showing a 
selection of strictly refined lasts and 
patterns of recognized merchandising 
value to visitors at their Boston office. 


High Heels Are ‘“‘It”’ 


While low heels have appeared to be 
in the ascendency of public favor, it is 
very clear to students of trade tenden- 
cies that there will be nothing to take 
the place of the Louis heel on fine foot- 
wear. Grace is a prime consideration 
in design and with a prettily patterned 
upper, the long flowing curves of the 
Louis heel give the harmony and 
symmetry essential to uniform beauty 


officers of other shoe merchants’ asso- 
ciations throughout the country. One 
Rochester shoeman suggests that the 
New York State organization issue such 
a publication and that each of the locals 
contribute news items to this official 
publication. This plan will be sub- 
mitted to President William Pidgeon, 
Jr., and if approved readily will hasten 
the appearance of the proposed publi- 
cation. 


NEW SHOE STORE 


Ball Repair Shop to Retail Men’s 
and Boys’ Shoes 


Samuel Ball, proprietor. of a chain of 
quick repair shops throughout New 
York State, announced last week that 
he would soon open a men’s and boys’ 
shoe department in his shop on Clinton 
Avenue North. Mr. Ball has just re- 
turned from Boston where he _ pur- 
chased an immense stock of medium 
priced shoes. The front half of the 
repair shop will be fitted up with suit- 
able settees and shelving and will be 
under the personal supervision of Mr. 
Ball. 


Memphis 


THE RETAIL TRADE 


Series of Special Sales Held at Shoe 
Stores 


The series of special Summer sales 
continue in progress here at a number 
of the leading shoe stores and several 
of thé general merchandise and de- 
partment stores which handle shoes. 
These are put on with banners, news- 
paper publicity, extra sales force and 
price reductions of a limited character. 


Business is a little quiet owing to the 
very hot weather and the confusion over 
the city fire department strike, but it is 
becoming normal again, and by Septem- 
ber it is expected to be very active. 
Several important mercantile and trade 
conventions are scheduled in Memphis 
for August. 


List of Sales 


Levi and Grief’s general merchandise 
store have on what they call their 
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Where toBuy 


Children’s Shoes 











IN-STOCK 


Patent Seamless MaryJane 
NO HEEL. SIZES 2 TO 5 


At $1.15 


JOHN M. AHEARN SHOE CO. 
683 Atlantic Avenue, Boston 














STOCK — Specialties in 
| | Sandie Misses’ and Children’s 
EE | Shoes, Slippers, Spats, etc. 
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In Stock Indian Moccasins 


No. 1430 BEADED VAMP 
Men’s 7toll 4 
Women’s3Sto 6 1.60 
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Where to >Buy | 
Ballet Slippers 














High-Grade Ballets. 


Women’s $1.85 and $2.25 Grades 
Misses’ 1.75 and 2.15 Grades 
Children’s 1.65 and 2.05 Grades 
THE HAMMOND SHOE CO. 
HAVERHILL, MASS. 








=BUY THEM NOW FOR 


FALL DELIVERY 

ONE SAFE BET - PURITAN BALLET SLIPPERS 

Women’s Black, sizes 2% to8 os 
Misses’ 


llto2 1.65 
Child’s as “* 8 to 1044 1.55 
Whites Ten Cents a Pair More 
PURITAN SHOE CO. Ine. 74 Reade St., N. Y. C. 
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Women’s Dull Goat Oxford, $1.30 
Carried in Stock 








BROOKS SHOE MFG. CO., Philadelphia 
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| Where to Buy 


Standard Shoe Materials 





T. W. GODSOE, Pres. 
| 





W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 


corors MAT KID 


95 South Street, Boston 








STANDARD 
KID 


SS 





Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. $8 5cut Spree 


Tanneries at Danversport 











GUARANTEED 
TWO YEARS 


Hub Gore means Guetey and 
Service, because the Best of 
Materials and Highest Skilled 
Labor are Used 

BOSTON —— NEW ross San no 











Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 











No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 

All the Time 








COATED GEM DUCK 
ADHESIVE aie pel CLOTH 
Rubber and Lea 
Dry Foot Woden 
Sheet Rubber Soling 


B. F. CHAMBERLIN 
184 Summer St. 


Formerly Walpole Shoe Supply Co. 
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Economy Sale for the Summer, and in 
men’s and women’s shoes, as in clothing 
are offering features. 

The sample Boot Shop, 95 South 
Main Street, women’s shoes, have on a 
special Summer Clearance Sale. 

The Floreshiem Shoe Company have 
attractive windows and a special sale 
this week. 

Rosen’s Boot Shop, No. 3 North 
Main Street, has gaily printed placards 
and some good and special Summer 
values in men’s shoes. 

Ben Spears Shoe Company, South 
Main Street, Memphis, has on a Sum- 
mer special in men, women and chil- 
dren’s shoes. 


Educational Propaganda 


The famous Shoe Store, 110 Jefferson 
Avenue, handling men’s shoes and boys’ 
goods exclusively, have gotten out some 
special trade letters in local papers on 
shoe retail conditions of an educative 
character. 


Attractive Windows 


The Emerson Shoe Company, 63 
South Main Street, has a very attrac- 
tive window this week in the Emerson 
products and Manager Borum reports 
business while quiet in mid-summer 
favorable in its aspects for autumn. 
They give as close attention to their 
window features as any store in the 
South. 


BACK FROM EAST 


Cc. D. McRae to Put New Ideas into 
Operation 


C. D. McRae, well-known head of 
the EEE Shoe Company, returned 
yesterday from the Eastern markets, 
stopping at various large cities en route. 
His shoe and hosiery lines are moving 
along nicely this Summer, following the 
discontinuance of the 13 Day Special 
Sale, a semi-annual event which in it- 
self was a big success. Mr. McRae 
found many different and interesting 
things in his visit. to the markets this 
time, and expects to put into practice 
some of the most approved ideas that 
he gained on this trip. He has one of 
the largest stores in the Mississippi 
Valley both as to floor space and stock, 
handling the finest shoe product. 


A Big Business 


Another store that always has attrac- 
tive windows and does a big business 
with the labor trade and all classes of 
shoppers is the Newark Shoe Stores 
Company, manged by Horace M. 
Reeves, local manager. 

Mr. Reeves spent his Summer vaca- 
tion at Reelfoot Lake, one of. the noted 
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hunting and fishing places of West 
Tennessee, and is just back on his 
duties. 


New Shoe Department 


An elegantly equipped new location 
at 105 South Main Street is being pre- 
pared for the Halle’s Millinery Store 
who will shortly move to that location 
from a store now being vacated on South 
Main Street near Gayoso. Report has 
it that Sam Hyman, well known shoe 
man, will be with the firm and that they 
carry, besides ladies’ goods and milli- 
nery, women’s fine shoes, hosiery, etc. 
The handsome arched front, beautiful 
show windows and interior will make 
this one of the finest places on the entire 
street. 


In New England 


R. E. Caradine, of the Caradine Shoe 
Company, 63 North Main Street, is in 
the New England markets this week 
and is expected to visit Cincinnati, 
Columbus and one or two points before 
his return. His store carries a fine as- 
sortment of men’s, women’s and chil- 
dren’s shoes. 


REMODELING FRONT 


Perkins Shoe Company Have an 
Ideal Location 


The Perkins Shoe Company, corner 
North Main Street and Poplar Avenue, 
are remodeling their front. This is one 
of the oldest stores in that part of the 
city and carries a general line of shoes 
exclusively, with repair department and 
fine trade methods. They are just 
across the street from where the New 
Auditorium will be built and for which 
it is announced the site is to be cleared 
immediately in the block bounded by 
Front and Main, Poplar and Exchange. 
The municipal auditorium will be one 
of the great buildings of the South when 
it is erected. The New Arlington Hotel, 
to stand twelve or fourteen stories, will 
also be started this Autumn in that part 
of the city, Main and Adams being the 
location. 


MEMPHIS BRIEFS 


Milwaukee Representation — On 
and Off Trips—A Discontinuance 


F. Mayer Shoe Company, H. F. 
Kerns, manager, is one of the Milwau- 
kee shoe wholesale interests represented 
in Memphis by office at 11 North Main 
Street. 

Max Weis, of the Specialty Shoe 
Company, wholesalers, South Second 
Street, Memphis, has just returned 
from a trip East. 

Mr. Lee, of the Lee Wholesale Shoe 
Company, South Second Street, Mem- 
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phis, is in the New England wholesale 
centers. 

Goodman’s Boot Shop, owing to 
expiration of lease, on South Main Street 
has discontinued the exclusive women’s 
shoe store of several years and the stock 
was sold to the Royal Shoe Company 
III, Jefferson Avenue, a store of similar 


type. 


Home From Boston 


H. C. Yerkes, of Goodbar and Com- 
pany, wholesalers, returned home a few 
days ago from a trip to Boston and 
other New England points. He reports 
wholesale conditions good and crop out- 
look in the South much better than it 
looked earlier in the Summer due to 
seasonable hot weather and goodrainfall. 


COTTON STATES CONVENTION 


To Be Held in Memphis, August 
10-11-12 


On August 10-11-12 will be held in 
Memphis one of the largest mercantile 
conventions of the year, the Cotton 
States Merchants’ Association in 7th 
Annual. The attendance of general 
merchants from the towns and cities of 
half a dozen States runs well into the 
thousands each year. P. M. Birming- 
ham, secretary, advises that the pros- 





QUESTION OF PRICF. 


Few Glimpses of What Shoes Are 
Costing to Make 


Price has once more become an im- 
portant item in the Lynn trade. Many 
buyers are asking for shoes that they 
can retail at $10 a.pair. They wish to 
escape the luxury tax. Other buyers are 
asking for shoes under $10 a pair. Some 
talk of shoes to retail at $5 a pair. 
Propaganda about cheap shoes prompts 
them. They read in hasty reports in 
papers, or they hear friends say that 
they can get a pair of good shoes for $5. 
There’s nothing to it. Here are a few 
glimpses of what shoes are costing. 


For Kid Leather 


For kid leather, Lynn manufacturers 
are paying from 75 cents to $1 a foot. 
It takes four feet of leather to make a 
pair of nine inch boots. The cost of 
the uppers alone is from $3 to $4 a pair. 
Soles cost from 50 to 75 cents a pair. 
Labor costs run from $1 to $1.25 a pair. 
Findings cost 50 cents a pair, more or 
less. Overhead figures at 50 cents a 
pair, or more. The total cost of the 
shoes runs up towards $7 a pair. And 





Lynn 





BOOT AND SHOE RECORDER 


pects are for the largest attendance this 
year than in some time. 

The entertainment events will be the 
best ever, including a visit to the de- 
partment and wholesale stores of the 
city. 

The address of welcome will be de- 
livered by Governor A. H. Roberts, of 
Tennessee; Mayor Rowlette Paine. 
Second day an address by Governor Lee 
Russell, of Mississippi; third day ad- 
dress by Congressman Finis Garrett, of 
Dresden, Tenn. Other speakers and 
topics include: “Store .Service,” Jos. 
Flower, of Memphis; ‘‘Profit and Loss, 
the Correct Way to Figure Net Profit,” 
Claude R. Horne, Carrollton, Miss.; 
““A Dealer’s Service to His Community,” 
Curtis M. Johnson, Rush City, Minn.; 
‘*Federal Reserve as a Political Factor 
and the Effect on Business,” C. R. 
Horne; “Rebuilding Country Life by 
Means of Good Roads,” Thos. B. King, 
of Memphis; ‘Practical Ways to In- 
crease Your Sales and Advertise Your 
Business,” A. G. Newmeyer, New 
Orleans; ‘“‘Community Development,” 
Bradford Knapp, of University of Ar- 
kansas; ‘““What a Merchant Should Do 
to Succeed,’”’ J. F. Crowell, of Itta Bena, 
Miss., and many other interesting ad- 
dresses by speakers from the South, 
Southwest and Central States. 


shoes that cost $7 a pair at the factory 
have to retail at $10 a pair, or some- 
body takes a loss. 


At Lower Figure 


These figures can be shaved one way 


or another, of course. Some buyers 
continue to take shoes that cost $8 and 
$9 a pair at the factory. Others take the 
cheaper grades. But the buyer usually 
gets about what he pays. One firm, 
that made shoes to retail at $12 a pair 
last year, is making shoes to retail at 
$10 a pair this season. The quality is 
the same. Which shows that shoes are 
really cheaper. 


BLUE AND CAMEL GRAY 


New Shades for Fall—Some 10-Inch 
Boots 


Four new colors are in the new sam- 
ples of boots from the factory of Rogers 
& Briggs. They are blue, dark gray, 
Autumn brown and field mouse brown. 
The Autumn shade is a triflelighter than 
the present brown, and the camel is 
almost a field mouse color. 

These new colors are made up into 
nine-inch boots, over the new fall lasts. 






Where toBuy 


Engraving and Printing 














ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 











: LDL 








COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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Window Displays 
BACKGROUND __ PAPERS, 
ARTIFICIAL FLOWERS, etc. 

Send for Catalogue 

DOTY & SCRIMGEOUR SALES CO., Ine. 

30 Reade Street, New York 
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Where to Buy 
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MEYER’S THREAD 
Is the Safe Thread 
For dependable shoemaking. 
Don’t take our word for its 
quality. Write for samples 

and test it you > 
Used in 156 different indus- 
tries including shoe trade. 





















OHOE BUCKLES 

OF EVERY DESCRIPTION 

: BEADED AND METAL 
BUCKLES 


OUR SPECIALTY 
FASHION ORNAMENT CO. 


198 MONTAGUE ST. BROOKLYN.N.Y ] 








You need this book on 
SHOE WINDOW 
DISPLAYS 
Get it today! $2.75 postpaid 


FRANK P. TAYLOR 
* 381 Wash’e St., Boston, Mass. 
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A few ten-inch boots are among the 
samples. Solid colors are leaders. Mr. 
Briggs, the style man of the company, 
isn’t approving of combinations of the 
new millinery colors. Also, he isn’t 
strong for low heel shoes, having a very 
decided opinion that Louis heels are the 
proper thing, because they are pretty. 
The new shoes are for Fall. 


SILVER GRAYS 


Travers Shoe Company Hear Re- 
ports—New York Buyers Interested 


Mr. Travers, of the Travers Shoe Co., 
home from a special New York trip, 
reports buyers there interested in new 
colors, especially silver gray. They are 
handling a few ten-inch boots, with 
novelty patterned tops. But the bulk 
of the business will be on nine-inch boots. 
Buyers are doing a lot of shopping 
around, and in particular are trying to 
arrange for the quick deliveries of Fall 
novelties, as they may select them. 
Some buyers are asking if they can have 
shoes delivered three weeks after they 
place their orders. Perchance they 
might, if some other buyers didn’t get 
in their orders first. 


HIGH HEELS APPROVED 


By a Comfort Shoeman—Add to 
Foot Beauty 


H. K. Gardiner approves of high 
heels. The singular thing about it is 





Aug. 7, 1920 








that Mr. Gardiner makes comfort 
shoes. He has never made a Louis 
heeled shoe in his life. But he 


says that they are good and proper 
shoes. They add to the beauty of the 
feet. It would be a crime against style 
in apparel to do away with them. Re- 
formers preach that they are harmful. 
Doubtless they do, when improperly 
fitted. But the great majority of them 
are properly fitted. They give a grace- 
ful arch to the foot, and add to the 
beauty of the shoe, and the joy which 
women get from their apparel. 


LYNN BRIEFS 


Blue Kid Order—Railroad Fares— 
Chinese Buyer 


A Lynn tanner is filling an order for 
15,000 feet of midnight blue kid leather, 
or enough to make approximately 100 
cases of boots. 

The traveling salesmen don’t like the 
sound of those reports about increase 
in railroad fares. It may increase travel- 
ing expense for them. 

A merchant from China was at the 
Benz Kid Company shop in Lynn the 
other day, buying kid leather. 


On Western Trip 
Albert M. Creighton, Lynn _ shoe 


manufacturer, is on a trip across the 
Continent. 





Des Moines 


END OF SALES 


July 31 Sees Formal Close of Semi- 
Annual Reductions 


The stores during the past ten days 
have been very busy. The sales in 
nearly all instances have been succes- 
ful. It seems to have been the common 
occurrence to have had a very strong 
beginning with a gradual dying down 
in sales. Each and every store has vied 
with the other in price reductions. 
Each has been trying to gain new 
customers by rendering able and con- 
scientious service and selling stylish, 
dependable footwear at the lowest 
possible prices during their sales. 


Ready For Fall 


Nevertheless, with all the gradual 
slowing down of buying by the public, 
the retail shoe stores of the city have 
cleared their stocks in a very creditable 
fashion and have really enjoyed one of 
the best semi-annual Summer clear- 
ances that they have ever known. 






“Their shelves are clean and ready for 
Fall stock. They have staged sale after 
sale in an effort to give the people of 
Des Moines a real run for their money. 
They have given all that they had to 
give, by selling on a very small margin 
of profit. And it is certainly to their 
credit,” says Mr. Lorimer, the fair 
price commissioner of Iowa, “that there 
has never been any suspicion of any 
Iowa shoe dealer.” 


Opens West Side Store 


The Reliable Shoe Store, which has 
had a very successful business at 317 E. 
Fifth Street for the past several years, 
has this week opened at 311 Walnut 
Street a west side branch. Their store 
is completely equipped with new 
fixtures, and a very capable selling force 
has been engaged. They are advertising 
special prices on their new standard 
stock. They say, “Bring the children 
in and get a souvenir free at this great 
opening,”’ and it seems to be bringing 
in the bacon. The west side store will 
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continue the policy of remaining open 
on Saturday evenings until 9.30 p.m. 


Brunk’s White Sale 


Brunk’s Bootery is offering to the 
public, women’s white reignskin and 
polar cloth oxfords at $3.85 for Satur- 
day only. They are doing this in order 
io clean up their stock of white low cuts 
this season. Their entire stock of white 
oxfords and pumps is being offered 
at this price. 


Clever Advertising 


A very distinctive mode of advertis- 
ing has been used by the Florsheim 
Shoe Store during the past week, and 
much favorable comment has’ been 
caused by it. At the entrance to the 
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store is a life size railroad sign post with 
these words written on the arms, 
“Stop—look. Excursion Rates,” and on 
the body of the post it reads, ‘On all 
Florsheim Lines.” Ten dollar to 
eighteen dollar shoes are being offered at 
from $6.85 to $12.85. 


The Des Moines Store of the Kinney 
Chain opened up the local “After the 
Fourth of July’’ sales. A full-page ad- 
vertisement in the newspapers de- 
scribed the common situation of over- 
stocking as the reason for the great 
stock-price reductions. The sale start- 
ed off with a rush, but it is gradually 
simmering down. The Kinney Com- 
pany advertise $6.00 values in men’s 
and women’s shoes at $3.49. 


Fall River, Mass. 


GENERAL CLEARANCES 


A Buyer’s Sale Held at Steiger-Cox 
Company Store 


A number of general clearance sales 
are being held in a large percentage of 
the stores in Fall River. La Mode 
Department Store and The Boston 
Shoe Outlet announce such sales with 
big savings. 

At the Steiger-Cox Company store, a 
‘“‘Buyer’s Sale’’ is being offered to the 
public with big specials and savings. 
The shoe department is now in charge 
of Miss Ryan, who takes the place of E. 
Fenton, who has gone into the auto 
repairing business in New Bedford. 


**Back on the Job’”’ 


Mr. Langevin, popular Fall River 
business man and shoe department’s 
buyer at E. S. Brown Company, has 
resumed his duties at the store after a 
vacation. 


At McWhirr’s 


Mr. Cote, shoe buyer for R. A. 
McWhirr Company, states that for the 
past week there has been quite a demand 
for women’s white oxfords and pumps 
with a little lull in the sales of heavier 
grade shoes. 


Early Closing 


The shoe and department stores in 
both Fall River and New Bedford close 
during July, August and September at 
12 o’clock noon and the employes of the 
different stores to date are taking ad- 
vantage of same in a pleasing manner. 


New Shoe Department 


“The Fair”’ is being torn down and on 
the old site will be built a department 
store to be occupied by Barre & La- 
liberte Company; the shoe department 
will be owned and managed by a well- 
known Fall River shoe man; this de- 
partment will carry high-grade makes. 


Buffalo 


INCREASED SPENDINGS 


Retail Shoe Stores Will Benefit from 
Increased Railroad Wages 


Buffalo’s shoe stores will be indirectly 
benefited by the distribution of this city’s 
share of the $600,000,000 in wage in- 
creases, awarded bythe United States 
Railroad Board. Buffalo has thousands 
of railroad workers, most of whom devel- 
oped a taste, during and after the war, 
for high-grade footwear. With consider- 
ably higher wages it is said that they 


will be liberal spenders at local shoe 
stores. 

Clearances of women’s oxfords and 
pumps and men’s oxfords are the rule 
this week. The demand for this foot- 
wear has been steady and stocks are 
being well cleared out at regular prices. 


EXECUTIVES NEEDED 
Shoe Merchants to Promote Ca- 
pable Store Salesmen 
- On account of stiff competition, ad- 
vancing rents and the increased cost of 


Where to Buy 


Miscellaneous 





RUBBER seater 


NEW YORK * CHICAGS 
132 W. Broadway 326 W. Monroe St. 











omin FREE USE 


Of Shoe Cuts, Covers, Borders, Ete., for your 
Booklet, Catalog or Folder, if you place the 
printing with us; or we will Sell Shoe Electros 
at $1.25 each. 

SEND FOR FULL PARTICULARS 


N. H. GROVER CO., R 63, 161 Summer St., Bosten 
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Perfection Pneumatic 
Arch Cushion 
egy Ny 
ELASTIC TIP COMPANY 5 
Boston, Mass.. U.S.A 
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Shoe Polishes 














The Proper .Dress- 
ing for Every Shoe 


Griffin Mfg. Co.. Inc. 








WHITE 
Canaan UNBURNABLE 


for white buck, ete. for white kid, ete. 
NATIONAL SHOE POLISH MFG. CO., Inc. 
PHILADELPHIA, PA. 














SYSTEMS IN SHOE 
STORES 


Equipment, Accessories, Specialties; 

what to use and where to get it, 

is a pert of “Recorder” service to 
ants. 
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STYLE 
APPRECIATION 


When particular women who demand stylish, 
wearable footwear at a reasonable price come 
into your shop—show them the M-C line. 


They will quickly show their appreciation of 
M-C McKays by coming to you and sending 
in their friends whenever they need footwear. 





And what is rather most important—your sales 
will increase to proportions which must prove 


most gratifying. 





MITCHELL-CAUNT CO. 


Factories - Lynn, Mass. - Boston Office, 72 Lincoln St. 
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doing business, Buffalo’s leading shoe 
stores feel the constantly growing need 
of good executives in their business. 
There have been some cases in the past 
where the shoe merchants have brought 
good men from competing houses, in- 
stead of training and recruiting help so 
that the efficient ones could step up 
into the higher-priced positions. Among 
the large shoe houses in this city, it is 
believed that there is real material 
that needs only encouragement to bring 
results, and, on account of the shortage 
of help, there now seems to be a marked 
tendency on the part of the merchants 
to look inside their own organizations 
first for men fitted for promotion. 
This new tendeney is appreciated by 
local shoe salesmen, who have given 
years of faithful service to their em- 
ployers. 


SHOE STORE FEATURES 


Notes on Current Prices and Other 


Store Items 


Recent features at Buffalo shoe 
stores: Van Deventer’s men’s $15.00 
and $16.00 shoes at $10.85; Adam, 
Meldrum & Anderson’s women’s “Queen 
Quality’? Summer footwear, $9.00 to 
$15.00 values at $5.75; Hengerer’s, 
700 pairs of women’s low shoes, new 
goods, $5.45; Newark, men’s $7.85 
oxfords, $5.98; Watters, Main and 
Mohawk, women’s genuine white buck 
sport oxfords with Russia calf trimming, 
leather soles and heels, $13.75; Sattler’s 
men’s and women’s oxfords, $3.59; J. N. 
Adam & Co., children’s barefoot san- 
dals and play oxfords, $1.59 and $1.98. 


At W. L. Douglas Shoe Company’s 
store, 366 Main Street, business is fair 
and there is ‘“‘no kick coming,” accord- 
ing to Manager Williams. This con- 
cern has an effective window display 
of men’s shoes and half shoes, tan and 
black, at $9.00 and $10.00. 


Leonard Rogers, manager of the 
Sterling shoe store, is on his vacation 
with his wife and family at Owen Sound, 
Ont. “We have a special call for the 
goods displayed in our windows at 
$3.85, $4.85 and $5.98; also higher- 
priced stuff,” said H. Wells, acting 
manager. 


A special one-week sale has been held 
at the Newark store at 348 Main 
Street. “With our extensive newspaper 
advertising and special window dis- 
plays of men’s low black and tan shoes 
at $2.98; men’s shoes from $5.98 to 
$7.85 and women’s white pumps at 
$2.48, the sale has been very success- 
ful,”’ said H. G. Sunness, manager. 
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BIG SALE 


Featured at the G. R. Kinney & 
Co.’s Store 


One of the biggest sales in town this 
week is at G. R. Kinney & Co.’s store, 
690 Main Street; seventy-one of the 
other branches of the concern are also 
taking part in the campaign. The sale 
of men’s, women’s and children’s shoes 
and rubber goods, totaling $3,000,000, 
is the aim of the company. The prices 
are $1.90, $2.90 and $3.90. The sale 
has been very successful, according to 
Mr. Siegried, assistant manager of the 
Buffalo branch. 

During the Summer season, white 
goods have had a good run, most of this 
stock going at regular prices. 

Manager Tuttle of this store, who 
recently married Miss Ruth Calloway 
of Hazelwood, Pa., has returned from 
his honeymoon at his parents’ home in 
Pennsylvania. Two members of the 
sales staff are on their vacations. Mr. 
Jupenlase is in Mansfield, Pa., and Miss 
Archie is at her home in Buffalo. 


BUFFALO NOTES 


Miss Ora Robert has been appointed 
manager of Sattler’s shoe store at 820 
Main Street. Miss Robert has had 
considerable experience in handling 
both footwear and help, having been in 
charge of the company’s William Street 
branch for five years. 

“‘We have been specializing on white 
goods all month,”’ she said. 

William Casper, Ralph Casper and 
Emil Rubenstein of Buffalo and Leo 
Levey of St. Catherines, Ont., have 
organized the United States Cut Rate 
Shoe Stores, Inc., of this city. 


Thing Leaves City 


S. B. Thing & Co., Inc., have closed 
their shoe store at 51 and 53 Seneca 
Street on account of expiration of 
lease. They have been in the shoe busi- 
ness here for the past 30 years. 

“‘We have not had any new stock in 
for two months, but sales have been 
good,”’ said E. M. Squires, manager of 
the store for more than a year. ‘‘We 
have been able to dispose of all our regu- 
lar stock.” 

Mr. Squires will leave shortly for 
Troy, N. Y., where he will manage a 
store for the same company. 


Broken Lines Sale 


A sale of broken lines of Johnston & 
Murphy oxfords at $12.85 was held at 
Watters Custom Boot Shop, 303 Main 
Street, this week. 

“The sale has been so successful that 
we are having a difficult time fitting 
customers,” was the report given out at 
this store. 







Brockton 


A STYLE SHOW 


To Be Held During Brockton Fair— 
Living Models 


The committee having the arrange- 
ments for the style show at which 
Made-in-Brockton footwear will be dis- 
played by living models at the Brock- 
ton Fair has secured Miss Mollie F. 
Hurley as the supervisor of the models. 
Miss Hurley will employ only Brockton 
men and women. The men will be 
those who wear a 7B shoe and the 
women will be those for whom a 4B is 
the proper size. Arrangements are 
being made which promise a most suc- 
cessful exhibit of Brockton-made shoes. 
The enthusiasm of the shoe manu- 
facturers is reflected in a way that a 
large majority have already signed for 
space. b 

The Brockton Fair is an annual event 
looked forward to with interest by all 
New England so that the influence of 
the Shoe Style Show will be strong and 
far-reaching throughout this prosperous 
territory. 


Living Trade Marks 


The exhibition will take place in the 
morning from 10.30 to noon and in the 
evening from 7 to 8.30. During these 
periods the display will be continuous. 
“Living trade marks’ will be a de- 
cidedly interesting feature. Many of 
the alluring pictures used by Brockton 
shoe manufacturers in advertising will 
be reproduced. 


Douglas Commissary Quarters 


The only building of its kind pos- 
sessed by a shoe-making concern is 
nearing completion at Brockton. It is 


Where toBuy 


Women’s Shoes 























OUDOIRS IN STOCK 
-| BLACK—COLORS 


Tan, Pink $1: $1.75. Terme 590 5%, 10 — 
HAVERHILL SHOE JOBBING CO. 
69 Essex Stree t.Haverhill ,Mass. 








Women’s McKay 
Stipe and — 
Harrison-Lockwood Co. 


Factory, Haverhill, Mass. 
Boston, 108 Lincoln St. 
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Our Nationally Famous 


GLASS FIXTURES FOR SHOES 


are the most largely used of any one type of Dis- 
play stands. Because: They are incompar- 
ably beautiful and rich. They are interchange- 
able. They are clear and transparent. They 
are unobtrusive and neutral. Designs can be 





made almost without limit. Either “high up” 
or “low down’”’ effects can be secured. No other 
fixture shows shoes so effectively. Our Catalog 
G. F. illustrates and prices the entire line. Ask 


for it. 


PERIOD WOOD FIXTURES | 


Are Shown in Our CATALOG L 
Cloister Cloth.) 
furnished. 
Plushes for Window Decoration carried in stock. 


They come in a large variety of designs in both plain and decorated. 
Strietly high class workmanship. 
WINDOW VALANCES. One day delivery. 
Ask for samples. 


WINDOW RUGS. Our beautiful and original line of Window Rugs 
is made of Silk Velour with Art Borders. (We also make them of 


A very large variety. 





New York Show Room, 65-67 East 12th 
Bet. Broadway and 4th Ave. 











Leaflet in actual Colors. Also sample swatches 


Visit our Chicago or New York Show 


ASK FOR SAMPLES 
Rooms 


THE HECHT FIXTURE CO. 


Medinah Building 
WELLS STREET AND JACKSON BOULEVARD 
CHICAGO 


Our Line is also on Display at Bush Sales Bldg., Shoe Section, 42nd and Broadway 
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on land owned by the W. L. Douglas 
Company and will, when completed, 
be one more large building added to the 
group which constitutes a small city in 
themselves. 

The employes of the W. L. Douglas 
Company will find many things con- 
tributing to the joy of life and work in 
this two-story brick structure. A tun- 
nel will connect it with the factory, so 
that the employes will not have to go 
out of doors in the Winter, when going 
to the restaurant. 

In addition to the dining hall there 
will be counters where groceries and 


other goods will be sold at wholesale 
prices. 

Many other plans may be incorpor- 
ated into the building. 


REGAINS HEALTH 


C. Chester Eaton Welcomed Back to 
His Desk 


C. Chester Eaton, president of the 
C. A. Eaton Company, Campello, Mass., 
who has been ill for the past few weeks, 
has fully regained his health and is back 
to business. 


Detroit 


RETAIL BUSINESS QUIET 


Unusual Methods Adopted to Stim- 
ulate Trade 


The unusual Summer quiet sitll 
pervades the shoe business. 

A survey of the field shows that the 
stores making the most effort to secure 
business are getting it. In one store 
visited the seating capacity was taxed 
to its utmost. This store has been 
pushing for business all month and 
getting it. All low cuts are offered in 
three lots, with specials for quick 
clearance on the side. 

One feature of this store’s sale is that 
it advertises that, “Regular service 
prevails, allowing exchanges, refunds 
and deliveries,” something that has 
been unusual for many years. Other 
stores have adopted the same policy. 


Queen Quality Shoes at $5.85 


During the month the Queen Quality 
store advertised “Ten thousand pairs 
of Queen Quality Oxfords, Pumps and 
Ties at History Making Reductions in 
the Shoe World.” These are advertised 
as cancellations owing to delayed 
deliveries. They are offered in two lots 
at $5.85 and $6.85. 





Good Sales Argument Used 


The Lindke Shoe Company, in 
advertising their Pre-Inventory sale 
use a good argument and have some- 
thing that they can point to later by 
way of prediction should the necessity 
arise. They say: ‘Shoes prices are 
higher for Fall and in our estimation 
there is no prospect of a decline next 
Summer. You can buy now Lindke low 
footwear of the highest quality at 
prices that we cannot duplicate next 
Summer if the present conditions con- 
tinue. Bearing these facts in mind, we 
strongly urge the purchase of low 
footwear for future needs.” 





MEN BUYING BOOTS 


Unsuccessful Efforts Made to Clean 
Up Oxfords 


Conditions in the men’s depart- 
ments are not as favorable as can be 
wished. Many firms will carry over 
many pairs of oxfords unless they are 
dumped on the market during August at 
prices that will mean a heavy loss. In 
some of the men’s departments the sale 
of high and low cuts run about “‘fifty- 
fifty’’ while in others there was not even 
so favorable a turnover. Expectations 
were that there would be an over- 
whelming turnover of oxfords and none 
to speak of in high cuts. 

In one store visited the manager said: 
“There have been eighteen pair of shoes 
sold this morning. Every single pair 
was a high cut although we have done 
all we can to push oxfords.” He also 
related an instance that happened a few 
days ago. A man came in to buy a pair 
of shoes and said he would not buy a 
high-priced shoe. He was going to 
break the high prices by refraining from 
buying. The propaganda that has been 
going on in the papers has affected the 
buying of men’s shoes more than it 
has the women’s lines. Usually when 
a woman sees a thing she likes she 
buys it. She has no very sincere desire 
to affect prices for the rest of the com- 
munity. She has her own desires to 
satisfy and that is as far as she goes. 

The customer referred to was urged 
not to purchase the cheaper shoe but 
did so. Three days later he was back 
willing to exchange them for a better 
grade shoe at any price. 


Department is Remodeled 


The woman’s shoe department at 
J: L. Hudson Company’s has been 
femodeled so as to supply very much 
needed room. The shelving fixtures 
have been rearranged so that there is 
now a capacity of approximately 14,000 
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pairs of shoes on the floor of the de- 
partment. The office which formerly 
occupied valuable floor space on the 
Woodward side of the department has 
been moved to a balcony built on the 
north side near the elevators. The 
seating capacity has been increased by 
40 chairs. 
Rubber Shoe Business Slack 

The sale of tennis and rubber soled 
shoes for boys and girls has not been as 
good this season as anticipated. This 
is partly due, perhaps, to the unusual 
amount of wet weather that has pre- 
vailed and partly to the inability- to 
secure the stocks wanted. 


SEEKING STYLE IDEAS 


John Jaglowicz Sailed for Europe 
August 1 

John Jaglowicz, a leading retail shoe 
merchant at 1017 Chene Street, De- 
troit, Michigan, and a loyal “Recorder” 
booster, has planned a visit to France, 
Switzerland, Italy and England, in the 
near future. 

Mr. Jaglowicz sailed August 1 and 
will spend six months abroad, making 
his trip one of pleasure and seeking 
style ideas in footwear. 


A CANADIAN CONVEN- 
TION FEATURE 


Two Montreal Beauties Attractively 
Feature Vode Kid 

The ‘‘American Beauties’’ which 
served to make the Standard Kid 
Manufacturing Company’s exhibit so 
attractive found a rival in two Mon- 
treal beauties in whom Vode kid foot- 
wear found a setting which attracted 
the attention and admiration of hun- 
dreds of people—particularly of one 
sex. Two young ladies, gowned in 
Copenhagen blue, wearing white accor- 
dion pleated sport hats with fringe 
ribbon tassel, shod in white kid shoes, 
and carrying imported French cream- 
colored parsols, caused consternation in 
the ranks of ladies who were accompany- 
ing husbands, brothers and other male 
friends around the various booths, and 
during dinner hours at the Windsor 
Hotel. 

The novel and telling effect of the 
human element in publicity was never 
demonstrated more effectively, or in a 
more charming manner than by this 
clever publicity achieved by William 
A. Platz and W. L. Francis. This 
original feature was arranged in con- 
junction with Messrs. Lachance & 
Tanguay of Quebec, one of the largest 
users of Vode kid in Canada. An arm- 
let worn by one of the sirens was em- 
bellished by the words “Vode Kid,” 
and the other by the name of the Que- 
bec firm, “‘Lachance & Tanguay.” 
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THE RETAIL TRADE 


This Is Vacation Season—Store Ex- 
ecutives Away—Merchants 
Optimistic 

This is the period of the year when 
shoe store and department executives 
are taking vacations. Some have al- 
ready been away for a brief time and 
are “‘back on the job” with renewed 
energy for Fall-and Winter merchan- 
dising problems. 

Boston merchants in general are op- 
timists. They feel that present condi- 
tions cannot long continue and that 
business depression is going to be fol- 
lowed by a good business this Fall. 
They, with the rest of the merchants of 
the country, feel the need of a price 
basis on which to do business, but 
knowing that the difference between 
what is called a period of prosperity 
and one of depression is measured by a 
fluctuation of not over 20 per cent in 
the public’s demands, they are not 
doing much worrying. 


Group of Vacationists 

Irving B. Howe of the Walk-Over 
Boot Shop, 170 Tremont Street, left 
this week for the Bangor woods on a 
two to three weeks’ vacation. W. W. 
Willson of Willson’s Shoe Shop is 
spending his vacation somewhere in 
Maine; F. H. Crocker, buyer of the 
shoe department at the R. H. White 
Company, is at Digby, Nova Scotia, 
for three weeks; R. L. Upton, assistant 
buyer, starts on his vacation August 23. 
C. H. Pollock returned this week to the 
Thayer McNeil Company store; F. H. 
Porter of this company ran over to 
New York for two or three days on a 
business trip; J. J. Buckley, president 
of the Massachusetts Retail Shoe Mer- 
chants’ Association, is sojourning at 
Nantasket Beach—and so the proces- 
sion goes on. 


Clearance Sales 

Clearance sales are still going on, 
and will probably continue right through 
the month. The majority of Boston’s 
merchants will start the Fall season 
with new and right-up-to-the-minute 
stocks. They have been in full attend- 
ance at the big National Shoe and 
Leather Exposition and Style Show, 
and have noted the snappy creations 
there shown. 


ECHOES OF BIG EVENT 


National Shoe and Leather Exposi- 
tion and Style Show 


The National Shoe and Leather Ex- 
position and Style Show, Inc., of July 






Boston 


20-24, is still being discussed—in fact, 
if all the good things heard and seen 
at the big event were chronicled, they 
would take many volumes. We would 
like to write the whole brilliant story 
in detail, but space will not permit, so 
we are presenting the news in instal- 
ments. 


Rice & Hutchins, Inc., Booth 


At the Rice & Hutchins, Inc., booth 
shoes for the entire family and for all 
occasions were shown very effectively 
in special cases. For evening, in wom- 
en’s wear, there was a patent colt with 
steel beaded ornament, full Louis heels; 
a golden brown pump and a ten-inch 
suede boot in cinnamon brown; also a 
dark chocolate suede. An Educator 
orthopedic shoe for women, endorsed 
by the Y. W. C. A., carried a common- 
sense heel of 114 inches and a 7-inch 
top. A sport oxford for men was of 
white buck, trimmed with dark brown 
calf; there was also a shell cordovan in 
mahogany shade, made on an English 
last, high grade stock, with recede toe; 
an attractive brogue pattern was shown, 
also an extreme brogue with a whole 
quarter, fibre doubling, fair stitched 
sole and heel, which it is predicted will 
go big for Fall; one was shown with wide 
extension sole in grain leather; some 
nobby shoes for children of brown 
Vici kid, extra high cut, lace were fea- 
tured. 

At Stone and Tarlow’s Company 

The Stone-Tarlow Company, Inc., 
booth was in charge of Joseph Behrig, 
assisted by Ben Stone, Sam Stone and 
Dan Tarlow; they featured men’s and 
women’s medium grade welts. The 
Staco Shoe was the prominent feature. 


Eureka Metal Heel 


Eureka Metal Heel Company, Inc., 
218 Tremont Street, Boston, Mass., 
exhibited ‘“‘The Eureka’ Aluminum 
Heel and big bookings were reported by 
Messrs. J. Lancan and Leander, who 
were in charge of booth. 

This aluminum heel with patented 
plate attachment was of especial in- 
terest to the shoe manufacturers and 
three have already adopted same. 

An Interesting Group ‘ 

The Stevens Baby Shoe Company’s 
line was shown at exhibit booth No. 
509, and in charge of D. C. Davis, New 
England representative. Augustua 
Stevens, president; M. E. Thompson, 
Treasurer. 

Davis Means & Timson Company, 
Lynn, Mass., showed “women’s turn 
cumforts” for jobbing and department 
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stores trade. Their New England 
representative, D. C. Davis, was in 
charge at booth No. 509. 

The Little Witch Shoe Company, 
producers of “1 step” exclusives, both 
medium and fine grades, with Charles 
Cooper, president; M. E. Thompson, 
treasurer. 

D. C. Davis, New England represen- 
tative, told of the merits of the three 
above companies at Booth No. 509. 


‘EXPORT THROUGH BOSTON” 


New England’s Slogan for Adver- 
tisement of Boston Harbor 


In order that this port may be made 
known to every exporter of the middle 
West, the Massachusetts commission 
on foreign and domestic commerce re- 
quests that all New England export and 
import houses and manufacturers use 
the catch-phrase on their letter heads, 
manufactured goods and crates of 
merchandise. 

The commission emphasizes three 
points in their advertising campaign to 
induce movement of export freight 
through Boston, where ‘there is no 
congestion,’ they announce. The 
points are: 1. Same railroad rates from 
midwest as to New York and North 
Atlantic Range ocean rates. 2. Direct 
loading from car to ship, avoiding 
lighter transfer and attendant possi- 
bilities of damage, delay, and conse- 
quent extra charges and dissatisfaction. 
Storage charges lower than in New York. 
3. Most direct and logical route to 
Europe—Boston being from 200 to 500 
miles nearer Europe than other large 
Atlantic ports. 


REORGANIZATION EFFECTED 


Hedge-Lewis, Inc., Now DeWitt 
Manufacturing Company 


The DeWitt Manufacturing Com- 
pany of Waltham and Boston, Mass., 
wish to announce that the business of 
Hedge-Lewis, Inc., manufacturers of 
shoe and gaiter buttons, has been com- 
pletely reorganized and enlarged. The 
name of the company has been changed 
to the DeWitt Manufacturing Com- 
pany, which is incorporated under the 
laws of Massachusetts with an au- 
thorized capitalization of $300,000. 

The DeWitt Manufacturing Com- 
pany will continue to manufacture 
Hedge-Lewis shoe and gaiter buttons 
and will also manufacture clothing but- 
tons on a large scale. 

The new company has purchased a 
plant in Waltham, Mass., which has 
been fully equipped with the most mod- 
ern button-making machinery, and are 
now ready to handle a greatly increased 
volume of business. 
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DO We Sell 


Comfort Shoes? 
— 





































































Comfort Specials Record Sale of Women’s Comfort Comiert Specials 
for Shoes Is Made il 
Immediate ch a a Immediate 
. cago, July records for a single shoe sale Deli 
Delivery to one retail concern have been broken by Charles He 
No. 30 Netcher, vice-president of the Boston Store here. No. 4815 

















Smooth Finish Gen- 
uine India Goat, 14/8 
Leather Heel, Hand 
Turned Finest Grade 
Sole. 


This enterprising young merchant bought from 
Atkinson Blumenfeld Company of Boston, represented 
by Jacob J. (Jake) Blumenfeld, 101,400 pairs of 
women’s kid and cabretta comfort shoes made by the 


Women’s Fat Ankle, 
Genuine India Goat, 
Tip Lace, Hand 
Turned, Catspaw 





































Rubber Heel. J. L. Walker Company of Lynn and Lewiston. The : 
Our Price sale amounted to $250,000 and the transaction was Our Price 
completed within half an hour to the satisfaction of -00 
$3 -00 all concerned. *3 
Manufacturers’ Price The sale started yesterday and has proved to be Manufacturers’ Price 
$3.87'/, one of the most successful sales of any retail shoe store $4.07'/, 





or shoe department in the country 


Clipping from Boot and Shoe Recorder of July 17, 1920 


Two Juliet Specials 








No. 611 No. 612 
tt ‘ 
; Plain Toe, Common Sense Last, India Stock Tip, India Cabretta, McKay, 
Cabretta, McKay, Rubber Heel. Our Rubber Heel. Our Price 
Price 
$9.00 $9.10 





eo Se SGT Sa rales 


We sell case lots only, 36 pair to case 


Atkinson-Blumenfeld Co. 


170 Lincoln Street, Boston, Mass. 


RSE BR DERE LT a te ss —— a 
ss - Peet ag a 
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William J. DeWitt is President and 
Raynor M. Gardiner, Treasurer of the 
firm. — 
Add to List 

In our list of Boston offices of shoe 
manufacturers which appeared in the 
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July 3 issue of the “Recorder,” the 
Brown Shoe Company’s location was 
omitted. The Boston address of this 
company is 183 Essex Street, Room 
407—R. B. McCarthy in charge. 


Cleveland 


BUSINESS IS BRISK 


No Failures in Past Two Weeks.— 
Many Shoe Sales 


Shoe merchants of Cleveland en- 
joyed a brisk trade, notwithstanding 
the season is here when stores close for 
half-day periods and thousands go to 
watering places for vacations and week- 
ends. The last week has been a good 
one on the whole, but not up to the 
record of a year ago. 

Business has been kept up by big 
slashes in prices. Today the average 
merchant in Cleveland is selling low 
shoes left from the spring stock at about 
half price. This is responsible for the 
volume of buying. 

White shoes are going at about the 
rate of fifty-fifty, low shoes from the 
Spring stocks making up the other half 
in woman’s purchases. In children’s 
shoes there is a good volume of sandals, 
etc., moving over the counter. 

E. S. Wilkinson, manager of the shoe 
department of the May Company, says 
that trade conditions here are healthy, 
notwithstanding a long run of specials. 
The first prices at the start of the season 
allowed the merchant a fair margin, and 
the reductions have been graded so as 
to leave the dealer in good shape to 
handle his Fall purchases. 

There have been no failures among 
merchants in this city in the last two 
weeks, and so far as reports received at 
retail merchants’ headquarters show no 
shoe dealer has retired from business in 
the last fortnight. 

White goods have been moving at a 
satisfactory rate so far without resort to 
spectacular methods. Special sales on 
this class of goods have been few and 
far between, but everybody is hustling 
to sell low Spring shoes. 

Euclid Avenue has never before been 
the scene of so many large canvas signs 
setting forth sales of shoes. In fact the 
staid old avenue does not look quite like 
the same old place. 


OHIO FAIR PRICES 


Five Per Cent Leeway Allowed on 
Former Percentage 


Merchants here were agreeably dis- 
posed toward the Ohio Fair Price Com- 
missioner, J. H. Pfeiffer, of Columbus, 


who within the last week modified his 
price schedule to permit merchants a 
five per cent leeway. 

Under the ruling of the commissioner, 
shoe merchants’ gross profits were 
limited to from 30 to 35 per cent, de- 
pending on the prices of the goods. 
Now they can go over the mark five 
per cent. 

Under the leadership of the Retail 
Merchants’ Board of the Cleveland 
Chamber of Commerce, shoe men of this 
city argued that merchandising is a 
question of disposing of sizes and styles, 
so far as shoes are concerned. They 
insisted that a rigid price schedule would 
not permit them to follow policies that 
have demonstrated their soundness. 

The leeway was asked on the theory 
that at the start of the seasons when 
goods are fresh and styles and sizes are 
more numerous, a five per cent mark 
up should be allowed,.and then when 
sizes and styles dwindle, prices will be 
cut, and the consumer will profit 
through the leeway. 

Merchants interviewed on the sub- 
ject declared that while the unrestricted 
price rule operated to the joint ad- 
vantage of the merchant and consumer, 
yet few merchants on the average would 
take full advantage of the maximum 
gross profits allowed by the Fair Price 
Commissioner. 


THE WHOLESALE TRADE 


Jobbers Report Fall Buying Volume 
Nearly Up to Normal 


Jobbers and wholesalers in this city 
report that while the Fall buying has 
not been so heavy as it was a year ago, 
yet they assert that the volume was 
nearly up to the normal for the pre- 
war period. 

The buying of low shoes for Fall has 
been rather heavy, and this is taken to 
mean that the coming Fall will be a 
good season for spats. On the other 
hand, there were plenty of merchants 
who took the position that when the 
frost is in the air, everybody will want 
to keep their ankles protected, and they 
bought heavily of boots. 

Tans enjoyed the greatest run among 
the buyers, and of these browns and 
mahoganies took well. 
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COLLECTIONS GOOD 


No Indications of Consumer Let-Up 
in Buying 

Merchants report that collections are 
holding out well notwithstanding that 
there has been a curtailment of produc- 
tion in certain lines of industry in this 
section, and many men and women have 
been laid off. There are still enough 
factories in other lines to absorb the 
men made idle, and so the patronage 
continues good. With prices being 
slashed as they are, working people 
have started a buying crusade, and they 
are carrying away two and three pairs. 
There are no indications of a let-up in 
the run on low Spring shoes and many 
merchants are predicting that the sales 
will last well into September. 


SHORTAGE OF SALESMEN 


Cleveland merchants have begun to 
complain about the shortage of re- 
liable and competent help and the great 
amount of unreliable and incompetent 
help that is available. 

The manager of one of the largest 
and most successful of Euclid Avenue’s 
downtown stores, who came here a 
short time ago, declared last week that 
the city needed the importation of a 
couple of train loads of first-class shoe 
salesmen. 

There are some mighty good men in 
the business here, and their services are 
of course appreciated, but merchants 
complain that their salesmen on the 
average are not steady and reliable. 
They will come in a store, work for a 
week or two and the next thing they 
can be found at another store. 

Men are being paid drawing accounts 
of $25 and $30 per week, and a six per 
cent commission in many cases, and 
they are drawing down from $50 to $75 
per week. Now and then it is reported 
that salesmen make $100 per week, but 
this happens in cases where there are 
big runs on special sales. 

And the special sales are said to be 
responsible for much of the trouble with 
help. With the commission scale pre- 
vailing among proprietors, too many 
salesmen go about seeking employment 
where the best bargain counters are 
advertised. 


Saturday Closing 


The season has arrived when many 
of the larger stores in the downtown 
district close all day on Saturday, while 
others close in the afternoon. Mer- 
chants say they notice a dropping off 
in patronage, and that Saturday instead 
of being the best day in the week, be- 
comes, during the latter part of July 
and all of August, a second-rate day for 
business. 
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The shoe shown here is creating 
remarkable comment and is sure 
to enjoy extraordinary sale. 





Made by the “Walk-Croft”’ Proc- 
ess, it carries the Grace of the 
“finest” —a quality rarely found 
in reasonably priced shoes. 











racrony = BANCROFT WALKER COMPANY -sroxorrice 


13 WORM WOOD ST. 


pee eee MAKERS OF SMART SHOES FOR WOMEN 


“Walk-Croft” prices and styles are especially interesting to large dealers and department store buyers. Sold unbranded if desired. 


RICE BUILDING 
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THE FRENCH SYSTEM 


Huntington Retail Shoe Merchant 
Declares Vanity of Male Is Deep 


“Shoe manufacturers are still using 
the French system,” says Julius Broh 
of the J. Broh Shoe Store of Huntington, 
W. Va., which leaves the public in bliss- 
ful ignorance of the real size of shoes 
they wear. About one per cent of the 
shoes now made are marked with the 
size and width on the inside of the shoe. 
The other ninety-nine have the letters 
and numerals used in the French sys- 
tem and the shoe salesman is thus 


enabled to fit a customer properly and. 


leave him still satisfied that he is wear- 
ing a small shoe. 

‘‘When a man demands a certain size 
and it is not the proper one for his foot 
he is quite content with a larger one if 
he thinks it is the one he requested. 

“Sizes in men’s and women’s shoes 
run about the same. There might be 
said to be a half size difference, because 
a man who wears a 6 A size can feel 
perfectly comfortable in a woman’s shoe 
size 61% A or in a woman’s shoe size 6 B. 

“The public is not yet educated to 
large sizes, but when everyone realizes 
that a longer, narrower shoe is healthier 
all the shoe manufacturers will prob- 
ably adopt the plain marking system. 
Most people are still prejudiced against 
long shoes, but people are being taught 
to wear them. 


Correct Fitting Important 


““Man’s vanity is more clearly ex- 
pressed in a shoe shop than anywhere 
else. A man who wears a size below 6, 
no matter how wide his shoe must be, 
is always hard to fit because he insists 
upon having a 6 even if it isn’t good for 
him. Such men are the most difficult 
to teach that they should wear a seven 
or an eight on a narrow last. 

“It will be several years yet before 
the public learns what is best to wear 
but by persistently fitting correctly 
shoe men hope to be able to tell the 
truth about sizes in the near future.” 


FURNISHES THE FIT 


Morgantown Retail Shoe Merchant 
Has No Trouble Fitting 
Cincinnati Man 


“‘Wouldn’t have believed he could do 
it on a bet, but he did it—and did it in 
the ordinary routine of business,’ de- 
clared James Paton, Jr., of Cincinnati, 
O. He was talking about an important 
achievement—important at least to 
himself—nothing less than getting a 
pair of shoes to fit a pair of feet that are 





West Virginia 


hard to fit. He got just the right thing, 
without any extraordinary difficulty 
from J. A. Blayney, retail shoe mer- 
chant of Morgantown, W. Va. 

“My feet don’t seem to have been 
made for any of the models commonly 
offered in shoe stores,” continued Mr. 
Paton. “I live in Cincinnati, and in my 
business travel some 4,000 or 5,000 
miles a month.- I needed a pair of shoes 
and stepped into Blayney’s shoe store, 
with little hope of getting anything to 
fit, but expecting to do the usual thing 
—take something I could wear. In ten 
minutes I had bought two pairs—both 
perfect fits and I bought them at a bar- 
gain. I told Mr. Blayney about my 
usual difficulty and the pleasant sur- 
prise in this instance.” 


Tomato Champion 


Jeff Newberry, of the Jeff Newberry 
Shoe Company, Huntington, W. Va., 
believes that a little work in the garden 
is the best exercise for tired business 
men. 

Mr. Newberry has the finest tomato 
patch in that city and believes the big 
crop results from his personal battle 
against weeds and tomato bugs. Al- 
though he admits that an attorney of 
his city is the best amateur gardener, 
Mr. Newberry said recently that this 
attorney on several occasions had so- 
licited him as to the best method of 
raising tomatoes and had even asked 
for seeds, looking to ” next year’s 

garden. 


Retail Store Chartered 


After a year’s successful business the 
Johnson Shoe Store of Clarksburg, W. 
Va., has been incorporated because of 
its rapidly growing business, and will 
hereafter be known as the Johnson- 
Ragland Company. For the present it 
will remain at its present quarters, 117 
South Fourth Street. 

R. H. Ragland and W. H. Neely, who 
have been associated with Clay John- 
son in the Johnson Shoe Store since it 
began business more than a year ago, 
have purchased an interest in the new 
fim. Mr. Ragland has had nearly 
twenty-five years’ experience in the 
shoe business as salesman and purchas- 
ing agent for some of the largest con- 
cerns in the country. Mr. Neely needs 
no introduction to Clarksburg folk, 
having been connected with local firms 
for a number of years. 

Under the name of the Johnson Shoe 
Store the organization was very suc- 
cessful and the incorporation was 
brought about in order that the com- 
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pany might do a still larger business in 
Clarksburg. 


WILL HANDLE SHOES 


Hyman Brothers of Greensboro, 
N. C., Purchase Bluefield Store 


It has been announced that Hyman 
Brothers of Greensboro, N. C., have 
purchased the men’s haberdashery 
store owned by Louis Jaffee at Bluefield, 
W. Va. This firm, which owns two 
stores in Greensboro, intends to carry a 
full line of men’s wear including a new 
line of shoes. 


New Orleans 


“WITH THE SHOE AMBASSA- 
DORS”’ 


Will A. Camps Boosts Greater New 
Orleans 


We are publishing herewith an item 
from the “Gulfport-Biloxi Herald,” dated 
New Orleans, and sent, to us by our very 
first New Orleans correspondent, and 
former retail shoe merchant in New 
Orleans—Will A. Camps, who repre- 
sents R. E. McDonald Company in all 
the large cities of the entire South. 


If any crisis is hentieg a place to come 
off, we refer them to New Orleans. She 
fought yellow poves until General Gorgas 
went down up the source, she 
i hold of con- 


- then broke o! it; she settled the 
lo c.f Toles . 


the Metal Trades’ strike, and she is now 
at work on the street car strike. The 
people of New Poem are governs to their 


And since the above clipping from the 
“Gulfport-Biloxi Herald,” the street 
car strike has been settled and there may 
be yet some more to be’ added. 


Grunewald Fine Hotel 


There is no city where the Shoe 
Ambassadors like to stop where they 
are so nicely treated and taken care of 
by such hotels as the Grunewald, St. 
Charles and the Monteleone, especially 
by that “‘Prince of Boniface,’’ George 
Webre, the general and affable manager 
of the Grunewald Hotel, who is 
the Shoe Ambassador’s friend, and 
always takes care of the traveling men. 
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SIDE AND VEAL 
UPPER LEATHERS 


By specifying Monarch Upper 
Leathers you are assured the 
right combination of STYLE, 
PLUS QUALITY. 


Consumers of shoes demand 
quality along with style for the 
prices they are paying today. 


MONARCH LEATHER CO. 


CHICAGO NEW YORK 
BOSTON 
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SALESMEN AT HEADQUARTERS 


Shoe Factory Cost Sheets Being 
Studied Carefully 


Practically all the shoe salesmen 
traveling out of the city for the St. 
Louis houses are at headquarters or 
coming in for their samples and their 
instructions for the new trip. There 
are reports, not yet officially verified, 
that the prices are to be still further re- 
vised from the June 1 figures before the 
men go out, but whether this is so or 
not has not been officially verified, 
although the rumors of additional 
reductions will not down. Certain it is, 
however, that the cost sheets are being 
studied very carefully at the present 
time with especial reference to the 
plans for the fall trips of the men. 


Speeding Up Production 


In the factories operations are gaining 
new headway and practically all the 
plants are running at pretty nearly their 
full labor capacity, although not up 
to their actual plant capacity by any 
means. The present purpose is to get 
the shipments that are due out of the 
way as soon as possible and so prepare 
for the delayed orders which are 
anticipated as a result of the recent 
attitude on buying on the part of the 
retail trade. There is also an increasing 
tendency to reinstate cancellations, but 
the manufacturers are accepting these 
reinstatements only as they bear on the 
present operations of the plants. In no 
case will reinstatements be permitted to 
take their original datings if they inter- 
fere in any way with the orders that 
were permitted to remain as placed and 
which are now forging through the 
factories. This is particularly true in the 
specialty plants where in some cases 
the cancellations came as a little relief 
from pressure on capacity. 


ACTIVE FALL SEASON 


Present Shipments Moving Out in 
Fair Volume 


The St. Louis shoe trade generally, 
as a survey of the market shows, is 
looking for an active Fall season made 
more or less troublesome by the delays 
in orders. Reports from the agricultural 
sections show that the crops have taken 
a spurt during the past six weeks which 
assures the presence of plenty of money 
throughout the south and southwest and 
this always means an active buying at 
retail regardless of theoretical pessimism. 
The in-stock departments of the larger 
houses are to be put in as good condi- 
tion as possible to take care of staples 
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St. Louis 


and semi-staple lines. The present ship- 
ments are moving out in fair volume, 
but there are already reports of trouble 
in transportation and these are expected 
to multiply as the crops begin to move 
in larger volume and demand the 
freight capacity of the roads. 


“END OF SEASON” 


Retail Stores Report Good Business 
on Desirable Merchandise 


In the St. Louis retail stores the cur- 
rent week has been the “end of the 
season,” “final clearance’’ period which 
always concludes the seasonal clearances 
of surplus stock and broken lines. All 
the stores report good business on de- 
sirable merchandise, but that anything 
that looked like a “‘cull’’ was hard to 
move with the discriminating public 
which is still bent on getting as good 
stuff as possible for its money either in 
quality or style or both. In consequence 
the clearances of the week have seen 
some pretty tall slashing on goods that 
could not be moved in any other way 
and the range of bargain figures was 
down to $2.65 and even in one or two 
instances below that figure to get rid 
of undesirable goods—that is goods 
undesirable from the stock standpoint, 
however good they might be from the 
wearing viewpoint. Within the next 
week or two the showing of advance 
Fall styles will begin and from that 
time on opportunity will be given to 
get a line on what the public thinks of 
the new goods and the new prices. 


George Bull Returns 


George Bull, vice-president and mer- 
chandise man for the Brown Shoe Com- 
pany, who has been enjoying a month’s 
vacation from the activities of business, 
has returned to St. Louis, arriving in 
time to participate in the final prep- 
arations of the salesforce for their Fall 
road trips. Another of the Brown 
company’s force to return from a vaca- 
tion trip is Secretary William Krail, who 
has been with Mrs. Krail in Michigan 
and Canada and who returned early 
the past week. 


MARKET BUYING SEASON 


Takes on Real Form with St. Louis 
Style Show 


The St. Louis market buying season, 
although it began in a small way im- 
mediately after the National holiday, 
took on real form and shape the cur- 
rent week with the opening of the 
annual Style Show. The wholesale 
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district and the hotels were crowded to 
capacity with the arrivals of the first 
week of the month and this condition 
is expected to continue until September. 
The wholesale district generally reports 
business as showing an increase over 
the same period of last year and inp- 
cidentally that collections are showing 
up well. Of the shoe business President 
John A Bush, of the Brown Shoe Com- 
pany, for instance, reports that the 
June totals in shipments were the 
largest in the history of the house. The 
improvement in the crops in June, he 
has found, has quickened business, but 
the transportation situation has not 
gained. In this connection he cites 
40 days on a shipment of leather from 
the East and the leather not in yet—a 
condition which is regarded as likely 
to interfere with production. 


Gain in Shipments 


The McElroy-Sloan Shoe Company 
reports for the month of July a gain in 
shipments over the same month last 
year of $168,161.56 and a gain for the 
fiscal year to August 1 over the same 
period of last year of $963,162.37. The 
company’s new factory for which it has 
great need and which is being built at 
Twenty-second and Lucas Avenue is 
being pushed as rapidly as possible to 
completion in the hope that it will be 
possible to relieve the Winter pressure 
for goods to some extent at least. 


New Boonville Factory 


The new factory of the Hamilton- 
Brown Shoe Company at Boonville, 
Mo., is expected to be ready for opera- 
tion about October 1. The construc- 
tion work, which was suspended as the 
building neared completion, has been 
resumed. Difficulties arose over the 
labor supply prospects and the housing 
situation in Boonville for labor which 
might remove to the town and it 
was thought best to call a halt until the 
condition could be cleared up. This has 
been accomplished and the outlook for 
reasonably early operation of the new 
plant seems satisfactory. 


Plans For Fall 


Chester F. Reith, president of the 
Juvenile Shoe Corporation, who was in 
Colorado for a vacation trip, made a 
short run into headquarters the past 
week to look over the situation and size 
up the plans for the early Fall business, 
after which he returned to Colorado, 
where his wife remained during his trip 
home. Superintendent E. Alden, of 
the Carthage plant of the company, is 
also away on a vacation trip to his old 
home in New England, driving back 
there, as he came to Missouri, in his 
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automobile. The Juvenile corporation, 
which completed its first five years in 
business recently, reported total sales 
for the period of $5,535,132, each suc- 
ceeding year showing an increase over 
the year preceding. 


J. M. Johnston Returns 


J. M. Johnston, style expert for the 
Brown Shoe Company, has returned to 
St. Louis after a swing around the cir- 
cuit of style shows beginning with that at 
Chicago and concluding with the 
National Shoe and Leather Exposition 
at Boston. He reports a very interest- 
ing trip and that he found plenty of 
evidence that the retail trade was in 
need of new designs to sweeten up their 
stocks and move them a little more 
rapidly when the Fall season is fairly 


BOOT AND SHOE RECORDER 117 


opened and the Winter business comes 
under consideration. 

Harry Friedman, advertising manager 
of Leo Gordon Shoe Company, has just 
returned from his vacation. 


Regarding L. Goldman 


L. Goldman, a shoe jobber of the 
Washington Avenue district, is having 
the time of his life with building 
wreckers thundering to the right of him, 
to the left of him and to the rear of him, 
but not in front of him. The structures 
on either side and back of him are be- 
ing torn down to make way for a large 
new structure, but Goldman is standing 
on his own conception of his lease 
provisions and refuses to stop business 
until the lease provisions are complied 
with. His business is proceeding under 
difficulties—but it is proceeding. 


Philadelphia 


THE RETAIL TRADE 
Many Sales Merchants Are Fast 
Liquidating Stocks 

Retail trade could not be described 
as anything else but dull in comparison 
with the business which merchants have 
been accustomed to in the past year or 
so. A number of stores report a brisk 
number of sales, but in every case this 
represents for the most part the disposal 
of surplus stocks at a sacrifice. The 
great majority of stores have completed 
their clearances, but there is never- 
theless a great deal of activity here and 
there, due to the fact that some of them 
have found it necessary to prolong 
their special offerings. Then too, there 
is a decided tendency in the Philadel- 
phia retail trade to trim stocks down to 
a minimum of safety. 


This has led to a condition in which 
various stores now and again are clean- 
ing out this, that and the other odd lot. 
For the most part these offerings are 
not in large units, but the prices at 
which they are made serve to bring a 
greater amount of trade into the stores 
than otherwise. 


THE TANNING SITUATION 


Deal Closed by Local Houses to 
Supply Danish Firm 


A noteworthy event in the local 
leather market was the confirmation 
of a report that a deal has been closed 
by Philadelphia tanneries to supply M. 
J. Ballyn Sons, of Copenhagen, Den- 
mark, with between $4,000,000, and 
$5,000,000 worth of glazed kid. 


This big export order was divided 
among the local tanneries, and is 
expected to act as a much needed tonic 
to the industry, which for many weeks 
past has been facing anything but a 
pleasant outlook. It is regarded as 
questionable, however, whether it will 
serve to stimulate local buying to any 
great extent. 


Leather Market Quiet 

The leather market has been showing 
less activity than at any time in years, 
and despite the warnings of tanners 
that unless orders are forthcoming in 
greater volume, and very soon, a serious 
shortage is likely to develop; the shoe 
factories in this section are showing very 
little interest in future requirements, 
and from the talk that their salesmen 
bring in from the retail trade there 
is little likelihood that there will be any 
rush for supplies on the part of the 
factories for quite some time to come. 
And in the meantime much of the 
tanning capacity of this section has 
been lying idle. 


QUAKER CITY BRIEFS 
Return from Europe—On Canadian 
Trip—A Removal 

M. K. Salen and John J. Collins, of 
J. T. Kirkpatrick & Co., leather dealers 
at 351 North Third Street, are expected 
to return within a few days from 
Europe. They have completed a 
tour of a month and a half through 
England and the continent, and are 
on their way back to this country. 

Frank J. Dougherty, of Cadwallader, 
Dougherty & Co., dealers in shoe 
factory supplies, has gone to Canada 
for a three weeks’ trip. 

S. Berger & Co., wholesale shoe 
dealers, 11 North Fourth Street, have 
announced their removal in the near 
future to their new quarters at 50 North 
Third Street. 
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N Rov TL 
One Look 


at shoes made of 
ROVILLA KID 


Shows 
that they are 


Beautiful 
Stylish 
Lustrous 
Comfortable 
Durable 





















They combine all that a 


shoe should be—with the 
price your customers are 


willing to pay. 


CASTLE KID CO. INC. 


Originators and Maker. 
CAMDEN,N.J. 
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Little Money Will Start | 
This Flourishing Business 


Present-day financial conditions stress the need of up the X-L Combination Last Line cover a wide 
largest volume with rapid turnover of the smallest range of your requirements. 
possible investment. 

















Take the item of sales possibilities. 90 per cent of 


\Vith little money and little effort you can build up the women of your community can be fitted with 
large, flourishing, profitable Combination Last Combination Last Shoes. 

Shap Senate. It is a STAPLE business. Not affected by style 

fake the item of investment. Your initial invest- changes. It is a PERMANENT business. Once 

ment need not be large. It can be kept small because you give a woman a perfect fit you are apt to have 

X-L Combination Last Shoes are IN STOCK; sold made a permanent customer of her. 


mesehandue can be replaced.quickly. Let us send you the folder which describes the X-L 


Take the item of stock. The four styles that make Line of Combination Last Shoes. 


Sample Orders Solicited 
Write for Folder Describing X-L Combination Last Line 


THE KROHN-FECHHEIMER COMPANY 
X-L LINE DEPARTMENT CINCINNATI, OHIO 


X-L LINE Ft (ombination & feature IN STOCK 


ARAM 














No. 2709—‘‘Comfy-Fit’”? Combina- No. 2710—‘“‘Happy-Foot” Combi- No. 2711—“Fitzu” Combination No. 2712—‘‘Konsolation” Combi- 
tion Last, glazed kid, welt, 8-inch nation Last, glazed kid, welt, 84- Last, glazed colt, welt, 8-inch boot. nation Last, glazed kid, turn, 8- 
boot. 34 foxing, 14-8 straight heel, inch boot. % foxing, 14-8 straight %{ foxing, 12-8 straight heel, inch boot. % foxing, 12-8 straight 
straight glazed tip. heel, imitation straight tip. straight glazed colt tip. heel, straight glazed tip. 

Price, $8.50 Price, $9.25 Price, $7.50 Price, $8.25 
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into your LOW PRICED SHOES 


Our SNUFT SIDE LEATHER | spe-LEATHERS 


will help you do it. Mek x To 
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These facts are 
worth proving. 


It hss THE APPEARANCE OF CALF 
It gives LONGER WEAR 
It is MODERATELY PRICED 


Try some shoes 
of this leather 
and see. 





C. D. Kepner Leather Company 


137-139 South Street, Boston, Mass. 
223 W. Lake Street, Chicago, IIL. 




















HuGH LYONS & COMPANY 


MAKE BUYERS OUT OF PASSERSBY 












uyers Gf 
ATLANTIC AVE and ESSEX ST. 
400 Rooms-500 Baths “18° Adey and up 









Passersb 
— ABSOLUTELY FIREPROOF 


SK any man in the shoe and 
A leather trade where to stop 
when in Boston and you'll 
get the tip to stop here. Few are the 


; “boys” that have never entered the 
Hugh Lyons designs are the accept Essex and enjoyed its facilities for 


ed standard for display fixtures the the prompt transaction of business. 
world over. The up-to-dateness of its — 
Hugh Lyons fixtures are not only ments and its unsurpassed location 


/ make it the first choice of those 
beautifully designed but always whose time must be made to count. 
practical. 


Write for our latest catalogs. THE HOTELJESSEX CO. 
BOSTON 
McCARTHY BROS. 
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RANSPORTATION conditions are 
worse. You can't make a turn- 
over unless you have shoes of the 

right style at the right time. Sendin your 
order now for future prompt delivery. 
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“When Knighthood was in Flower” each noble Knight 


bore a coat of arms which gave testimony of his worth, 
merit and integrity. 


Today, ‘When Business is in Flower, "manufactured prod- 
ucts bear trade-marks—modern coats of arms—to designate 


their standing and quality. 


Among all trade-marks none expresses more of genuine 
distinction and value than the coat of arms of NEW 
CASTLE, the glazed KID of topmost quality. 


BLACK WHITE COLORS 


New Castle Leather Company, Inc. 


NEW YORK 


BOSTON MONTREAL, CANADA CHICAGO 
and the Principal Leather and Shoe Centres Everywhere 


Factory: Wilmington, Del. 
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ST. LOUIS TRAVELERS 


Live Wires Who Will Soon Be in 
Territories 


James Spencer, who is known to hun- 
dreds of merchants as “Jim,” and who 
has for the past three years been as- 
sistant to John H. Wilson, advertising 
manager of McElroy-Sloan Shoe Com- 
pany, will go on the road for this 
house the coming season. 

Eastern Kentucky and West Vir- 
ginia will be the territory covered by 
Mr. Spencer. This is a section which 
McElroy-Sloan Shoe Company have not 
regularly covered heretofore, but with 
‘“‘Jim’’ Spencer on the job there is no 
doubt but that Billikens, Masterbilts 
and Super-treds will soon be well known 
there. 

James Spencer, before associating 
himself with McElroy-Sloan Shoe Com- 
pany, was with Hamilton-Brown for 
seventeen years, most of which time he 
traveled. The last two of the seventeen 
years he was in the advertising depart- 
ment. 

Mr. Spencer not only has a thorough 
knowledge of shoes, but is acquainted 
with the needs of the retail merchant. 
He has a host of friends who will wel- 
come him on the road again. 

The Dittmann Shoe Company will 
open new territory in the North, North- 
west and extreme Southeast. Their 
salesmen will leave the latter part of 
August with a full line. 

Harry Meyers, advertising manager 
for Dittmann Shoe Company, is working 
on their new catalogue. After comple- 
tion he will take his vacation. 

Schroeder Lampe Goldman Shoe 
Company will travel the following sales- 
men the coming season: Jack Davis, 
covering Tennessee and Kentucky; 
Felix Meyer, Georgia, Alabama and 
Carolina; George Wilson, Kansas and 
Colorado; E. J. Goldman, Texas and 
Oklahoma; H. J. Schroeder, Missouri, 
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Illinois and Indiana; Wm. H. Lampe, 
Iowa and Nebraska. 


AT THE NATIONAL 


Shoe and Leather Exposition and 
Style Show 


Among those salesmen seen at the 
National Shoe and Leather Exposition 
and Style Show, Inc., held in Boston the 
week of July 20-24, were Hugh Doyle 
of Randolph, Mass., who travels for the 
Churchill & Alden Co. William E. 
Cooper of this firm had charge of the 
booth and was assisted by Mr. Doyle. 
Together they talked up the merits of 
Trupedic shoes for men and told about 
their corrective, straight walking fea- 
tures. “‘Women’s shoes are also featured 
in the Trupedic line,”’ said Mr. Doyle— 
in black and mahogany—this little 
chart, showing the three types of feet— 
inflare, straight and outflare, has been 
endorsed by the American Posture 
League.” 

At the Richards & Brennan booth, 
John B. Brennan, senior salesman, was 
in charge, assisted by Robert A. Uniac 
and William P. Brennan. They fea- 
tured ‘““The Brennan Shoe,” showing a 
complete line of medium and _ high- 
grade men’s welts. 


For K. M. Stone 


At the booth of the K. M. Stone Im- 
porting Company, Gordon Goldsmith 
was much in evidence. K. M. Stone, 
head of the house, was in charge. He 
was assisted by Gordon Goldsmith and 
J. D. Makinney. 

This firm showed a full line of bro- 
caded satin slippers and all kinds of 
evening slippers; also a line of imported 
mules, satin slippers and D’Orsays. 
Also a winged pump. This was decora- 
tive and protective, the wings protect- 
ing the ankles of the wearer, while lend- 
ing a distinctive touch to the footwear. 
The shoe was of black satin and the 
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wing of soft black feathers. Another 
effect was gained by Mr. Stone by at- 
taching the feathers to the backs of the 
pumps—in mercury effect. 

Besides the K. M. Stone Importing 
Company, Mr. Goldsmith also repre- 
sents Nason & Phillips, Benj. H. New- 
hall, and J. Newton Seitz Shoe 
Company. 

HAGERSTOWN SALES CONVEN- 
TION 


Men Enthusiastic Now in Their 
Respective Territories 


The annual salesmen’s convention of 
the Hagerstown Shoe & Legging Com- 
pany was held in Hagerstown during 
the week of July 19. Reports from the 
scene of activities indicate this to have 
been the most successful get-together 
in the history of the Company. 

In comparatively few years this con- 
cern has grown from a very humble be- 
ginning, until now it operates two fac- 
tories—a large brick factory making 
stitchdown goods and leggings, and the 
other a concrete factory making Misses’ 
and Children’s McKay boots and low 
cuts. Also the Company owns and oc- 
cupies a large brick warehouse for its 
In-stock Department. 

The business sessions of the Conven- 
tion were interspersed with inspection 
trips through the factories and examina- 
tion of goods in stock and in process. 

Toasts during the Annual Dinner at 
the Country Club brought out the ideas 
of every member present—and a most 
interesting feature was the distribution 
of prizes in gold by Lewis T. Byron, 
president of the Company. 

On Friday the entire personnel, in- 
cluding the young women and young 
men of the offices, made an all-day 
picnic on the banks of the historic Poto- 
mac. There they enjoyed boating, 
bathing, fishing and plenty of good 
eats—all regretted that the day came 
to an end. 
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OUR TURNS NOW CARRIED IN STOCK 


It will pay any dealer, buying from our “In-Stock Dept.” to get acquainted with our 
desirable and dependable shoes. Here’s opportunity a plenty for choice style 
selections possessing qualities that guarantee attracting merchandising value. Why 
not let us show samples and quote you prices of our newest novel effects. 
No. 1236 ILLUSTRATED 
Two Button, One Strap Pump, with Baby Louis Heel. 
Made up of Levor Blue Kid. Three weeks delivery. 


**Every Shoe A Business Builder’’ 


HOPKINS & ELLIS, HAVERHILL, MASS. 
BOSTON OFFICE, 108 LINCOLN ST. 
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The Boys left for their respective 
territories, enthusiastic over the new 
McKay low cuts, and with the feeling 
that there will be an early and favora- 
ble change of sentiment among buyers 
of merchandise the country over. And 
that this will be reflected by good 
bunches of orders for both this Fall and 
next Spring. 

IOWA AND NEBRASKA SHOE 
CONDITIONS 


From Survey by Herman Kohl of 
the George E. Harrison Co. 


‘All through the past season I have 
paid particular attention to appearance 
and conditions of stocks as I have 
called on merchants in Iowa and 
Nebraska. 

“At the beginning of the season 
stocks appeared to me to be unusually 
heavy, especially so in face of weather 
conditions that were unusually bad. 
Merchants were somewhat discouraged 
on account of business being slow at the 
outset of the season. Then came the 
wave of price cutting which many 
merchants interpreted to mean lower 
prices at wholesale. In consequence, 
there was a deluge of returning of 
merchandise and an epidemic of can- 
cellations. 


Returned Shoes Wanted 


“The public had money and wanted 
shoes. They bought Jater than usual 
but I am convinced that the average 
live, progressive merchant has sold his 
normal quantity of shoes—or at least 
will up to his average of former years. 
Many merchants have longingly wished 
for the shoes they returned through 
fright. 

‘“‘At the present time I believe the 
better class of stores have reduced their 
stocks of salable merchandise to normal, 
or below. 


Fall Buying Records 


“TI have made it a point to ask each 
merchant or buyer on whom I called 
his opinion of the future and ascertain 
to what extent he had covered for Fall 
needs. In early every instance I 
found merchants were expecting price 
reductions and consequently had not 
bought beyond 25 per cent of their 
anticipated Fall needs. 


Rush for Shoes 


“In view of the present depleted 
condition of stocks and in view of the 
small percentage of orders placed for 
Fall deliveries, this leads me to believe 
that there is going to be a grand rush 
for merchandise within the next 30 to 
60 days. In stock merchandise that 


is seasonable and snappy will be much 
in demand. 
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“Crops in the Middle West are look- 
ing fine. People have money to spend 
and they will buy shoes.” 


WITH WONDER WALK 


Sales Manager L. C. Briggs, Jr., 
Shows “Kuty Kumfies”’ 


Wonder Walk Shoe Company, Gardi- 
ner, Maine, exhibited their line of 
“Kuty Kumfies” at the National Shoe 
and Leather Exposition and Style Show, 
Boston. The booth was in charge of 
Sales Manager L. C. Briggs, Jr., 56 
Lincoln Street, Boston. The company 
was established eight months ago and 
today is turning out very large quanti- 
ties. These ‘‘Kuty Kumfies” run from 
dolls’ to men’s 12 size. The company 
also manufactures ‘‘New Process” wood 
sole shoes made especially for dye house, 
cement and damp floor workers. Out- 
put 1,000 pairs aday. President, Judge 
Atkins, Gardiner, Maine. Treasurer, 
E. A. Wagner. 


At the Wm. Reynolds, Jr., Booth 


At the Wm. Reynolds, Jr., Inc., Booth 
James J. Connolly told of the merits of 
Buck-El-On. He also showed the 
$1,800 rhinestone slipper, which is a 
perfect 4 B with a medium vamp, and 
many of the latest creations in rhine- 
stone, cut steel and other ornament 
novelties. Martha Allen, the Buck-El- 
On model, was present; William Rey- 
nolds was in charge. 


At Ordway & Clark Booth 


One of the visitors at the Ordway & 
Clark booth was D. J. Tobin who travels 
for the Lindner Shoe Company in the 
Middle West. Mr. Tobin also attended 
the twentieth annual outing of the 
Boston Shoe Travelers at Beverly and 
was talking with Sid Curry, President 
of the Boston association, when the 
“Recorder” representative passed by. 

Mr. Tobin finished his Spring trip 
about the last of June and will start for 
the middle West again about September 
1. He expressed himself as much 
pleased with the National Shoe and 
Leather Exposition and Style Show. 
He also had a word to say about the 
January, 1921, N. S. R. A. Convention 
at Milwaukee. “I met two men from 
Milwaukee recently,” said Mr. Tobin, 
“and they stated that they were all 
ready out there now for the big event, 
so that if the date were advanced and 
some one said—‘the convention will 
take place tomorrow,’ they would be 
all ready to commence operations.” 


Regarding Chris Briel 


Chris Briel was seen at the National 
Exposition and Style Show, accom- 
panied by three visiting Boyden cus- 
tomers. The customers remarked that 





they were greatly pleased with the lines 
shown at the National Exposition and 
also with the Boyden lines, which Mr. 
Briel showed at his salesroom, 10 High 
Street, Boston. ‘This National event,’’ 
said one, “certainly gets the honors. 
And from all appearances, the Boyden 
salesroom at the Rice Building has been 
exceedingly busy this week taking care 
of visiting buyers.” 


At the Stetson Booth 


At the booth of the Stetson Shoe 
Company, Hugh A. McMahon, who 
travels the Middle West — Indiana, 
Michigan, and East of Chicago, for his 
company, was in attendance from the 
time the National Exposition and Style 
Show opened until the finish, when he 
took the Nantasket boat to spend the 
week end at his club’s cottage. Mr. 
McMahon is very. fond of swimming 
and all out-door sports. E. H. Havi- 
land was in charge of the booth, as- 
sisted by J. W. Melville, Stanley Mer- 
rill and Hugh A. McMahon. 

The Stetson ‘‘messenger boy,” J. W. 
Melville, also appeared on the runway. 
He was brilliantly attired in red, 
trimmed with gold braid. “The mes- 
senger boy,” said Mr. McMahon, por- 
trays action. And we shall all soon 
be in action with the Stetson line. I 
start on my trip about September 1. 
We have been featuring the lighter 
shade in men’s oxfords with much suc- 
cess—I shall take out samples of these 
boots and also a number of brogue 
styles for both men and women; also a 
line of women’s tailored boots and ox- 
fords, which we have been making for 
the last four or five years. 

All Stetson men made successful trips 
last season and there is every evidence 
we shall roll up bigger sales this season. 


Holbrook a Visitor 


A. V. Holbrook left Boston on Tues- 
day, July 20, for his shoe store at 
Columbus, where he runs the Holbrook 
Bootery. Mr. Holbrook is also a Stet- 
son shoe traveler, making the Middle 
West. Besides the Columbus store, he 
is also interested in several stores 
throughout Ohio. 

D. F. Petty of Pittsburg and Gill 
Marsh of Wagoner & Marsh, Akron, 
were also visitors at the booth as the 
guests of Salesman Holbrook. 


WEYENBERG MEN LEAVE 
To Boost Weyenberg and N. S. R. A. 


The salesmen of the Weyenberg 
Shoe Manufacturing Company, Mil- 
waukee, having completed their visit 
to headquarters and home office and 
factory, have departed for their terri- 
tories with their new sample lines of 
men’s and boys’ work and dress shoes. 
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605—Black Ooze Calf, Full Louis 
ry $8.00 


606—Brown Ooze Calf, Full 
Louis Heel 


604—Chrome Patent, Full 
Louis Heel 


506—Black Glaze Kid, Full 
Rous Ped. 2.5.6.2. 7.00 


607—White Eve 
Cloth, Full Louis 
eae 5.75 
512—Black Kid Theo, 
Covered Cuban 
| Srey 6.50 
AA to C. 


Strap 
~ Pumps 


514—Hav. Brown 
Rid... o<sss OD 


515—Glaze Black 


516—White Hi- 
Grade Fabric. 5.75 


High Grade Turn Soles, 
Full Louis Heels. Widths 
AA to C. 


WRITE OR 
WIRE YOUR 
ORDER TODAY 


Atlantic Shoe & Slipper Corp. 


133 Essex‘ Street, Boston, Mass. 








WHEN you are ordering 

your rubber heeled shoes, 
why not take an extra precau- 
tion for which your customers 
will thank you—specify 


cATS PAW 


CUSHION 
RUBBER HEELS 


We have taught the world that 
CAT'S PAW HEELS do 
not slip, and are, moreover, 
made to give the best all around 


service. 
“NO HOLES TO TRACK MUD OR DIRT” 


7 CUSHION HEEL. 
aaa aN 


Foster Rubber Co., Boston, Mass. 
105 FEDERAL STREET 
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The Weyenberg salesmen are leaving 
with a proposition on outing shoes that 
will mean the biggest thing to the trade 
that could be wished for. On top of 
this, the line in its entirety is excep- 
tionally complete and well-balanced. 
The new Portage factory at Portage, 
Wisconsin, has been making splendid 
headway in increasing production. The 
shoes are real boys’ shoes which stand 
the wear and tear. 

Seventeen additional men have heen 
added this season to the already large 
list of Weyenberg salesmen. While at 
Milwaukee the entire force of Weyen- 
berg salesmen have been requested to 
boost the 1921 N. S. R. A. Convention, 
which will be held at Milwaukee 
January 10, 11, 12, 13, 1921. The 
Weyenberg Shoe Manufacturing Com- 
pany realizes the great amount of good 
its salesmen can do the National Shoe 
Retailers’ Association, and for this feel- 
ing and spirit of help and co-operation 
a great deal of credit is due the Weyen- 
berg people. 


SALES CONFERENCES 


Of Selz-Schwab Company and J. W. 
Carter Company 


Selz-Schwab Company have had their 
entire sales force in the house during 
the past week for a general conference, 
going over the new line and adjusting 
prices and territories. Many of the 
men will get out into their respective 
territories during the coming week. 


The management and sales force of 


the J. W. Carter Company have held 
their semi-annual conference at the 
La Salle Hotel. The Carter Company 
are putting two corps of travelers in the 
field this season. One set of men will 
sell the Chicago line, while the other 
set will sell the Nashville line. 

Several new lasts and: patterns have 
been added to each of the lines, price 
revisions have been made and the men 
are going into their territories with a lot 
of pep and a vision of good business 
ahead. 


DAVE DAVIS POPULAR 


Wins Gladstone Bag at Chicago 
National Shoe Exposition 


Dave Davis, Chicago man for the 
Thompson Bros. Shoe Company of 
Brockton, Mass., treasurer of both the 
Chicago Shoe Travelers and the Na- 
tional Shoe Travelers and one of the 
leaders in the conduct of the recent 
Chicago National Shoe Exposition, was 
the winner of the popularity contest at 
the exposition and was awarded the 
handsome leather Gladstone bag that 
was offered. 






A. S. KREIDER CO. 


Opens Up a Branch in New Orleans, 
Louisiana 


Paul B. Schroeder and H. J. Vernell, 
two live and popular shoe ambassadors 
of the A. S. Kreider Company with 
factories at Annville, Lebanon, Eliza- 
bethtown and Palmyra, Pa., are now in 
charge of the company’s new office and 
salesroom at 606-608 Iberville Street, 
New Orleans, right in the heart of the 
wholesale shoe district. 

The office and sample room is on the 
bottom floor while the upper floors 
are stocked with a complete line of 
boy’s, girl’s and infants’ welts, McKays 
and turns. 

Both Mr. Schroeder and Mr. Vernell 
have been with the concern for five 
years, and have a wide circle of friends. 
Mr. Schroeder travels through Louisi- 
ana, Mississippi and Texas while Mr. 
Vernell looks after the city trade. 


SHOE COMPANY’S 
ROSTER 


SAMUELS 


List of Shoe Travelers and Terri- 
tories Covered 


Clyde Anthony, Northeast Texas, 
South Arkansas; Gould F. Dyer, Cen- 
tral Texas; Jerome Light, Alabama 
and South Georgia; P. M. Cohen, West 
Texas; L. M. Stein, Mississippi; Walter 
Storll, Coast; I. S. Cohen, Western 
Oklahoma and West Texas; Will Nobel, 
Missouri and Illinois; M. C. Blanke, 
Iowa and Nebraska; H. F. Blumenthal, 
Kentucky; Fred H. Malone, Tennessee 
and North and South Carolina; Leon 
Stein, Louisiana; Erwin Stroheim, 
Southwest Missouri and Eastern Okla- 
homa; M. Rothberg, Ohio; H. F. 
Zelsman, City; T. R. Samuels, Jobbing 
Trade; J. G. Samuels, Large Eastern 
Trade; Alex. Light, Special Trade; 
E. H. Blackett, Minnesota; S. M. 
Phillips, Pennsylvania and West Vir- 
ginia; R. M. Bix, Wisconsin and North 
Michigan; C.S. Watson, Special Trade 
in South; David D. Kreekum, South 
Michigan; R. H. Olsen, Wisconsin; 
Milton Rosenthal, Southeast Missouri 
and North Arkansas; D. Rios, Central 
America; Miguel A. Leal, Mexico; 
Stanley Turner, Coast Trade. 


PROVIDENCE NOTES 
GENERAL CLEARANCE SALES 


High Shoes For Fall Predicted— 
Oxfords 25 Per Cent 


General Clearance Sales are being 
held in most of the Pawtucket and Prov- 
idence stores which are endeavoring to 
clear their shelves of their present Sum- 
mer stock and make ready for the Fall 
styles. Most all of the local merchants 
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predict a big demand for high shoes, 
mainly in black and brown, for the 
coming Fall, with oxfords in the same 
color at a 25 per cent call. 


Half-Holiday Specials 


At the Outlet, on every Wednesday 
cut price and special sales take place. 
The store closes at noon that day during 
July and August, and the store adver- 
tises the sales in Tuesday evening’s 
papers. As an example of one of the 
announcements, women’s $5.00 shoes 
and oxfords were offered at $1.95. 


Braiding Company’s Growth 


The What Cheer Braiding Company, 
Inc., which was established in Provi- 
dence in July, 1918, in a small place, 
with 100 braiders of 32 and 44 carrier 
makes, has increased its production to- 
day to such an extent that 100 braiders 
are now in operation and 100 arriving 
every month. The company moved to 
its new plant at Peacedale, R. I., about 
10 months ago, where it is now carrying 
on a large export as well as a domestic 
business. 

General Superintendent E. F. King is 
the inventor of the new patented ‘‘Grip- 
per Tip,” which isa smooth shoelacetip. 
The officers are President, C. I. Bigney; 
Treasurer, C. Colvin; Secretary, H. 
Find; General Superintendent, E. F. 
King, and Salesmanager, C. W. Battey. 


From Shees to Tobacco 


Thomas J. Healy, formerly retail shoe 
salesman for the Regal Shoe Company 
of Boston, and for a while with the local 
Providence store, has now accepted a 
position as Rhode Island representative 
for the Tobacco Products Company. 
Mr. Healy says to his former shoe 
friends, ‘“‘While traveling around we 
wear out many a pair of shoes.” So- 
Smoke-Brother-Smoke. 


New Shoe Store 


Isadore Pearlman, University of 
Michigan, 1920, graduate, intends to 
open a retail shoe store in this city about 
August 15, when the store which he is 
to occupy on lower Mathewson Street is 
remodelled. Mr. Pearlman will carry 
a medium priced line of ladies’ and 
men’s shoes. 


Narragansett Co. Moves 


The Narragansett Shoe Company on 
Dorrance Street are moving to new 
quarters at 35 Weybossett Street as 
soon as the alterations now under way 
are completed. It is expected that this 
store will open about August 10 with a 
full line of men’s and women’s shoes and 
first-class repairing. 
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The Union Stamp 


Is a Selling Help that You Don’t Have 
to Pay for 


It is even more potent in some cases than paid advertising. 


Union workers everywhere are educated to insist on this 
stamp—the stamp of the Boot and Shoe Workers’ Union. 


Through their own publications in the factories and at their 
Union meetings the purchase of Union Stamp footwear is 
advocated. 








Let it aid you in your store—sell the shoes which bear the 
stamp. You will find a constantly increasing demand for 
them and the good will of the local unions will prove a valu- 


able asset. 


Send for our list of manufacturers 
using this stamp. It’s free 














Boot and Shoe 


Workers’ Union 


Affiliated with American Federation 
of Labor 


246 Summer St. Boston, Mass. 


COLLIS LOVELY General President 
CHAS. L. BAINE Gen’l Sec’y-Treas. 
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SHOE MANUFACTURERS seeking the most efficient means of attaching 


shoe ornaments will profit most by exclusive use of the “Dalco” Device. 







Patented Feb. 23, 1913 SHOE MERCHANTS looking for an EASY way of stimulating sales of shoe 
ve) ornaments will find it in the ‘“‘Dalco” Device. ee) 
re) Never in the history of the shoe trade has anything of the kind proved so C2 
re] practical, desirable and dependable. Thousands of pairs are in use and Q 
the call for them continues. Get your money out of ornaments the 







~) “Dalco”’ way. C2 
~) Write for samples, prices and terms. re) 


a Dalrymple-Pulsifer Company | @ 
e2 Makers of Shoe Ornaments for World Trade re) 
2 Haverhill, Mass. 
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Trade-marks in Foreign 
Countries 





For Early Fall Sales 


Do you Realize the Importance of Protecting 
your Foreign Trade in Cuba, Mexico, the South 
American Countries and also in Europe, Asia, 
and Africa? 


Certain Foreign Countries award exclusive 
trade-mark rights in a trade name or mark to the 
first applicant, irrespective of prior use by 
another. This allows the piracy of valuable 
trade-marks in such countries. 


The Boot and Shoe Recorder maintains a 
Patent and Trade-mark Department fully 
equipped to promptly handle your applications 
for Registration of Trade-marks in all Foreign 
Countries, as well as in the United States. 


Address all Inquiries to Boot and Shoe Recorder 
Patent and Trade-mark Department, 207 South 
St., Boston, Mass. 




















You Need Them 
Right Now 


1806—Black Kid, 9-inch 
Lace, Imitation Straight 
Tip, Invisible Eyelets, 14-8 
Military Heel, Imitation 
Welt Sole. AA, A, B, C 
and D Widths, 3-8. .$6.85 


1801—Same as above, in 
18-8 Leather Louis Heel, 
Plate. AA, A, B, C and 
D Widths, 244-8....$6. 


1804—Same as above, Ex- 
tra Fine Brown Kid. AA, 
A,-B, C and D wo 
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Novelty Footwear In Stock 


TWitnee Saiber Shoe Co. 


St Louis, Mo. 
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What the future may bring, holds no fear for us. 
Look at these two specials and see why. It will 
be worth your while to write us for samples. 


Rochester Made Welt, All 
Over Mat Kid, High Leather Brockton Made, All Over Gen- 
Louis Heel, Extra Light Welt. uine Shell Cordovan. 





THE L. B. SCHINDLER SHOE COMPANY 


99 Duane Street, New York City 
“Snappy Styles Always in Stock’ 





























| “STATE 0’ MAINE” 
re mage SHEEPSKINS 
EC 


| 
bg 
C7 AG dl y Natural Color Maximum Strength 


Thoroughly tanned in pure hemlock bark. 
Selected in standard grades for weight and 
quality. 


In your selection of 


FEELSGUD FELT SLIPPERS 
coun i Besse, Osborn & Sodell 


QUALITY—the very best. 

WORKMANSHIP—the highest standard. rete 
istinctively individual. J 

a <7 Sheepekin Tanners 








yx 51 South Street 
All the very latest . 2:4 Boston 11, Mass., U.S.A- 
shades. May we a) 
submit samples? 
































Il 
MAID-RITE FELT SLIPPER CO. 


(Rosemill Products) 
167 Livingston Street BROOKLYN, N. Y. 





GALLUN 
OUALITY 


Four Staunch Leathers for 1920 
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AZTEC 
CALF 


A= EC CALF is recognized the 
world over as the standard of 
excellence for Spring and Summer shoes 
for men, women and children. Pliable 
and strong, this leather is pleasing to 
the eye and comfortable on the feet. 
Aztec Calf will be offered in the coming 
season’s fashionable shades. 





MANDARIN 
SIDES 


CHROME tanned side leather 

made in glazed and boarded finish 
and offered in two colors. Mandarin 
Sides are strikingly attractive and of 
the highest integrity. They are de- 
signed to meet the call for fine shoes 
that can be sold at prices demanded by 
the great majority. 











NORWEGIAN 
VEALS 


OM of Gallun’s specialty leathers— 
a heavy, rugged, high - grade 
leather that is the first choice of high- 
grade manufacturers for the popular 
brogue shoe. Norwegian Veals are 
suitable for both men’s and women’s 
shoes and are produced in two colors 
and black. 








VIKING 
~ CALF 


A STRONG grained mellow calfskin 
that is moisture-repellent. This 
leather does not peel or chip and is 
especially adapted for a high-grade shoe. 
Viking Calf is favorably known and 
universally used by discriminating shoe 
manufacturers. It takes a brilliant 
polish and is offered for the coming 
season in five colors and black. 




















H. A. ELY, Manager, 








A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 





11 EAST ST., BOSTON, MASS. 
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Buyers’ Easy Reference Directory 


= “hose totally different shoes =] 


No. 4510 IN-STOCK 


Russia Calf 5 Eyelet Ox- 
ford. Goodyear Welt. 
Cuban Heel. A to D. 


$6.75 


BLUESTEIN 
BROS. 


173 SUMMER ST. 
BOSTON, MASS. 


— — a 6 ee 
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WELTS 


A LIFETIME OF 
SHOEMAKING 
EXPERIENCE 


ent 


HARNEY, “TRACY, CREHAN CO. 


FACTORY « 589 ESSEX ST., LYNN, MASS. 








BOSTON OFFICE: 10 HIGH STREET. 





R. A. CHENOWETH & CO 
147 Lincoln Street, Boston, Mass. 
Migrs. of TOP GRADE TURNS 


A 
Winning Style 





A Business 
Bracer 


Customers are always open to conviction when their 
feet hurt. Foot-Guards brace tired, aching feet—and 


brace your cash 
register a.so. 
Details upon O Ua S 


request. Flexible Arch Support Company 


69 E. 12th Street New York, N. Y. 





Kistler, Lesh & 


SOLE LEATHER 
AND 
BELTING BUTTS 


TANNAGES 
St. Marys Mt. Jewett Burke 


332 Summer St., 


Muskegon 


Boston, Mass. 











FOREIGN BUSINESS 


Your overseas customer prefers to do business his wa 
If he does not read English, he should be written to in 
his own language. Make it easy for him to understand 
your message. 


Our business is to translate English into French, and 


| vice versa. Not only letters, but catalogs, brochures, 


pamphlets, ete. 


Write the Editor, The Export Recorder, 207 South St., 
Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 











BOYLSTON 


Zs ess 
NATIONAL L re B BANS 


SOLICITED 


41 BEDFORD STREET, BOSTON, MASS. 











LOCKING THE GARAGE 
AFTER THE CAR IS STOLEN 


is none the less inconsistent than putting on 
insurance after a fire has worked havoc with 
stock. Our special policy for shoe dealers has 
been fine protection to many. Ask us about it. 


Fitchburg Mutual Fire Insurance Co. 
Fitchburg, Mass. 


The city of 141 diversified industries 
99% of which are locally owned 




















Aug. 7, 1920 BOOT AND SHOE RECORDER 133 


mes ‘os TRU LL BL peseseee We athe  e es wn rs ITT Pou Tl uae ween e 
‘unt iat! Wit vnl! ‘ a i : g : 








oD . 
os AL \ yy 
PTT aid TT ali TTT le 








i 


Its yours for 
the asking — 


We have made it possible for every shoe dealer to 
install one af these Goodyear Shoe Repairing Outfits 
on very easy terms. 

The work the machine does is of so superior a quality, 
and done so much faster than is possible by hand, 
that the dealer or repairer who has the outfit will 


soon control all the business in his territory. 


7 abe 
y ! \ r ’ 
RTT) Heb 





So Ra aT TT 
Vl eee Ne cess Nate cae tHE cea tate... 


-.< 


Service giving is the secret of success in the shoe. repairing 
line. Customers to-day want shoes remade — not just re- 
paired. And they want them in a hurry. 


With this Goodyear outfit you can do a stitching job equal 
to that on ‘new shoes, and turn your repair jobs out in a 
tenth of the time of hand work. 


We install the machines, teach you their operation and give 
you the full benefit of Goodyear Service. Write us for com- 
plete plans and full desctiption of our numerous outfits, each 


for a particular size shop. 
United Shoe Repairing Machine Company 


4 ALBANY STREET, BOSTON, MASS. 
708 Broadway 93 Centre Street 619 Mission Street 16 No. 2nd Street 
Cincinnati Brockton San Francisco Harrisburg, Pa. 


Tum RL 
Nitti thee tin 


30 Euclid Arcade 37 Warren Street 145 Essex Street 236 No. High Street 306 Broad Street 
_ Cleveland New York Haverhill Columbus, Ohio Lynn 
18 So. Market Street 276 Main Street 87 Main Street 130 Mill Street 11 Florence Street 
Chicago Johnson City, N.Y. Auburn, Me. Rochester Marlboro 


1423 Olive Street 1» 1 American Casualty Bldg. 286 Third Street. 221 No. 13th Street 216 Chartres Street 
St. Louis Reading, Pa. Milwaukee . Philadelphia New Orleans 
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THE LEATHER MARKET 
(Continued from page 89) 


more active market and with expenses 
incident to the new conditions men- 
tioned above. 


Little Change in Prices 


There is virtually no change in price 
in the various upper leathers over last 
week. Calfskin is nominally quoted at 
60c to 90c per foot for colors, with 
blacks about 5c to 10c per foot less. 
Some better tannages of suede calf in 
the various shades bring more money. 

Side leathers have been in better de- 
mand, particularly for Army shoes and 
for foreign account. Full grain side 
leathers bring anywhere from 60c to 
75c, and snuffed sides from 40c to 55c 
per foot. 

The glazed kid situation improves 
with reports from some of the leading 
women’s shoe centers where orders for 
women’s shoes have increased exten- 
sively within the past few weeks. 


FOREIGN BANKING FACILITIES 


Proposal of the First Federal For- 
eign Banking Association 


The tanning industry has received a 
proposition from the First Federal 
Foreign Banking Association, 40 Wall 
Street, New York, to establish a line of 
long-time credit which will cover from 
$10,000,000 to $20,000,000 of leather 
exports, with the possibility of increas- 
ing the business after it is started. 

This association was created in pur- 
suance of the so-called Edge Law, which 
was enacted on the advice of prominent 
bankers of the country to provide addi- 
tional facilities for financing the foreign 
trade of the manufacturing industries of 
the United States; and it is under the 
supervision of the Federal Reserve 
Board. The stock-holding banks in- 
clude three prominent institutions in 
New York City—one in Buffalo, one 
each in Boston, Worcester, Springfield 
and Greenfield, Massachusetts; four in 
Philadelphia and one in New Orleans. 


Stock Subscription 


In order to secure the benefits of the 
bank’s facilities it is necessary for the 
members of the tanning industry inter 
ested in extending their foreign trade 
to become stockholders of the associa- 
tion. The Edge Law permits a bank of 
this kind to loan money to the extent 
of ten times the amount of the stock 
subscription, providing appropriate col- 
lateral is furnished. 

Stock subscriptions would be—25 per 
cent on the first call and the remainder 
in probably two installments. 

Tanner subscribers would become 
stockholders on exactly the same foot- 
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ing as the original ground-floor sub- 
scribers and receive the same return 
from net earnings. It is estimated—a 
rough guess—that the net earnings for 
the first year will amount to about 10 
per cent and the following year—as the 
business increases—to about 15 “per 
cent. 


Character of Paper Handled 


Firsi,’ the bank will make accept- 
ances, WITHOUT RECOURSE, of for- 
eign drafts which are accompanied by a 
GUARANTEE FROM A BANK OF 
REPUTE IN THE COUNTRY IN 
WHICH THE TANNER’S CUSTOM- 
ER RESIDES. The bank would also 
issue its accepiance on the basis of for- 
eign collateral such as mortgages, stocks 
and bonds deposited abroad or in the 
United Stales, but it leans most decidedly 
toward the plan to secure bank guarantees. 


If the tanner did not wish to use all 
of his line of credit for export transac- 
tions, he could use the facilities of the 
bank for long-time credits in connec- 
tion with import business—the purchase 
of hides and skins from foreign coun- 
tries. 

In addition to the foregoing the First 
Federal will be glad to handle on the 
basis of long terms the current business 
of foreign tanning firms; in other words, 
regular drafts with documents attached 
with recourse against the tanner. 

The bank will be in a position to 
grant credits for six, nine and twelve 
months, 


Interest and Fees 


First, it is pointed out that whatever 
charges in the way of interest or fees 
may be made by the bank will be re- 
turned to the subscribers in part as 
dividends on net earnings. In other 
words, each interest and service charge 
on handling paper guaranteed by for- 
eign banks and current drafts with 
documents attached would come back 
in part to the subscriber. In short, he 
would be paying the money to himself. 

Second, interest and fees will, of 
course, be charged to the foreign cus- 
tomer—either as a separate item or-in 
the purchase price of the goods—so 
that the American tanner is nothing 
out of pocket. Fees will include the 
usual charge for acceptances, current 
rates of interest on money loaned, a 
small service charge for marketing 
debentures issued on the bank guaran- 
tees, etc., and a special charge for as- 
suming the risk in the event that for- 
eign collateral (other than bank guar- 
antees) is issued as the basis for accept- 
ances. 

There is no reason to suppose that 
shoe manufacturers could not enter the 
above association. 
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Countries 


In general, the bank will be prepared 
to extend credit facilities for practically 
all the principal countries of the world. 
It will also have credit, collection and 
trading facilities with most countries. 


Conclusion 


The purpose of the Edge Law and 
the primary object in creating the First 
Federal Foreign Banking Association 
is to establish facilities for placing the 
foreign trade of the United States on a 
permanent foundation. 


PROVIDENCE NOTES 


Back From Frisco 


Mrs. Fred S. Fenner (wife of ‘‘jovial”’ 
Fred), who was Democratic State dele- 
gate at the convention held in “‘Frisco,”’ 
has returned home. Mrs. Fenner 
states that she enjoyed the trip and 
“‘excitement”’ in jim-dandy fashion, but 
claims that she is glad to be back in 
“Little Rhody” again. 

Mr. Fenner left recently on a short 
business trip to New York. 


A Third Store 


The building at 419 Westminster 
Street has been leased by ‘‘The Berry’s, 
Inc.”” Repairs are going on and when 
completed about August 25 an up-to- 
date shoe store with a full line of men’s 
and women’s shoes will be open to the 
public. This will make the third shoe 
store in Providence for the Berry’s, Inc., 
who are now agents for the Florsheim 
shoes in Providence. 

Max Berry is president, and Mr. 
Epstein, secretary and treasurer of the 
company. 








Newport Business Quiet 


Retail store managers report that 
business has been very quiet for the past 
two weeks. Mr. Gash, a shoe man, who 
has been in the shoe retail business in 
Newport for 48 years, claims that buy- 
ing this Spring and Summer has been 
the quietest in his career. 


ST. LOUIS BRIEFS 


F. L. Doerr of F. L. Doerr Shoe Com- 
pany returned recently from the Boston 
Convention. One of the novelties of 
the F. L. Doerr Shoe Company line for 
Fall is a ten-inch boot which comes in 
several colors. 





J. K. Stribling, advertising manager 
of Peters Shoe Company, left last week 
for his vacation, which will be spent at 
Markham, Va. Mr. Stribling will 
return about the middle of August. 
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WANTED TO PURCHASE 
DO YOU CONTEMPLATE 


tl pay or going out of business? 
my value for your entire or surplus 








stock of shoes es orm to rum taken 
over. Established 25 years. 


I. OLENICK 


413 Broadway, New York Tel. 9531 Canal 


CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Max Kalter Mercantile Co. 
1 Broadwa 


New York City . 
Phone » Spring 5160-5161-5162 














We buy quick and pay highest cash price 
pe 1 Reem bd wholesale stocks of shoes or any 


‘ea no , 
ye our specialty. 


mmicae PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 


Phone, Stagg 1757 


WANTED FOR EXPORT 
Slow — - 
YOUR Surplus Stacks 
Entire Stocks 
FOR CASH 
NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 


Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 
hands. 

















Wire or Phone us 
Correspondence Confidential 
Established 1890 


GLAUBERG & CO. 
387 Broadway, New York, N. Y. 
Phone Canal 4119 
We also purchase clothing, 
hats, furnishing goods, etc. 














We Buy for Cash 


eneigeey Jo bbers and 
— Stocks, 
NO QUANTITY TOO LARGE 
We also entire stocks 
I 
Pocdeake Es 
Short Term Leases Taken. 
We pay Highest Cash Value. 
VAN PRAAG & co. 
St50 Breed See York N Y. 
Telephone 2248-2249 Spring 
MMe MMe Me Mr: 
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Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


FAILURES 
Boston, Mass.—Eigner Shoe Co., wholesale_shoes 
(Charles F. Cotter, E. L. Stockbridge, C. Col- 
ponent reported appointed receivers in bank- 


ptcy. 

Haverhill and Lynn, Mass.—George J. Kelly Co. 
(E. Russell Moulton), re; appointed third 
assignee. Report of assignees shows indebted- 
ness of $185,000, with nominal assets of 
$257,000. 

Revere, Mass.—J. Garfinkle, shoes, reported pe- 
titioned in bankruptcy. 

Fresno, Cal.—Karle & Rosendorf, shoes, reported 

assigned. 

New Haven, Ct.—Giaziana Liugi, shoes, etc., 
ported petitioned in bankruptcy. 

Des Moines, lowa—Kenlaur Little Folks Shop, 
shoes, etc., repor assigned. Liabilities 

amount to about $15,000; assets valued at 


19,000. 
Clayton, N. J.—Wm. Brown’s Sons Co., ee man- 
ufacturers, reported receiver applied 
Brooklyn, N. Y.—George S. Shapiro aos Nos- 
trand Avenue), shoes, reported called meeting 
~ A samen offering to compromise at 60 per 


New “York City—Cohen & Steiner 2 oe Willis 


Avesee. 2899 Third Avenue), shoes, reported 
ing meeting of creditors. 
ay Maltz (88 Clinton Avenue), shoes, 


reported petitioned into bankruptcy. 
pper Shoe Mfg. Co., shoe manufacturers, 
reported E. M. Stratton appointed receiver. 
Baltimore, Md.—Sachs Bros., wholesale shoes, re- 
ported embarrassed and that they have made 
an offer of settlement of 50 cents on the dollar, 
to be paid 20 cents cash, and the balance in 
notes for 30, 60 and 90 days. It is alleged they 
assert book value of assets is $28,000 and 
liabilities are $35,000. 





MISCELLANEOUS 








THE OSCAR ONKEN CO. 
1154 4th Street 
CINCINNATI, 


OHIO, U. S. A. 
Shoe Store 4 Py, 
Chairs 


Fitting 
Stools 


Window 
Display — 
Fixtures in 
Period & 
Modern 
Design 
“MAKE YOUR SHOW WINDOWS PAY YOUR RENT” 











“FISHER” 


Reg. U. 8 
Pat. Off. 


HEEL and 
COUNTER 


SUPPORT 


Weak Kukles 





The New Improved 
“E. W.” 
SHOE STRETCHER 
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Elmore, Ohio—J. H. Danschroder & Co., shoes, ete 
L~" Carstens and L. Meyers), reported ap- 
inted receivers. 

Philadelphia, Pa.—Isaac Rossman, shoes, reported 
offeri a compromise at 42 1-2 per cent. 
Tarentum, Pa.—Simon Sparks (West en Cloth- 

ing Co. ), shoes, etc., reported petitioned into 
bankruptcy. 
Providence, R. I.—Sam Weiner, shoes, reported 
into bankruptcy. 


ioned 
Salt Peni City, ate Rigen, Yar ane Co., shoes? 


reported asking for general extension. _Liabili- 
ties $102, +; assets $166,000. 
oe News, V a.—Berkow Shoe Store (Morris 
rkow), reported calling meeting of creditors, 
and offering to compromise at 40 per cent. 


BUSINESS CHANGES 
Boston, Mass.—H. C. Brown & Co., Inc., leather, 
eeetes with an authorized capital of 
A. Freedman & Sons of Detroit, wholesale 
boots and shoes, incorporated with authorized 
capital of $25,000. 
obinson-McCormick Leather Co., Inc., 
i incorporated with authorized capital 
o 
Lynn, Mass. —A. Green Shoe Co., wholesale boots 
and shoes, reported gone out ‘of business. 
Lynch mn Mga! heel manufacturers, capital 
increased to $ 
Bridgeport, Conn. me H. Small Shoe Co., whole- 
a mp shoes, removed to 149 Duane Street, New 
York ~ 
ee Florida—Bates Dry Goods Co., shoes, in- 
rated with ee = capital of $50,000. 
Gheedieas, Fla.—Anthony B: mond .» Shoes, etc., re- 
ported sold out to H. J. Wate 
Chine, Ill.—Pritikin & Gross (7, 1000 Stony Island 
Avenue), — succeeded by Joseph Pritikin. 
Streator, Ill.—D. Heenan Merc. Co., shoes, etc., 
corporation dissolved. 
Kouts, Indiana—B. Goodman, shoes, etc., reported 


sold out. 

De Soto, Kansas—Caw Valley Mercantile Co., 
shoes, etc., reported sold out. 

Marysville, Kas.—John B. Schmitt, shoes and re- 

pairing, succeeds John Schmitt & Son. 

Marysville, Kas.—Geo. A 
ported closing out. 

Ravenna, Ky.—William Holliday, shoes, etc., suc- 
ceeded by Heath & Pennington. 

— Rapids, Mich.—Nellie J. Harmer, shoes, 

by Morris Fox. 

Hoboken. N . J.—Lewis Leon, shoes, succeeded by 

Samuel Kantor. 


ve, shoes, etc., re- 





MISCELLANEOUS 


Every Shoe Store Needs 
a pair of 
“MANCHESTER” 
(Trade Mark Reg. U.S. Pat. Off.). 
CURVED JAW CUTTING 


NIPPERS 


The onl nipper 
made which is just 
the right shape to cut 
out — on the in- 
side of shoes. 


““Manchester” 
Trade Mark Reg. U. 8. 
Pat. Off. 








big s are made of 

mo ey steel, 

ted with a 

pace = that ena- 

bles you to cut the 

saan 2 close to the 
i 

Be: sure and specify 


“MANCHESTER” 
caves jaw when or- 


Write us direct if 
your Soclee cannot 





supply you. 
Price, $4.50 
Frank W. Whitcher Co. 
Patentees and Manufacturers 


Boston, Mass. s25315W. Lake 8. 





ETO EYES 


Sn creer RR IRL EEE 












































































































































136 


BOOT AND SHOE RECORDER 





Aug. 7, 1920 





page per issue: 


1 time 





“Recorder” rates for space less than one-eighth 


7 times 13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ITIONS WANTED—Four cents 
Minimum amount accepted, seventy-fiv 
advertisements, seven cents per word for 
25. pee a Se ee Se be tease? 
esday. When advertisers d 


up to noon, Wedn 





eee eC 10.00 8.00 7.00 6.00 5.00 
MW isscaees sees 15.00 12.00 10.50 9.00 7.50 and paid for 
re 20.00 16.00 14.00 12.00 10.00 Postage. 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


ted $1. 


5 office, twel ords be allowed fe each 
ceinihatgin tad $5.00 $4.00 $3.50 $3.00 $2.50 gare of this ofiee, twelve words must he allowed in each edvertioonent 
address, each word of the address must be counted in the advertisement 





word for each insertion. 
ive cents. For other “Want” 
insertion. Minimum 


to come in 
advertisement 








ly. Answers to ads must be sent under letter 











SALESMEN WANTED 


SALESMEN WANTED 








SALESMEN WANTED 








as 














Ml yricd with an established trade to sell a 
iced line of women’s welts, and Emre 
ya to right men. Appl 
ie oe Co., 149 Duane St., New York City. 


CIREAT proposition for sideline men—all terri- 
tories—the fit-all spat form for drying spats— 
big sales—liberal commission. Send for sample 
and prices. Spat Forms Co., 1003 Lees Bldg., 
Chicago. 


RESIDENT, live wire Southern salesman, one 
who caters to high-class clientele to carry 

popular-priced Brooklyn Goodyear and_bench- 
made novelty footwear. Fall samples ready. Ad- 
dress K324, care Boot and Shoe Recorder, 127 


Duane St., New York. 


WANTED—A No. 1 shoeman to take charge of 
shoe department. Must be a hustler and 

shoe fitter _ ladies and men. An exceptional op- 
portunity for the right man. State salary expected, 
your age, single or married, how many years 
experience. Address M. Blum, Rice Lake, Wis. 


GALESMAN WANTED to carry as a side line 
twelve samples of ladies’ and_ children’s felt 
boudoir slippers and moccasins. _ Direct from fac- 
tory. Commission basis only. Give full informa- 
tion in first letter. Address C137, mw — and 
Shoe Recorder, 207 South St., Boston, 


GALESMEN WANTED everywhere i in “a real and 
Canada to carry 3 styles boys’ welts, as side line 
on commission. Big possibilities, stock proposition 
for retailers, recognized as best value in its class. 
Write your experience, territory, volume of business 
and references. Confidential. Hayes Shoe Cor- 
poration, 60 South St., Room 42, Testen, Mags. 


WANTED— Experienced retail shoe salesman. 
Must have thorough knowledge of fitting 
shoes. State salary wanted and references first 
new. Address Guarantee Shoe Store, Asheville, 



































ANTED—Salesn for to handle 
juvenile line of shoes, aoe complete line of 
shoe store supplies. All merchandise offered is in 
stock. Excellent opportunity for right man to 
‘connect a house havi me. established trade for 
oe forty years. Address C142, care of Boot and 
hoe Recorder, 207 South St., Boston, Mass. 


ANTED—First-class retail shoe salesman to 
take charge of the shoe department of the 
Bennett Davis Store, Titusville, 


= — Boston shoe ne om has 

, for several wide-awake road sales- 

an. Address C146, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


ie -~y New York jobber has opening 











with trade 
heongh ) New York and New Jersey. Give 
experience, reference. Address C144, care t and 


Shoe Recorder, 207 South St., Boston, Mass 


WANTED First-class salesmen to cover Iili- 
nois, Missouri, Wisconsin, Minnesota, Kan- 
sas, Arkansas and Colorado, either as main or side 
- We spomatpetare a line of children’s and 

rice welts and turns, catering to the 
retail" — e one lusively. aeey a 5 per cent com- 
mission —— for the salesmen. Refer- 
once ed erian-Jacobson Co., Rochester, 








GALESMAN: “wanted by a manufacturer of a 
popular line of vem. One who can sell 
spats to the retail and large department store trade. 
Splendid qqoerteatty for hustlers on oumunee 
basis. Address K325, care Boot and Shoe Re- 
corder, 127 Duane St., New York. 
IDE-LINE SALESMEN—To sell on ood bas basis 
hest-grade line of shoe cleansers and dress- 
ings. Short line—liberal arrangement 
rite today. Solvol Products Corperation, 213 
Milwaukee aoe Chicago, Il. 


S Fonte Metal 
issouri hory. 


* Poe 
side line. The Morr Mfg. Co., Ashland, Ohio, 





i 


wt. or 


SALESMEN’S 
CO-OPERATIVE 
PLAN 


The strongest line on the market 
of Children’s and Growing Girls’ 
Guaranteed Dress Welts and New 
Method Play Shoes are going 
direct to the retail trade. A few 
territories are open. Must be 
high-caliber salesman with es- 
tablished trade. Nothing but 
real producer need apply. Liberal 


commission. Co-operative plan. 
Line short, composed of 60 
samples. Eighteen numbers 


carried on the floor. Line can be 
carried in connection with an- 
other short line. Give full 
references, amount of sales, exact 
territory covered, in detail, first 
letter. Must work territory close. 
Confidential. Address C139, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 














GALESMAN WANTED—With established trade 
in Ohio, to oer on commission basis, as a side 
le 


line, our serviceable line of barefoot sandals and 


children’s Pied shoes. We make and carry 
goods in stock. None but first-class men will 
considered. Address, with full particulars, Mara- 


thon Shoe Co., Wausau, Wis. 





(TANTED—Live-wire, experienced shoe sales- 
men to carry line, six samples in stock, choco- 
late veal dress welts. 6 Ps cent commission, paid 
on shipments. Give full details and territory 
Sanna onl whose line you now have. Address 
C132, aise Boot and Shoe Recorder, 207 South St., 
ton, Mass. 


EXPERIENCED SALESMEN to handle 
in stock line, Infants’ and Children’s 
Turns, Misses’ and Children’s Stitch 
Downs. Territory, Middle Atlantic, Mid- 
dle West and Southern States. Commis- 
sion 6%. Give Experience, Reference. Ad- 
dress C143, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








Salesman for Detroit and vicinity with 
established trade to sell in-stock line of 
Brooklyn-made children’s McKays and 
turns that meet the urgent demand for 
babies’ shoes at moderate prices. Five per 
cent commission. Can be carried as main 
or side line. References with application . 
Address K326, care Boot and Shoe Recorder, 
127 Duane St., New York. 








Salesman Wanted 


To sell a short line of high grade turns to 
large department store trade. An ex- 
ceptional opportunity for a high class 
man. Address C92, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 








SALESMAN 
WANTED 


Brooklyn moneinaueer mabinn fine grade of 
women’s shoes offers an unusua copceveaty 
to an experienced salesman who has sold high- 
class accounts. We want a man who knows 
women’s welts and turns and can invest $10,000 
or more in the business, thereby becoming a 
partner. Salary and 6 per cent commission 

aid in addition to a substantial return on the 
investment. In your reply please state lines 
you have carried, territory covered, and to 
what extent you can interest yourself i in the 
business. We assure you that the answer will 
be treated strictly confidential, ae ea do 
not hesitate to ae all details in your first 
letter. Address, by letter only, D. a Midgley, 
Room 709, 68 William St., New York. 








ALESMAN for factor tory ie line of girls’, misses’ and 

children’s welts and McKays for Dakotas, 
Montana, Washington and Oregon. Quality line. 
Salary and commission. Only salesman with es- 
ta ed trade considered. Give references and 
full information in first letter. Apply Kalt-Zim- 
mers Manufacturing Company, waukee, Wis. 





WANTED — Experienced, live-wire salesmen for 
Men’s high de Chocolate Calfskin, In- 
Stock Specialty Line, Straight 6 mer cent com- 
mission basis. ——s territories open:— 
Virginia, Florida, Georgia, Idaho, Iowa, Kentucky, 
~—o Pennsylvania, Tennessee, Montana, 

Utah, Ly ag Indiana, Nebraska. Address C- 
lll, 189 Madison St., Chicago, Il. 


| gene ip olay wy of men’s medium grade 

shoes has an openin for a ca 
per ln Only man with proven abiiit; ia 
All o_o treated strictly confidentially. Address 
C100, e Boot and Shoe Recorder, 207 South 
Street, ‘Boston, Mass. 








SALESMEN 
15 SAMPLES 


Manufacturers concentrating on 15 
numbers of ss play shoes and 
sandals, at extremely low prices. Want 
salesman to carry our short line, of play 
shoes, who can produce, can sell the larg- 
est department stores, as well as the small 
country merchant. Big commissions, 
nearly all territories open. Give references, 
territory cover, in detail in first e 
Confidential. Address C140, care Beot and 
Shoe Recorder, 127 Duane St., New York, 
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FOR SALE FOR SALE Boot and ShoeRecorder 


TusfusTustesy fastesl estas Tas esl fesse eat yaya esy ley eal lye) OFFICES IN 
nore ohne | 5 ae meng S8t., Geo. W. 


A REAL OPPORTUNITY | eer ches 
FOR BIG BUSINESS 


hone Main 1089. B.C. Bowen, Manager 
ey 5 OFFICE: 1627 Locust St. 3. Cc. 
me 
NEW YORK KR OFFICE: Room 102, Graham Bldg., 
127 Duane a H. Walter Scott, Manager. 
Telephone 959 Worth. 
PHILADELPHIA OFFICE: 929 Chestnut St. H. 
ag my OFFICE:. «Chamber eae 
For Sale—A SHOE STORE established in 1909. Sales for 1920 will W. R. Hill, Ma mE so steschsinnnle at 
run two hundred thousand or more. Located in the best ‘town in Bldg. Be TLOFFICE: 7 en aga ke pat 
the best and richest oil-producing county in the best state (Okla- Mai 
homa) in the country. Reason for wanting to sell—other interest 
requires entire time. Stock will invoice $50,000. Can be reduced 
if buyer wishes. Exceptionally clean, high-grade merchandise. 
No cheap shoes. Beautifully equipped store. Nothing in the coun- 
try just like it. Long lease. Reasonable rent. Proposition is for 
Cash Only. Do not investigate unless you are interested and have 
the money. Address C126, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 














1 


A020 GOooocIooes 





a a ee) ae ae ae ae ae oe 


SOIC II Ce Ie ee 3c 


it. 





ROCHESTER OFFICE: 609 Powers Bldg. 
Rossi L. Ss d, Western New York Rep- 
resentative. ‘Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: B.C. Bowen, Manager. 

~—_ — 2 Rue des Italiens. L. Hubbard, 

anag’ 

London Oflice: John C. Curtiss, Manager. Man- 
sion House Chambers, London, E. C. 

Australian Office: 430 Lit. Collins St., Melbourne. 
G. Jervis Manton, Manager. 

Cogsinentes Office: William , Manager. 
Wasagasse 2, Vienna, Austria ‘ 

ARGE TINA: Buenos Aires, “Rivadavia, 2721, 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, Leon Combacau, Ruaido 
prratcen 204, Rio de Janeiro. 

CHILE: Santiago, Las Rosas 1123-1127, Otto 
Fuhrimann. Gerente. 

CUBA: Mr. H. Gomes, P. O. Box 422, Havana, 





a oe a oe a oe oes 
SIC eC ee ee 














1;OR SALE—Shoe Store good manufacturing LINE WANTED 


Cu 
i’ ‘town in Connecticut, fine location, good op- SPAIN: Gerente, Leoncio de Mi 
guel, Librero- 
wtunity for person with experience. selling on WANTED aye Editor, 20 Fuencarral, Madrid. : 





account of health. Address Box 590, Ansonia, ienced shoe representative 
Conn. a_strong line of women’s cheap and medium- aes oe 17, a Elizondo, 4a Del 


mio grade McKays for California, Arizona, New Mexico Semtmaes’ Ollons Tilsen J. F. Wagea 


HOE STORE—$13, 000, i luding fixt cl and Colorado, on commission basis. Have been 
S stock aeaaees pe inelgge cso sy Hy ~y = constant touch with the trade in this territory _—* 


Will sell’ for $12,000 including everything. * ast sixteen years. Can furnish Al references. 
sonable terms. Address C134, care Boot and Shoe Adres C1i0, care fi on and Shoe Recorder, 207 


Recorder, 207 South St., Boston, Mass. 

















RARE CH CHANCE—Desiring to retire, I ‘offer 

A for sale one of the best-equipped and choicest WANTED TO RENT MISCELLANEOUS 

a ag shoe Np ow ya city rot by en we 
is is an old shoe tion and doing a splendi OR RENT—Offi 

business, selling over $100,000.00 last year. Will South on — psy Maron aA ee one 











show interes party the books. Ad C123, facturer. Availabl i 

care Boot and Shoe Recorder, 207 South St., Bos- Gel Wages Shes Cae” Veen 2608 beck FOR RESULTS ACT NOW! 

on, Mass. St., Boston. Turn your merchandise into cash quickly 
ER EAS od through the Harper Sales Organization. 











FOR SALE—Exclusive shoe ‘aia owing to ill Harper's eighteen years’ experience in ape- 


health of own The present owner started pois legitimate Special Trade-Buildin; 
Sale & h Stock Reduction and Complete Closing Ou Out 


this store 20 years ago with 45c. It has been : 

winner all the time, and is now one of the lar, FOR RENT Sales will help you 100 per cent. 

exclusive shoe stocks in the Inland Empire. It . Fr — a one of ae — where we sold for 
. Cowlbeck Co., clothing, shoes 


located in a good town in the richest section of i % and 
Eastern Washington, with both agriculture and SHOE DEPT furnishings, Kalamazoo, Mich., $36,680, from 
lumbering to draw from. Must be sold quick. Ad- rs their original stock of $34, 000, commencing 
dress C124, care Boot and Shoe Recorder, 207 with an opening day of $3,082.75, with a fit 
South St., Boston, Mass. of $304 on aos: second day of $1,667.39, 

We have for rent, in popular with a profit of $127.00; third day of sale 


$2,096.82 at a profit of $218. No stock too 
price Ladies’ Specialty hop, large, no matter where located. For particu- 


POSITION WANTED enough space for Ladies’ and lars, mention size of stock and object Of sale. 
Children’s Shoe Dept. N. Harper & Co.. Inc., Marquette Bldg., 


Chicago: II. 
WANTS POSITION AS BUYER AND MAN- Store is located in very heart a 


AGER—Retail salesman with 20 years’ ex- 
pees. Now employed as head salesman in of Phila’s retail district. Ap ly 
jadies’ department in one of the South’s largest shoe Mendall’s, 1009 Market St., 
stores. ddress C141, care Boot and Shoe Re- Phila., Pa. 
corder, 207 South St., Boston, Mass. 























WANTS POSITION—Assistant shoe buyer « or 

cpg » manager. Capable handling large H 

Peay | | Must ah big = and pay. = Milbradt Rolling 
e 37, it i 

Aveaekus ah Gomis’ mipees C1IS, eave Best and MISCELLANEOUS Step Ladders 

Shoe Recorder, 207 South St.. Boston, Mass. 


























Seg wine wanted as bayer and a r of i 
rtment connections ve mn wi 
medias. and high-grade departments in this ca- Manufacturer s and 
ect, Mette Cit mare’ Boot aid Soe Nhe. Jobbers Take Noti the wear end tear ot your 
cha » Care t oe e- 
corder, 207 South St., Boston, Mass. ce shelving and of ym ye ap- 
Established shoe concern with ipped ee to ap- 
LINE WANTED two stores situated on the busiest provall — satisfaction 
thoroughfares of a city whose 
: A ‘ Write for our latest cata- 
: ; population is 700,000, would like isdee"at 18 styles, of of 
—,- strong line of men’s welts for to act as an outlet for shoes and adders a0 as well as oO 


North and South Carolina. Not more than 
twenty samples; a line of which several numbers rubbers' of manufacturers and 


are in stock, desired. Address C145, care Boot and jobbers. Can furnish first-class Milbradt 
Shoe Recorder, 207 South St., Boston, Mass. references. Write for particu- M u Co 
lars. Address C136, care of Boot anufacturing le 


ALESMAN—Y. ; 
S sting ee ee eee es and Shoe Recorder, 207 South 2410 No. 10th St. 


with ee as or manager of store. A dress , 4 
a. care eT Sn oe St., Boston, Mass ST. LOUIS, MO. 


St. , New Yi 
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the right wearer, 
shoe merchants. The ch 
which depends the progr 
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THE RECORDER CREED: Getting More Shoes Sold Right; not onl: 
r Sitting, for the right price, at the 
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Se ES ore ee 
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High Boots —VODE KID 


N all parts of the country prominent retailers are 

buying high colored kid boots. The reaction from 
ultra-conservative colors is a great vogue for bright 
shades. Feet pinched by heavy inflexible brogues relax 
comfortably in pliable kid. Country-wide bargain sales 
have banished the low-cut as a style leader. A coming 
season of abbreviated skirts will influence women to cover 
with leather ankles formerly draped with cloth. A number 
of manufacturers are making ready to meet the demand 
and are now cutting Vode Kid of a variety of colors into 
ten-inch boots. Write us; we will give you their names and 
at the same time tell you some interesting facts. 


Stranparp Kip Manuracturinc Co., Boston, Mass. VODE KID—THE LEATHjER 
Branches in New York, Philadelphia, Rochester, Cincinnati FOR QUI CK S E LLI NG SHOE S 


Chicago, St. Louis, and Montreal 
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E & M SHOES OF QUALITY 


Two Button Cut Out 
Strap Pump 


This shoe carries a full 
Louis heel and is made 
up of Patent Colt in 
combination with 
Black Ooze. Made 
on our No. 73 last. 


Growing Girls’ Patent 
Leather Seamless 
Turn Pump 


These shoes represent 
the very newest pat- 
terns. 


Made with satin bow ornament, 9-8 
wood military heel. Solid leather 
shank piece. Retailing at $7.00. 


Made in our No. 2 factory, known as 
he Granite State Shoe Co. 


Emery & Marshall Co. 


Haverhill, Mass. 

CHARLES L. MARKS WARREN H. TUCKER 
Eastern City Trade and In New England 
Southern Territory with J. B. LAUGHLIN Office at 183 Essex St., Boston 

New York Throughout the Middle West LARRIE H. SASS 
1008 Marbridge Building On the Pacific Coast 
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What is 
Style Service? 


HOE stores in the past have 
stuck to their last. They 
have supplied coverings for 

feet. Their conception of style 
has mostly been confined to dis- 
tinct shoe features—a new model- 
ling of the toe—or possibly a 
novel upper pattern. But, pro- 
fessionally speaking, a shoe man’s 
interest stopped at the shoe tops. 


That has all changed. Short 
skirts have suddenly made shoes 
the most noticeable and impor- 
tant feature of a smart costume. 
A woman now expects a shoe 


man to appreciate that she wears 


something besides shoes. 
She expects intelligent 
assistance in the selec- 
tion of shoes which are 
in harmony with and 
complete her costume. 


longer is satisfied if her selection 
is confined to staple blacks and 
browns. 


She wants the same kind of style 
service that she gets from her 
modiste. 


Stores which are prepared to ren- 
der such a service and to supply 
shoes in harmony with colors 
of the prevailing mode will be 
successful. Shoe service plus style 
service is the one formula for a 
modern store. 


These stores will win the good 
will of their clients and added 
prestige. 


One detail of style serv- 
ice is to have on hand 
swatches showing the 
new color range of F. B. 


& C. Kid. We will send 





She expects to find that 
sort of shoes. 


She no iso 


. these swatches to stores 
MS requesting them. 


FINEST BLACKS AND COLORS 


Amalgamated Leather Companies, Inc. 


FORMERLY F. BLUMENTHAL & CO. 


Wilmington 





























Our Style Show Success 


TYLE A-664, shown above, represents 
our “Style Show Success.” A “Cubist” 
open work strap sandal in Brown Kid. 
Carries 19-8 Louis heel. Has extra 
heavy turn sole and is made over our 


popular 400 last. 


KIMBALL & SHERMAN C(O, 


HAVERHILL , MASS. 
BOSTON OFFICE , RICE BLDG, 10 HIGH ST, ROOM 701. 
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The Public Is Asking 
For Stylish and 
Reasonably Priced Shoes 


~TANNING 62. 


Allow the Making of Such Shoes 


Sn > TATRA RR MO TRE BINK R AI The T — 


























WHEN PLACING DELAYED FALL ORDERS 
Remember 
OUR CALFSKINS, VEAL SIDES AND SIDES 
In Most Every Known Finish 


Our Brands 
Lozant—Waukegan—K enwood—Elkwood—Waukegan Grain 
Wilmette—Waukegan Insoles 





Oo 


THE GRIESS PFLEGER TANNING CoO. 





TANNERIES CHICAGO—WAUKEGAN, ILL. 


INSOLE CUTTING FACTORY NATICK, MASS. 
BOSTON, 179-193 SOUTH ST. 
NEW YORK, 178 WILLIAM ST. 





CINCINNATI, 810 SYCAMORE ST. 
CHICAGO, NO. BRANCH, HALSTED ST. 
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Just as the Coat of Arms of the Roosevelt family has 























‘always been borne by men of integrity and honor so the 























coat of arms of New Castle Kid has always marked a 

















leather of worth and character. 









































To secure honest value and positive excellence in glazed 


kid specify NEW CASTLE KID. 

































































BLACK WHITE COLORS 










































































New Castle Leather Company, Inc. 
NEW YORK 















































BOSTON MONTREAL, CANADA CHICAGO 
and the Principal Leather and Shoe Centres Everywhere 


















































Factory: Wilmington, Del. 
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Beals-Pratt Shoes 


With the Shoe buying season now at hand, and with changed conditions con- 
fronting the buyer, it is of keen importance that merchandise be bought with 
particular scrutiny as to its Quality and Value. 


To buy Shoes bearing the Beals-Pratt trade mark is sufficient endorsement 
of these features to assure continued good profits with satisfied customers 
and the major part of the Shoe business of your community. 


If ever Quality and Value was necessary in Shoes, it is necessary now. Beals- 
Pratt Shoes have always been unequalled in Quality and Value at their prices. 


Beals-Pratt Shoe Mfg. Co. 


MILWAUKEE WATERTOWN 
WIS. WIS. 
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U. S. Leather 
Helps Sales 


JNTELLIGENT buying is the watchword to- 
day. The public is insisting upon real worth 
and honest merchandise. 











War time substitutes for leather are no longer 
found in good shoes. The all-leather shoe is 
demanded and the leather must be of the best 
quality to give good appearance and long wear. 


We have been tanners of highest character sole 
leather for generations. “U.S. LEATHER” 
will be found in most of the best makes of 
shoes: it is the standard of quality. 


A salesman of shoes has a prime talking point 
if the goods he sells contain soles made of one 
of our tannages. The worth of our leather is 


known world wide. 





The United States Leather Co. 





The United States Leather Co. of Massachusetts 








New York Boston Philadelphia Chicago Cincinnati 
St. Louis San Francisco Liverpool Paris 
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Here is another feature to the situation. There is 
going to be a revision of freight rates and certainly 
it will not be downward. The merchant who de- 
lays in ordering his merchandise will have to pay 
from one-fourth to one-half more for transportation. 
The ordering of staple goods well in advance, for 
immediate delivery, will aid in avoiding freight con- 


gestion later. 


Ys 


IN STOCK 
We have stock shoes ready for immediate shipment. 


YS) 


"s Cordovan Brogue Blucher Oxford, 
Cut from “Thompson's famous Cordovan.’ 
Thompson's Brogue Last. 


Our Stock Style Catalogue Will Interest You 


‘THOMPSON BROS . SHOE 
MENS FINE SHOEMAKERS . 
BROCKTON 


NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 Dearborn Street 
Address all communications to Breckion (Campello), Mass. 
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The New {99 Last 


Made of all leathers, in bal, blucher or 
brogue patterns, or special. High grade 
fully primed outsole, first quality insole, 
lined tongue, chrome pearl facings and 
trimmings, leather counter, leather or 
Goodyear “Wingfoot” rubber heel; Car- 
ter marked or stamped with 
merchant’s own brand. 












VALUES SERVICE 
THAT THAT 
SURPASS SATISFIES 


Special Patterns 
Made to Order 


Standardized Styles 
In Stock 





J. W. CARTER CHICAGO CO. 


Specialty Manufacturers of Men’s Fine Welt Dress Shoes 
833 W. Chicago Ave. CHICAGO, ILL. 
BHREEREBEeBRHREBRHREEHEHEEHEHEEHEEE & 
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HUNT-RANKIN 
LEATHER CO. 













Manufacturers of strictly fine full- 
grain aniline dyed chrome tanned 
calf leather. 









Used by manufacturers of exclusive 
footwear throughout the world. Also 
manufacturers of 


Velvetta 
Calf 


The standard suede leather. All 
colors required by manufacturers of 
fashionable shoes. 











}| HUNT-RANKIN LEATHER CO. | 


106 BEACH ST.,BOSTON, MASS. 
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These Colors Are 
Now Most Popular 


HAVANA BROWN No. 10 

. LIGHT BROWN No. 8 
BEAUTY BROWN No. 5 
CHAMPAGNE No. 18 
TERRA COTTA No. 3 

BRONZE No. 34 
WINE No. 6 
MIDNIGHT BLUE No.’ 14 
BELGIAN BLUE No. 21 
MAPLE BROWN No. 12 
BOOZIE BLUE No. 38 


































UDICIOUS selection of leath- 
ers makes for corresponding 


value in your shoes. 


For the ideal expression of kid 
leather at its best ask for 
Scherer’s Kid,—the original 
colored glazed kid. 


Oscar Scherer & Bro., Inc. ' 


29 SPRUCE ST, N.Y. 


FACTORY NEWARK, N. J. 


ORIGINATORS OF ANDLEADERSIN FANCY COLORED KID 
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Re 9 HE prestige gained in the re- 

Ny tail shoe trade by Watson 

Welts for women justifies the 

painstaking thought and care- 

ful methods by which they are 
produced. 


No extraordinary conditions in the 
shoemaking industry have ever been 
permitted to halt our pursuit of the 
policy of making Watson Shoes satisfy 


both the dealer and the wearer. 


The result has been the attainment of 


a position of prominence for Watson 
Shoes that we will never let themdose. 




















Watson Shoe Company 
Women's Fine Welts Exclusivel 
_LYNN, ——ee TTS 
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OMMUNITY interest in producing the best goods of their 
kind made anywhere—that is the spirit behind the aggres- 


siveness of the Lynn shoemaking fraternity. 


It expresses itself in the predominance of Lynn-made shoes for 
Women and Children and slippers for Men. 


It showed itself in a spectacular way in the wonderful collective 
exhibit made by Lynn manufacturers at the recent Boston Shoe 


Style Show. 


It inspires the cordial invitation which Lynn manufacturers 
constantly give,to other shoemakers to come to Lynn, when 
they are seeking new locations, and add their influence and pro- 


BARTLETT-SOMERS Co. 
CoTTeEeR SHOE Co. 
Grecory & Reap Co. 


ALLEN, GOLLER, LEIGHTON Co. 
Burpett SHOE Co. 
A. FisHer & Son 
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duction to the forces which have already made Lynn one of the 
world’s greatest footwear centers. 


And this ‘‘Lynn spirit” has stood as a bulwark all through this 
season’s perplexing problems—prompting them to give shoe 
retailers the wholesome advice to order Fall shoes normally 
before it became too late, and inspiring them to see nothing but 
business recovery in the season now close at hand. ° 


No other shoe producers will take better care of their customers 
this Fall than Lynn makers will. So far as it is possible to do 
the impossible, they will perform. 


99] 


Leave it to the “‘Lynn spirit 


P. J. Harney SuHoe Co. HENNESSEY, MAxwEL.L & HENNESSEY 
G. W. Herrick SHoE Co. T. J. Krery & Company 
Watson SHOE CoMPANY Witurams, CLarK & Co. 
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LOOK ?EM OVER! 


Grasshopper 


xt 
A ‘S) 
Martha Tom ww 


Washington HONORBILT Honorbilt 


For Your Convenience During 
the Market Season 


Mayer Honorbilt Shoes will be on display for your inspection, at 
Room 201 Southland Hotel, DALLAS, TEX. 


and 


Bush Terminal Bldg., 130 W. 42" St. NEW YORK CITY 


Visit either of these display rooms. See the quality that 
has made the HONORBILT line a big seller everywhere 


F. Mayer Boot & Shoe Co. 


MILWAUKEE 
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MADE GOOD TO MAKE es 


Common Sense 





Comes to Bat 





OOK for trouble ahead,” croaks the business 
pessimist. 


‘Look ahead for orders!” cries the business optimist. 
And there you are! It’s the age-old contest of Fear 
with Common Sense. Fear gives the body politic 
a month’s scare. Common Sense points the clear 
way to ten years of prosperity! 


We’ve been having a lovely little period of worrying 
about the shoe business. Common Sense is coming 
along now and reminding us that the Public, in spite 
of its loud clamor about shoe prices, is, after all, 
merely seeking a square deal in a rather noisy way. 


If we make sure it gets a square deal, the noise 
won’t hurt anybody. 


HENNESSEY, MAXWELL & HENNESSEY 
By Thomas H. Maxwell 


Makers of Women’s Welts that are known 
as the best in our Grades 
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HOWES BROS. @, 


= SOLE LEATHER 


CAPACITY 
Thirteen Tanneries; 2,000,000 
pounds of hides per week. 


Aug. 14, 1920 











SELECTED 


in Heavy, Middle and Light 
weight, Various Grades. 


DISTRIBUTED 


in Sides, Backs, Benda, Bellies, 
Shoulders and Heads. 


WAREHOUSES AND 
OFFICES 

ST. LOUIS, 1221 Gratiet St. 

CHICAGO, 229 West Lake St. 








TANNED 


from Foreign and Domestic 
Green and Dry Hides. 









HIDE PURCHASING CINCINNATI a i 
a 
OFFICES MILWAUKEE, WIS. 
Buenos Aires, Argentina, Cor. 10th and Chestnut Sts. 
New York City, LEICESTER, ENGLAND, 






12 DeMontfort Chambers. 





Boston, Mass. 












Main Office and Warehouse 
321 Summer Street, Boston, Mass. 

































































CUT SOLE DEPT. FINDERS DEPT. 
i Oak and Union Cut Soles of \ Oak, Union and Hemleck, 
i Uniform Quality, Cut and Sort- Me TAPS, TOPLIFTS, STRIPS, 
ed to Standards by Experts. P, S BENDS and BLOCKS. Va- 
f Enlarged Capacity and Variety “O,, Ay riety of selections to meet 
i of Grades enable us to supply *MAssac every requirement of the Shoe 
all demands. Repairing Trade. 

MANUFACTURERS TOPLIFT 
FACILITIES 

t Large Capacity Prompt Service | 
a Extensive Range of Styles | 
i MANUFACTURING PLANTS DISTRIBUTION OFFICES 
" Cut Soles - 9 Wareham Street Cut Soles - - = 321 Summer Street 
4 Finders - - 321 Summer Street oe oe 
lf BOSTON, NEW YORK, CHICAGO, CINCINNATI 
i MASS. and ST. LOUIS 
“= eee E—&*&{——=—=—E ye 
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ga eS 


A brogue iat that is 
particularly adaptable to sport 


use as well as street wear 
Rea! a | pe wit 


snappy style marks this halfshoe 


an X.. 


MOORE- 
SHOE °MFG ° CO’ 
BROCKPORT, N.Y. U,AA. 


herbs —_ 
——EEEee ee 
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ACE CALF 


a 




















INENESS of leather quality de- 


pends upon fineness of texture. 





And in its beautiful mellow feeling Maintains 
texture lies the chief charm of Ace Calf. A 

It comes from our carefully selected raw Standard 
stock plus a tannage which improves i 
and more closely knits the grain of the Reputation 
leather. 


Ace Calf will improve your shoes. It 
takes and retains a high polish. 

















J. S. BARNET & SONS, Inc. 


, Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U.S. A. 
NEW YORK OFFICE—154 Nassau St. 

CABLE ADDRESS ... “TENRAB” 
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Our Mr. Heiser, Gentlemen 
HE is now on his way across the U. S. A. with a full 


line of new spring samples. 


We advise you to wait for him and be ready to place as 
much of your spring order as possible. 


Remember——_We were sold up early last season and had 
to refuse many of you. 


GLOBE SHOE COMPANY 


Women’s Welt and McKay Shoes 


CHELSEA - . - MASS. 


“We Make Our Own Leather’’ 
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TANNERS OF CABRETTAS 


NEW YORK 
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BROGUES—OH! BOY—SUCH BROGUES 


YOUR ORDER IN NOW MEANS YOUR ORDER 
OUT IN TIME FOR EARLY FALL BUSINESS 


Stock No. 587—Brogue Last. Gallun’s 4 Norwegian 
Brogue Ox. Rawhide Slip ' Stock No. 679—Regent Last. Brown Cordovan 


Sole. Varsity Ox. Wing Tip. Sizes and Widths: AA, 7 to 11; 
Stock No. 693—Brown A, B, 6 to 11; C, D, 5 to ll. 

Cordovan Ox. Rawhide 

Slip Sole. Sizes and 

Widths: AA, 7 to 11; A, 

B,6to ll: C,:D, 5 to 3. 


Stock No. 524—Brogue Last. Gallun’s 4 Norwegian 
Brogue Bal. Rawhide Slip Sole. 


Stock No. 642—Brown Cordovan Brogue Bal. Raw- 
hide Slip Sole. \ Sizes and Widths: AA, 7 to 11; 
A, B, 6 to 11; C, D, 5 to 11. 


The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building Chicago: 1415 Great Northern Building a 
HBHRHREBBHBEHEHEHEHEHEHREHEHREHREHEHEHREHREHEHEHREHEREEE& 
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EVEXCLOINA 


) THE IDEAL 
/ ~~ WHITE SHOE CLOTH 
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WHITE BUCK 

' GOODYEAR WELT OXFORD 

= PATENT LEATHER WING TIP AND 

i COUNTER FOXING 

' PERFORATED AND PINKED 

: VAUGHAN’S IVORY SOLE AND HEEL | 
E TTT LLL LLL iis 








Wit 


DONN D. SARGENT CO. 


WOMEN’S WELT AND MCKAY SHOES 





SALEM, MASSACHUSETTS 


FACTORY BOSTON OFFICE 
407 BRIDCE STREET 195 ESSEX STREET 
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If you have a satisfactory 
White Cleaner to offer 
your customers—you are 
more than half-way to 
making a sale of White 
Footwear—so_ stock 


SO" <A et ceca. toto eentabeete re: 
= 4 : eS caseeda =a 
Fates aan 
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Registered Trade Mark. 


KEEPS WHITE SHOES WHITE. 


VERYBODY who habitually wears white 
boots orshoes knows and buys “‘ BLANCO.” 


Everybody who buys new white footwear will 
need “‘ BLANCO,” and no one who has ever 
used it will ever be persuaded to take a 
substitute, for ““‘ BLANCO” does i¢s work, does 
it well—and easily—no trouble, no messiness. 


“BLANCO” quality will take care of your 
reputation—“‘ BLANCO” profits are as good 
as i¢s reputation. 


So with every consignment of White Footwear 
order a consignment of “ BLANCO”—“ to keep 
those white shoes white.” 








Order NOW from your Wholesaler. 


Made only by 
JOSEPH PICKERING & SONS, Ltd, 
Sheffield, Eng!and. 
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Our Fall Catalog 












---one of many styles 
shown in our New 
Fall Stock Catalog. 
Carried on floor in 
Black Kid—Brown 
Kid and Brown Calf. 
AA to D wide. 











Speak 
For 
Your 


Copy 
Now 





- 
~ > 
TUTTI TIT III 


We saad Nina Our Stock ites 
More Extensively Than Ever 


EALIZING the unusual de- 

mands which will be made 
upon our Stock Department 
through the coming Fall and 
Winter, we have greatly en- 
larged the scope of our stock 
service. 


OU should have a copy of 
our Fall Catalog as soon as 
it comes off the press. 
We may not have your name and 
address so we invite you to send us 
both, at once, that you may surely 
receive your copy early. 


Williams Clark & Company 


Women’s Goodyear Welts Exclusively Mass 
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The Original 
Full Gratin 
Glazed Horse 





IN 


Nee, 


In Blacks-—-In Colors 
STRONG AS HORSE 
SOFT 48° EID 


Pleases the Wearer 
Profits the Retailer 





Demand the ORIGINAL GLAZED HORSE 
ARISTO KID from your shoe manufacturer 




















Manufactured Solely by 




















IHU 


Tannery 
RACINE, WISCONSIN 


B. D. EISENDRATH TANNING CO. 


Chicago 
130 N. Wells St. 


195 South St. 


nn 
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Normal Foot 
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1st Degree Flatfoot 2nd Degree Flatfoot 


3rd Degree Flatfoot 


Mr. Dealer $= 


Here’s 
Something 
To Think 
About! 


Do You Render Nature Tread Service 
Or Are You Still Selling Arch Supports? 


This imprint of 


the 
normal left foot indi- 
cates the only area de- 
signed by Nature 
carry the body's weight. 
Only this surface is 
employed when Nature 
Tread Pads are worn. 





The medical profession agree 
that there is only one way to 
correct weak arches and that 
is by restoring weight bearing 
where weight bearing naturally 
belongs. In walking or standing 
only one-half of the normal in- 
step width (as shown in the 
normal print) should carry 
weight. The arch must be free 
at all times. 


The arch is the most sensitive 
part of the foot and was not 
designed to carry weight. 


to 


pe yor 
Fiat fio wil 

















: —at 


Cross Section 


Restore Weight Bearing Where id Belongs 
HEEL, OUTER BORDER? BALL 


Corrects Foo! Weaknesses 
Naturally 





4, 


Nature tread pads correct foot weaknesses 
by shifting the body's weight to the natural 
treading surface heel, outer border and ball, 
making it impossible for the arch to carry even 
the slightest weight. 


OUR TESTIMONY 


“The underlying principles in the satisfactory 
treatment of all common static defects of the 
feet is that of restoring weight bearing to those 
parts of the feet to which weight bearing nat- 
urally belongs. All other forms of treatment merely 
re AY or palliate.”” (Maj. Edw. A. Rich, M.D. 
M.C.U.S.A. Supervising Orthopedic Surgeon.) 

“Some people get temporary relief by wearing 
arch supports. Arch supports in time do more harm 
than good’. Dr. W. rc Evans, Health Ed. The 
Chicago Tribune. 


‘‘He said he ‘would put a pad on the inside of 
the heel and shoe proper so as to make the weight 
roll to the outside of the foot’, asked his opin- 
ion of —- rts, he gave a strong adverse 
opinion.’”’-—Dr. W. A. Evans, The Chicago Tribune, 
quoting a noted British Surgeon. 


“The Nature Tread Pad is O.K.” C. H. Ewing, 
M. D., Pres. Kansas State Board of Health. 


Every Orthopedic Surgeon endorses the Nature 
Tread principles. None will approve of arch 
supports. 


Some of the largest shoe stores in the country 
have tried out Nature Tread Pads and are now 
disposing of large quantities and recommendin 
them as the latest and only scientific method o 
providing foot comfort. No adjustments, no bother. 


Write for complete facts! Progressive dealers 
will find our fund of foot knowledge an education 
well worth having. 





NATURE TREAD MFG. CO. 606 Tacoma Bldg., Chicago, III. 
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We furnish 


period designs. 








Artistic Window Display FIXTURES have proven 
the most profitable advertising, for the retail merchant, 











Ze 
7 « 
y ” 
oe 41 
Pad Pbie 
SSesce. PP eeec eet oe, 
f NW tp PMUUun\\OPF > Classic Design 


|__|] THE DECORATORS SUPPLY COMPANY 


WM! ANY attractive window displays sell the merchandise 
i! offered. Why not compel the passer to stop—look and 
y listen to your sales display? 


the Display Fixtures, Send for our 


Cataloz 3 showing, many Window Displays of our different 


The Decorators Supply Co. 
Archer Ave. and Leo Street 


Chicago, U. S. A. 
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Figure On Your 
Requirements NOW 
Transportation difficulties may prevent 
you getting shipments later, when you —Here is an advance page of our 
really need them. Fall and Winter Catalog, now on 
the press. 
NEW YORK J- P. SMITH SHOE COMPANY CHICAGO 





Page Four 





AA—8 to 11 ey 
A—7 to 11 
B60 11 Stock No. 266 
— 11 Boarded Koko Bal. Midwest Last 
—5 toll 


White Fibre Slip Through Heel—Stitched Heel Seat 


Advance page from our new Fall Catalog, now on the press 


IN STOCK FOR 
IMMEDIATE 
SHIPMENT 


Price 


$9.35 


TERMS: 
NET 30 DAYS 
NO DISCOUNT 





Prompt Service 


The day your order for Stock Shoes is re- 
ceived it will be filled and started on the 
way to your store. We are prepared to give 
you the kind of Service that means. getting 
goods when you want them, 


J. P. SMITH SHOE COMPANY 


671 NO. SANGAMON STREET CHICAGO 
148 DUANE STREET NEW YORK CITY 
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ANNOUNCING 


FOUR NEW OXFORDS 
With Walking Heels, for Early Fall Wear 


IN STOCK FOR IMMEDIATE SHIPMENT 
















No. 446—Black Glazed Kid 
No. 455—Havana Brown Kid 
No. 456—Dark Russia Calf 
No. 457—Dull Black Calf 


























Send for Catalogue 


C. P. FORD & CO., Mfts., Rochester, N. Y. 





No. 496—Paris Kid Polish on 
No. 657 Last, Flexible Welt, 
Medium Toe, Kid Tip, 1%- 
inch Heel. Ball two widths 
fuller than Instep. Instep nor- 


mal. 
Price $9.00 


IN STOCK 
AA Ball to E Ball 











Combination last shoes fit a surprisingly large 
number of feet and their rapidly growing pop- 
ularity is well deserved. 







Fine kid boots are not likely to be plentiful 
this Autumn, and we suggest your ordering 
early while our stocks are still complete. 




















i No. 499—Paris Kid Polish on 
{ No. 516 Last, Flexible Welt, 
Medium Narrow Toe, Plain 

‘ Box Toe, 134-inch Heel. Ball 
i two widths fuller than Instep. 
H Instep normal. Price $9.00. 


IN STOCK 
AA Ball to E Ball 


q J. J. Grover’s Sons Co. 
Makers of Soft Shoes for Tender Feet 

LYNN, MASS. 

183 Essex St. NEW YORK, 47 W. 34th St. 


Let us send you our catalogue showing fifty 
styles now in stock ready for immediate de- 
livery. 












BOSTON, 
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‘‘The King of Jobs’’ 


TYPICAL ROSENBERG VALUES 


FELT GOODS 


Misses’ and Child’s 
Felt Juliets Women’s Felt Juliets 


A 
ON THE FLOOR 
READY FOR IM- 
MEDIATE DELIV- 
ERY 


Fur Trimmed, Front Bow, Leather Soles, C ed Front Bow, Leather Soles, Covered Heel. Colors: 
+ ogee ely os peep” aaa Black, Grey, Brown, Wine, Royal Blue, Red, Old 
ose. 


Price, Misses’ $1.10, Child’s $1.00 Price, $1.20 
Same in Men’s. Colors: Black and Grey 


Men's Felt Stitch Down Same in Child’ a” — Misses 
Slippers (Colors: Red and Blue) 


Women’s Felt Boudoir 
Slippers 


ORDERS FILLED 
SAME DAY RE- 
CEIVED 


ee ee Se With Pom Pom. Chrome Sole. Colors: Wine, 
Price, $1.55 Blue, Brown, Red, Grey. : 
Price, 924c. 


Same in Misses’ and Child’s. Leather Sole, No 
Heel. Colors: Red, Grey and Blue. 


Price, Misses’ $1.05 Child’s 95¢ 
Wire or Mail Your Wants at Once 
Terms: Net, 30 Days 36 Pair Case Lots Only Solid Colors in Each Case 


S. Rosenberg and Son 


209 Essex Street Boston, Mass. 
STTIAAIINNSN000000000000000000000N00NNNQ0000080000080000000000G00000000080000000000EEUONOOUUEUOUOUOOUCQOOQOQONEQOOOOOUUOOGOOOOOOOOOOEOOONEOOOOOOUOUOGOQOGONOAEA Ste 


SUUEALUCUUUEGUOHAOOCHOOUAOEUAOOUGLEAAAOAAOEUEARUAEEUAOUUAEUUAEEUAEUUAOLAEUUOENOOOCOOAOEUOOOAAUUGOUUOUAEEUAEUUAOUUOUOAOOOOOEOOOEUUOOUOOOUAOEOOOOOOOEUOOEGEEUGEEOEEOUOEOUOOGEEUOUUAN 
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The Favor 


sasieaoeeanaabiiminiogs scans 


of particular feminine buyers, 
footwear must be styled so as 
to meet any and all seasonable 
changes without deviation 
from quality. 


a Sa a et 2 ee 


The excellence of design and the 
sound construction of the A-G-L line 
of women’s flexible boots and low cuts 
must appeal to the buying sense of 
women who demand value. 


As a natural consequence the shoe 
merchant will benefit through a de- 
cided increase in business. 


Allen, Goller, Leighton Co. 
LYNN, MASS. 
Boston Office 207 Essex St. 


aE aoe mana os Se a 
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QUALITY THAT IS PRICED FAIR 


IN building Pennington Welts for men we have put into these shoes honest, 
sincere quality and have still left the price within the reach of every merchant. 






From the new price list shown below the merchant can see that he can retail these shoes at prices that the 
big majority of men expect to pay and still give them values that, in most lines, would be priced quite 


a bit higher. 
Quality for Quality, Price for Price, the Pennington Shoe will stack up against any line of men’s shoes 
in the country and win— 


For into our shoes goes not only quality of material but carefulness and skill of construction, rigid in- 
spection and a frank, straightforward way of doing business that is based on a square deal. 








If you haven’t seen our line wouldn't it be good business to drop us a line so we can 
give your name to the salesman who covers your territory. 
It costs nothing to look! 






















J. C. Antons, Michigan. B. Hyams, Washington, Oregon. A. M. Peterson, Nebraska, W. Iowa. 

Max Brumberg, Montana, Washington and Charles Johnston, women M. B. Robbins, Philadelphia and Vicinity. 
Oregon. Richard Laird, Pittsburg District and No. M. D. Siegel, Chicago. 

Edward L. Clark, Minnesota, Wisconsin. West Virginia. Geo. M. Tidwell, Mississippi, Eastern Ten- 

John C. Daly, California, Nevada. J. R. Mason, Jr., Alabama, Middle T: 

Percy Fusfeld, New York City and Vicinity. E. W. Kennedy, North Carolina. E. S. Van Patten, Kansas, Missouri. 

R. A. Gilbert, Oklahoma, Texas. C. C. Ashmore, South Carolina. C. Whyte, Connecticut, So. Eastern N. Y., 

O. H. Gilmore, New York State. B. L. Hopper, Georgia. New Jersey. 

A. R. Goodwin, Arkansas, Louisiana. Martin McDonough, Pennsylvania. W. M. Wilson, Indiana, Illinois, Ohio. 





New Price List Effective August 2, 1920 



































Golden Brown Kid...... Mahogany Calf......... $6.25 
Havana Brown Kid...... 7.75 Meemogany .......eccces 5.85 
Mieok Gd, .. cos Ks. 6.50 DEROGEMS .......j.000ne 5.50 
Benne OG. foo 6059's xe 6.50 Mahogany .............. 5.20 
St Prey eer 6.00 rer. 
een rns 5.60 § (x @&858#=— = = =69§ Gun Veal................ 
Mahogany Calf.......... 6.75 § (xr @&8#= =6§ 6 Gun Metal.............. 
Retes Gait. <5. i tsinek~ 6.7% 8 <->. ee eee OCC a Ree Petal. ow oe 
Wihtee Cen dca’ .. 5 58-5. 6.50 Nearly 100% of Our Orders =~ Russia Calf.............. 


Nut Brown Calf......... : Call for Goodyear Wing ~~ §@ Russia Calf.............. 
Foot Rubber Heels y 


PENNINGTON-CROWELL SHOE CO. 


Specialty Manufacturers of Men’s Quality Welts 


MANCHESTER 5 ie 3 NEW HAMPSHIRE 
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The Shoe Merchant Who 
Makes the Most Money 


The shoe merchant who goes after the Com- 
bination Last Shoe business in his community 
is the one who will make the most money. 
For these reasons: 


1. It takes little money to put in a stock of 
Combination Last Shoes. 


2. Turnovers of investment are rapid. 


3. Replacement of sold merchandise is a 
matter of hours only. 


4. No losses on account of style changes. 


Almost every mercantile fortune that you 
know of has been the result of constant turn- 
over of small capital. 


Besides making big money, you are building 
a steadily-increasing PERMANENT business. 
Satisfied customers, coming back regularly, 
bring about a reduction in selling costs. 


There is no limit to what you can do. Think it 
over. 


In the meantime, send for Folder Describing 
the X-L Line Combination Last Shoes. 


THE KROHN-FECHHEIMER COMPANY 


X-L LINE DEPARTMENT 


CINCINNATI, OHIO 





E 
X-L une Fs 


(Combination ‘=: feature IN STOCK 





ARMA 


No. 2710—“Happy-Foot” Combi- 
nation Last, glazed kid, welt, 834- 
inch boot. % foxing, 14-8 straight 
heel, imitation straight tip. 

Price, $9.25 


No. 2709—“*Comfy-Fit” Combina- 
tion Last, glazed kid, welt, 8-inch 
boot. % foxing, 14-8 straight heel, 
straight glazed tip. 

Price, $8.50 


No. 2712—*“Konsolation” Combi- 
nation Last, glazed kid, turn, 8- 
inch boot. % foxing, 12-8 straight 
heel, straight glazed tip. 

Price,’ $8.25 


No. 2711—‘Fitzu” Combination 
Last, glazed colt, welt, 8-inch boot. 
% foxing, 12-8 straight heel, 
straight glazed colt tip. 

Price, $7.50 
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New — Distinctive — Fascinating 
Authoritatively, The Color of the Year 


Fashion- decrees HENNA, as the season’s 


dominating color. 


Already dress goods reflect the style trend and 
HENNA is the pre-eminent shade among the 
distinctly new creations. 


Always alert to catch the drift, LAWRENCE 
announces Weilda, Color 22, the perfect match 
for HENNA dress goods. 


You will find this color in all manufacturers’ 
sample lines this season. Order for at-once 
delivery and be ready for the demand which is 
both big and imminent. 


xx 








‘‘ Lawrence Leathers are Reliable Leathers’’ 


A. C. ae Leather Co. 


161 South St., BOSTON 


NEW YORK CHICAGO ROCHESTER 
ST. LOUIS CINCINNATI GLOVERSVILLE 
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E> O- “2” their good old 
f shoes away too 
| soon: There’s comfort left in them- 
you can supply a new appearance. 


Thousands of shoe stores are giving their customers the benefit of Goodyear Shoe Repairing which 
brings trade to all branches of their business. Shoes are more than repaired — they are remade | 
with all the fine appearance of new shoes. ee eee 
You may obtain a Goodyear Shoe Repairing Outfit on very easy terms. We install the machines, 
teach their operation and give the full benefit of Goodyear Service. 

Write for plan by which you can establish a modern shoe repairing plant with Goodyear Shoe Repairing Machinery. 


7 e*e . 
United Shoe Repairing Machine Company, 4 Albany Street, Boston, Mass. 
18 So. Market Street 37 Warren Street 93 Centre Street 286 Third Street 130 Mill Street 306 Broad Street 
Chicago lew York Brockton Milwaukee Rochester Lynn 
{1423 Olive Street 276 Main Street 145 Essex Street issi 221 No. 13th Street 11 Florence Street 
Se. Louis Johnson City, N.Y. Haverhill San i Philadelphia Marlboro 
708 Broadway 30 Euclid Arcade 87 Main Street lo. Hi 216 Chartres Street 
Cincinnati Cleveland Auburn, Me. Columbus, Ohi Harrisburg New Orleans 
301 American Casualty Building, Reading, Pa. 


a 
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WITH 
NOVELTY 
BOOTS 


No. 402X—Hav. Brown Kid, % 

Fox, 9-inch Top, Imitation Tip, 14- 

8 Heel, Flexible McKay, A to D. 
$7.00 


WRITE FOR . 
No. 401X—Midnight Blue Kid 
OUR LATEST —_—_—YR. Gur Sinebi Top. Lt. Tip 18 8 
oo ouis Hee exible Mc- 
FOLDER Kay. AtoD $9.50 





133 Essex Street 





“ATLANTIC” 


FIRST — AS USUAL 


No. 403X—Hav. Brown Kid Wh. 

tr. 9-inch cut out Top, Perfora- 

tion Imitation Tip, 18-8 Lea. Louis 

Heel, Flexible McKay. A to D. 
$8.00 


No. 404—Bl ick 


SHOWING BOOTS 
AND LOW SHOES 
FOR FALL 


801X—Brown Kid 84-inch Wh. Qtr. Lace Boot, Eng. Toe, Imitation Pef. Tip, 12-8 Heel, hosceuer AtoD.....%6.00 
700X—Brown Goat 84-inch Lace Boot, Eng. Toe, lmt. Tip, 14-8 heel, McKay, A to D. os, a 
701X—Black Kid 8 %-inch Lace Boot, Eng. Toe, Imt. Tip, 14-8 Heel, McKay, AtoD.. sds thes Ak phn att en 
702X—Brown Side 84-inch Lace Boot, Eng. Toe, Imt. Tip, 9-8 Heel, McKay, A to >... ba tude Sieh ees S Us he Sc 
300X—Black Kid 9-inch Lace Boot, Eng. Toe, 34 Fox Imt. Tip, 14-8 Heel, Welt, Ato D............... 7.50 
301X—Brown Kid 9-inch Lace Boot, Eng. Tov, 34 Fox Imt. Tip, 14-8 Heel, Welt, Ato D.................... 8.00 
303X—Brown Kid Whole Qtr. 9-inch Lace Boot, Pl. Toe, 17-8 Lea. Louis Heel, Welt, Ato D................ 8.00 


SEPT. Ist DELIVERY WIRE YOUR ORDER NOW 


ATLANTIC SHOE **, SLIPPER CORP. 


Boston, Mass. 
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THEY CANNOT RI 


RAMSEY’S PATENTED | 


GOODYEAR “win” WELT 
SHOES — SANDALS — _ PLAY OXFORDS 


ABSOLUTELY CORRECT 


We have made over half a million pair know that stitchdowns made by old 


since March, 1919, by this patented method do rip and some retailers will 
method and have not had a pair not handle them at all on this account. 


returned to us on account of ripping. . ' 
pping So why buy stitchdowns that rip when 
Manufacturers, retailers and jobbers you can get ones that do not rip. 





If your jobber does not handle them send to us. 


E. J. RAMSEY CO. BRookiYn, New ‘YoRK 

















The ‘**Staco”’ Shoe 














Y 

| 

! 

" 

ij Values that buyers cannot afford to ignore are 

| shown by us each season. For Fall and Winter 
we have created a model for men which has 

{= Brockton quality all over it. This shoe is 

| obtainable on a price basis that makes the 
immediate placing of larger orders a duty. 

Style B126 Illustrated 

! 

| 

! 

i 

! 

N 


Modified solid leather Brogue on our refined 
“Park” last. A beautiful piece of shoemaking 
in Norwegian Grain Calf. Carries heavy single 
sole. Easily retailed with substantial profits at 
a price which proves attractive. 


Stone-T'arlow Shoe Co., Ine. 
BROCKTON, MASS. 


Successors to Liberty Shoe Co., Inc. 
BOSTON OFFICE 183 ESSEX STREET 
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HE new season is com- 
ing in fast. Naturally 
merchants are beginning to 
wonder whether they will 
or won't be able to get 
things in a hurry as needed. 
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You can’t suddenly change 
a long standing custom of 
buying ahead for future 
needs without some little 
concern as to the outcome. 
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For that reason we've been 
plugging hard, months 
ahead, to build a stock prop- 
sition to beat all we ever 
showed off. We've got it— 
a tremendous reserve of 
135 men’s, women’s and 
boys’ new styles that will 
boom Fall business right 
off. 


Prices, mind you, have been 
planned to match es 
months to come e'll 
show enough to bring more 
business our way. May we 
send samples prepaid? 
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Mahogany Calf Lace 
218 Last: 16/8 Heel 
Imt. Straight Tip 
Widths: A to D 
Sizes: 3 to 8 
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oO as YORK STOCK DEP‘T 
pa 96 CHURCH ST. 
CLEVELAND 
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View in Skiving Room where the Vulco-Unit Box Toe is 
skived and finished. 


THE ONE THING YOU 
WANT IN A BOX TOE 
IS LONGER LIFE 


That means it must be water-proof, perspiration-proof and strong 
enough to resist the hard knocks. The Vulco-Unit Box Toe Process pro- 


duces just those essential qualities. 
USE THE GENUINE 


Apparatus, Process and Products Patented 


SOLD ONLY BY 


BECKWITH MANUFACTURING CO. 
108 LINCOLN ST., BOSTON, MASS. 


AGENTS 
G.. W. KIBBY & CO. OSCAR F. WRIGHT & CO. GEO. A. SPRINGMEIER CO. 
Chicago, Ill. St. Louis, Mo. Cincinnati, Ohio 
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‘he MECHANIC £ ar ei 


Only hi gh grade work wit | | er: 
manship it ches tohin |e - 
in shoes or machinery. is 
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Black Cresco Calf. 
Waterproofed Welt and Sole. 
“Traffic” Last 


with 


WING Frost 
HEEL 





C.S. MARSHALL COMPANY 
BROCKTON 


| SERRE EEE 
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One Look 


at shoes made of 
ROVILLA KID 


Shows 
that they are 
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Beautiful 
Stylish 
Lustrous 


Comfortable 


Durable 


They combine all that a 
shoe should be—with the 
price your customers are 
willing to pay. 


CASTLE KID CO. INC. 
Originators and Makers 
CAMDEN.N.J. 
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NATIONAL 
ADVERTISING 


is the goose that lays the golden egg for 
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you—and for us. 
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“Onyx” Hosiery 





has been advertised from coast to coast till 


“ONYX.” is a household word. 





Are you sharing in the golden eggs our 


advertising has laid? 


Emery 6 Beers Company, inc. 


Sole Owners of “Onyx”? Hostery 


BROADWAY AT 24th STREET 
NEW YORK 


Philadelphia Office: 


Boston Office: 
1033 Chestnut Street 


31 Bedford Street 


Chicago Office: 
North American Bldg., State 
and Monroe Sts. 






210 Pearl Street, Mutual Life Building 


San Francisco Office: 
Buffalo, N.Y. 


299 Geary St. 
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Taking the Gamble Out of the 
Retail Shoe Business 


The retailing of merchandise subject 
to style variation is a gambling prop- 
osition. Maintaining a_ reserve 
stock of such merchandise is a 
precarious business at best. ‘The 
retailer's problem is to minimize 
this uncertainty but still keep 
his stock up to the requirements 
of his trade without exceeding 
it. Herein lies the secret of his 
success. 

Rice & Hutchins, Inc., have solved 
this problem for the retail shoe dealer. 


Their distribution policy makes it 


possible for the dealer carrying their 
shoes to have practically no reserve 
stock on hand and yet keep up with 
the demands of his trade, because 
nine centrally located Rice & 
Hutchins distributing houses supply 
dealers with shoes in case, dozens 
or single pair lots. It is to the re- 
tailer’s advantage, especially in these 
days of poor transportation service, 
to handle stock which he can get 
easily and quickly and so eliminate 
the gambling element so strong in the 


retail business. 


Rice & Hutchins, Inc. 


10 High Street, Boston, U. S. A. 
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